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LISTEN TO YOUR JOBBER SALESMAN... 






YOU CAN 








Your jobber salesman is correct when he says 
that you can now carry a mere 26 brush num- 
bers - and still have a complete stock! 

It's the Wooster 3-Point Merchandising System 
which makes this miracle possible. From study of 
over-the-counter sales coast-to-coast, Wooster 
selected a simplified, condensed stock made up 
of the most popular and fastest-selling numbers 
in America’s best known paint brush line . . . fitted 
them to three colorful, striking, tested display 
units (1) the Wooster Wall Sampler, a two- 
sided swinging metal panel for attaching to wall 
or shelving, (2) the Wooster Counter Sampler, a 
sturdy, double deck metal stand, (3) the Wooster 
Variety Vender, made up in eight varied brush 
groupings. Retail sales have jumped wherever 
these units have been installed. 

In one plan, Wooster gives you reduced invest- 
ment, smaller stock, outstanding merchandising 
display of quality merchandise, rapid turnover 
and better profits. Your jobber salesman will tell 
you more about the Wooster 3-Point Merchandis- 
ing System. Listen to him next time he calls. 
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Sign Up WOOSTER 3-POINT PLAN 
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THE WOOSTER BRUSH CO. © WOOSTER, OHIO ye 
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So comprehensive is the line of 


YALE Padlocks...inmodels, sizes 
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and prices...that you can easily 
and profitably standardize your 
entire padlock business under 
the one world-famous trade 


mark YALE. Truly, you can offer 
No 830 SuperPinTumbler 


your customera YALE Padlock for 
honisaeres sy ole) 


every purpose and every purse 

Added to the convenience and 
economy of such merchandising 
is the all-important fact that ‘‘the 


name YALE helps make the sale!’ 


© THE YALE & TOWNE MFG. CO. 


STAMFORD. CONN., U.S.A. 
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You want to do a big business on garden tools. *%* The Wiss line is big in 
size — big in appeal —big in performance. It is nationally advertised in a 
big way. All this makes selling easier for YOU. *% Wiss Garden Tools offer 
the same high degree of cutting SATISFACTION that has made Wiss 
Shears and Scissors the favorite of America’s women. * Now we are help- 
ing you to put Wiss Garden Tools into the hands of the men folk. % Notice 
these tried-and-proven merchandise displays. Order them; put them on your 
counters and in your windows. See how they help you sell! Write direct or 
inquire of your local Jobber. 
J. WISS & SONS CO., Newark, New Jersey, U.S. A. 
Established 1848 


SPECIAL= LIMITED TIME ONLY 
Wiss Pruning Shear Display 
Box No. 906B 
This attractive display carton holds 
six 906B Hy-Power Gun- Metal 
Finish Pruners. These Pruners usu- 
ally retail at $1.25, but for a lim- 
ited time are offered to consumers 

at 98¢ each. 
Dealers’ cost 65¢ each net 
Dealers’ Cost of Display and Six 
Pruners, $3.90 net complete 


HARDENEU 


IMITED TIME ONLY 

highly competitive, drop- 

ge Shears, with 844” and 

Ss respectively, at new low 

ey have a special rust-resist- 

metal finish and non-splitting, 

beech handles. Blades are hol- 

ground and have a notch and 

utter for heavy branches. No. S’AJ 

has 814” blade, weighs 234, pounds 

and retails at $1.25. Dealer cost is 

85¢ net. No. 61%4J has 614” blade, 

weighs 254 pounds, and retails for 
98¢. Dealer cost is 68¢ net. 


NO. 227 PANEL 


This panel consists of four fast-selling 
numbers of Hedge Shears and three 
Grass Shears. Brilliant orange back- 
ground. Supplied free with assortment. 
Size 28”x 16”. 


WISS HEDGE SHEAR en . 
DISPLAY NO. H. S. 38 ki a NO. 226 DISPLAY 


A novel and attractive three- ‘ 7. 4 Wee ai. . 
color display for the Shock- .. 2 j } Featuring seven fast-selling garden 
Absorber Hedge Shears. Com- . a. 

plete with wire easel. ‘The tools, mounted on a brilliant orange 
shear blades are inserted background, this panel is a real silent 


through the loops—and the C$ a 
arrows, pointing to the shock , salesman. Panel is furnished with easel 
absorbers, call particular at . P F . e r a 

tention to this feature. Sup . \ and is supplied free with assortment. 
plied free with garden tool 4 S- aie ” 

equipment Size 28°x 16. 
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WISS GARDEN TOOL DISPLAY NO. G.T. 100 


Entire line of Wiss Garden Tools can be seen at 
a glance in this sturdy, wooden display. All tools 
arranged so that a demonstration takes but a 
second. Comes in a pleasing color combination. 
Displayed this way on the counter, the tools prac- 
tically sell themselves. Write for particulars. Mea- 
sures 36” wide x 2414” high x 19” deep. 
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WISS GRASS SHEAR DISPLAY NO. 7006 





For counter or window use. This attention- 
getting, sales-stimulating three-color display 
contains six No. 700 or 701 Wiss Clipper 
Grass Shears. Easy to arrange. Open up and 
bend back lid, tuck in the flap at rear of box. 


WISS PRUNER DISPLAY NO. P. 5S. 39 
A compact and sturdy display card contain- 
ing an assortment of five Wiss Pruners — 
Nos. 68 — 608 — 906 — 908 — 908B — 
a specially selected and standard assortment. 


Display measures 1214"x 14”. Card measures 16”x 14”. 


Watch and read the Wiss Garden Tool advertisements in: 


The Saturday Evening Post National Geographic 
Better Homes & Gardens House Beautiful 
House & Garden 


These ads will put Wiss Garden Tools before at least 15,000,000 home-folk. People 
who trim their shrubbery and fruit trees. People who need Wiss Clippers for the edges 
of their lawns and Wiss Hedge Shears for privet, barberry, etc. People who daily pass 
your windows. Who come into your store. The people you hope to make your customers. 
% Tie up to Wiss Garden Tools and let Wiss advertising be a link between you and 
the people whose orders you want for your own prosperity. 
J. WISS & SONS CO., Newark, New Jersey, U.S. A. 
Established 1848 
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IT’S A NEW 


3-COLOR PACKAGE 


TO SPEED YOUR SPRAY SALES! 


Sorry this ad can’t show you the brilliant green, 
the rich red and the smooth yellow that are 
going to help Ever Green’s new package put 
real snap in your insecticide profits this year! 
And we mean PROFITS. Because, not only is 
Ever Green surging ahead with the same power- 
ful formula that has made it the biggest selling 
non-poisonous home garden spray, but this 
year it’s going to be backed by a new triple 
threat combination that will steamroller the field. 


1. The new package, packed in a hard-hitting 
display carton that will pull you down a 36% 


profit from a 3 x 314 inch counter space. 


2. Ever Green’s famous Double Your Money 
Back Guarantee to consumers. 


3. A walloping NINE MILLION advertising 
messages across the pages of American Home, 
Better Homes & Gardens and Sunset magazines. 


Tie in with this nationally advertised nationally 
accepted all-purpose garden spray. Place your 
order now. If your jobber can’t supply, write: 
McLaughlin Gormley King, Minneapolis, Minn. 


EVER GREEN 


GARDEN SPRAY 
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}PERMALOID HANDLES 
a Cross Ground 


CHROME VANADIUM 
STEEL BLADES 
MADE IN USA. BY 7 


-° MILLERS FALLS COMPANY 
GREENFIELD, MASS, 















Willers Falls Hardware Week Special 


Here’s a strikingly attractive new counter display that 
will sell more of those bright red Permaloid Screw 
Drivers you’ve found so popular in the last year, and 
promote your quality tool sales generally. All signs point 
to improved business conditions for 1939 . . . and that 
means fine tool sales will soar. Be ready to cash in on 
the movement—help it along—use this display. It’s a 
Millers Falls “special” for National Hardware Week, 
and can be your day-in-and-day-out profit builder the 
whole year through. 

It carries the line of Permaloid-handled drivers—18 


of ’em—from the handy little vest-pocket model right 
up to the powerful No. 852, with a-stout square-shanked 
blade. Permaloid screw drivers have chrome vanadium 
steel blades, carefully tempered their entire length; they 
are cross-ground and beautifully finished. Handles are 
made of an indestructible, shock-proof plastic, deeply 
grooved for a sure, comfortable grip. This substantial 
display is given free with your order for the assortment 
shown and whatever you need for stock. Put it on your 
counter, and watch your Hardware Week traffic stop, 
look, and buy! Ask your jobber. 


MILLERS FALLS COMPANY 


GREENFIELD, MASSACHUSETTS 
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Seymour Smitx 


TWO NEW VALUE 
STANDARDS IN GRASS SHEARS 


SELF CONTAINED 
MERCHANDISING AND DISPLAY UN/TS 


“CLEAN CLIPPER" 


A real piece of cutlery. Handsomely finished with black, 
orange tipped handles. Featuring forged steel, hollow 
ground blades that take everything from tough clumps 
to tender, new grass . . . New raised handles that are 
restful and keep the hand free of the ground 

Ingenious bolt construction, eliminating adjustments 
A self-contained merchandising unit consists of four 
“CLEAN CLIPPERS” secured to novel card holders plus 
a most convincing and different shears display. This 
colorful display invites the customer to make a difficult 
cutting test samples the shears and makes the sale. 


ym Cedths 

New volume seller in the medium priced field. Advanced 
design corrects faults common to this type of garden 
tool . . . Free-grip action is non-tiring, non-cramping 
Blades are narrow for convenience, keen and need no 
adjustments. EZY-CUT grass shears are available in a 
complete merchandising unit, consisting of six shears, 
each packed in an individual display box plus a colorful 
display card designed to hold an actual pair of EZY 
CUTS. A sturdy corrugated container makes the entire 
unit ideal for handling and shipping 


Write For Free Complete Illustrated Catalog of 
Seymour Smith Garden Tools and Tested Selling Plans 


SEYMOUR SMITH & SON, INC. 
OAKVILLE, CONN., U. S. A. 


Makers of the famous SNAP-CUT Pruners 
Sales Representatives: JOHN H. GRAHAM & CO., INC., 105-107 Duane St., New York, N. Y. 
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OOK! 


2 SENSATIONAL NEW 
WINCHESTER 
PRICE LEADERS! 


New Styling = New Features 
49c =— Retail Complete — 89c 


HESE new Winchester Price Leaders 
offer fast turnover—big sales volume— 
nice profit—and pull in new customers. 2-cell 
Focusing Spotlight—retail ONLY 49c com- 
plete. 3-cell Focusing Searchlight, an un- 
heard of value—retail ONLY 89c complete. 
Offered in special combination deals. 
Brilliant, contrasting colors—red or black 
head and end cap alternating with black or 
red switch-slide—show off beautifully on 
gleaming chromium-plated barrel. Heavy 
durable construction. . . . Positive lock-on, 
lock-off switch. . . . Brilliant reflector. . . . 
Candlelite feature. Ask your Jobber’s sales- 
man for full details. 


ORDER NOW! 


COMBINATION OFFER CK-49 consists 
of six No. 9819 “Special” 2-cell Spotlights 
and 48 No. 1511 Winchester Super-Seal 
unit cells. 

Your Cost: $4.38 — Your Profit: $2.16 


COMBINATION OFFER CK-89 consists 
of six No. 9929 “Special” 3-cell Searchlights 
and 48 No. 1511 Winchester Super-Seal 
unit cells. Searchlights packed in individual 




















cartons. One free pyramid display easel fur- 
nished with combination. 


Your Cost: $5.56 — Your Profit: $2.78 


Combination 
Offer CK-49 
gives you this 
striking col- 
ored display 
—FREE 


































styles 


No. 9929 
three-cell 
searchlight 












No. 9819 Combination Offer CK-89 provides this 
gives you original "pyramid" display for showing 
both these the handsome three-cell searchlight to 


WINCHESTER REPEATING ARMS CO... NEW HAVEN, CONN., U. S.A. 
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New Florence Oil Range with pedestal base, 
five wickless kerosene Focused Heat burners, 
extra large oven fully insulated with rock 
wool—all completely enclosed and finished in 
gleaming porcelain. A leader for looks, value 
and sales appeal. 























One of the new Florence De Luxe 
Gas Ranges, in balanced design, su- 
perbly finished in lustrous porcelain. 
Has large, fully insulated oven and 
broiler, four ring type Focused Heat 
burners, and all up-to-the-minute fea- 
tures that women look for. 


LOR 


RANGE FOR. 





Florence is opening the doors of every 
home in your territory with three great 
lines of ranges—OIL—GAS—ELECTRIC. 

But Florence offers more than a famous 
name—it offers extra values in a range for 
every fuel—a model for every pocketbook. 

The Oil Range line is bigger and better 
than ever before, headed with a brand 
new table top model that is priced to 
ring up sales. 

In Gas Ranges you have the most com- 
prehensive line Florence has ever offered 


PROFIT LINE 7:'39_ 


—for manufactured, natural and bottled 
gas-—from CP models down—with a De 
Luxe leader that sells for a price that is 
good news to everyone. 

And for that big and growing Electric 
Range market, Florence offers the most 
amazing values in the field! Here is a De 
Luxe model at a price that talks—fully 
approved, with everything they look for, 
plus the famous Florence name. 

Make Florence your profit line for "39 
—in Oil, in Gas, and in Electric Ranges. 


ecbaic 





A leader among the luxurious new Flor- 
ence Electric Ranges, porcelain finished, 
fully insulated, equipped with Chroma- 
lox units, deep well cooker, automatic 
controls, and the latest accessories—yet 
priced to open a new market for youl 


\nZ 


FLORENCE STOVE COMPANY 
General Offices and Plant, Gardner, Mass.; Western 
Offices and Plant, Kankakee, Ill.; Sales Offices: 1475 
Merchandise Mart, Chicago; 45 East 17th Street, New 
York; 53 Alabama Street, S.W., Atlanta; 301 N. Market 
Street, Dallas; and 2730 16th Street, San Francisco. 


OR EVERY FUEL + A MODEL FOR EVERY POCKETBOOK 





FRANCHISE 


OPTIONS] 
Now Readye 





BIGGEST MILKER 
ADVANCE IN 30 YEARS! 





Bigger Improvements 
Than — 


@ Binder Self-Knotter 

@ Pneumatic Tires 

@ Vacuum Cleaner Over Broom 
@ Electric Self Starter 

@ Mazda Lights Over Candles 
@ Automatic Radio Tuning 

@ Four Wheel Brakes 

@ Wire Fencing Over Rails 


RIDE IN THE 
DRIVER'S SEAT 


This Master-Milker possibility is so 
big in comparison with anything 
now available that our own inex- 
pressible FAITH in it is shown by— 








MIRACLE 





The “Easiest-to-Clean” 








YES...ONLY 
minutes to 
clean CLEAN 


ENTIRELY NEW Latex-Valve principle...as 
simple as a nipple.. won't clog, corrode, foul 
or faill You'll be surprised it wasn’t done 30 
years ago! This ONE feature ALONE is worth 
more to YOU in cleaning time and cleanliness 
than the AMAZING LOW PRICE of the machine. 

No special costly pails! No pipelines! No 
pulsator! No leaky valves! No pumping tires! 
No sore teats! No big bills for repairs or parts! 
Cheapest milker to buy and use! Easiest and 
quickest to clean! So light a child can move 
it! Self flushing! Automatic vacuum controll 
Separate vacuum regulator for each cow. 
Milks 20 or more per hour and GETS ALL THE 
MILK A MACHINE CAN GET. Each cow may be 
milked into separate can or both into a ship- 
ping can. Gasoline or electric power. Fast, 
gentle, light, beautiful . . . a real lifesaver to 
you and your cows. 

FREE DEMONSTRATION 

«+. 0 Obligation. Address Room 22, Anker-Holth, 
Port Huron, Michigan, for the sealed AMAZING SECRET 





BRANCHES 







IN PRINCIPAL 













ONE-PIECE 
LATEX-VALVES 
| PATENTS PENDING) 

MIRACLEe 
@ DEALERS oe 
DISTRIBUTORS 
WRITE TODAY @ 
SEND FOR 
THE 


















CITIES 


NE eons 


OUR “MONEY-BACK OPTION PLAN” 


Never Before Anything Like It! 





6,000,000 








@ The dealer who takes advantage of this 
option buys nothing and in no way obligates 
himself ever to buy. You merely deposit 
$25.00 with us as an evidence that you mean 
business and to prove your sincerity. Your 
sample Master-Milker will be shipped in 
same rotation your Option Check arrives 
with the balance of $100.00 Net 10 days. 


If within ten days after arrival of your 
sample machine you wish to give up your 
OPTION...for ANY reason WHATSOEVER... 
every cent you paid, including freight, will be 
refunded at once without any argument or 
debate on our part. Present Anker-Holth 
dealers have all been given this Option Op- 
portunity, and if your town is still open you 


can’t afford to let this chance slip by... it 
gives you a “Front Row Seat” for the big- 
gest Milker Profit Opportunity the trade has 
ever known. It gives you a chance to take 
the Driver’s Seat in your town for 1939. 


Our salesmen are working day and night 
to cover the field but cannot possibly reach 
every town for many months. This is our 
method of assuring every ambitious dealer 
an equal opportunity in territory not already 
assigned. Wire your reservation and mail 
check for OPTION on Franchise today. With- 
in 30 days, millions of Dairy Farmers will be 
reading the above sensational announcement. 
Get in line for ’39! Sit in the Driver’s Seat by 
holding the Franchise other dealers will want. 


AMBITIOUS SALESMEN WANTED — write for Details 
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Advertisements like above 
will appear in January 
and February in the 

Nation’s Leading Farm 


Wire Your Deposit! 
Money Returned Same Day if Option 
Is Already Assigned. 


nker - Holt 


MANUFACTURING COMPANY 
(INCORPORATED) 


PORT HURON, MICHIGAN 
Branches : Minneapolis, Omaha. Wichita, 
Portiand, Dallas and Sarnia, Canada 
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HELLER NUCUT IS A 


( EVERY TIME, ALL THE TIME 


These days buyers are more fussy than ever about the files they use. Files 
must last longer... stay sharp longer... cut faster, cleaner, better. Any 
file that can’t live up to such a standard won't stand a chance. 

That is why you can cash in on HELLER NucutT Files. NUCUT is your 
customer's best bet—and your best bet, too. Why? 
Because NUCUTso wins your customer's approval that he 
reorders NUCUT from you again and again. In that way 
you build a greater volume of file business—and win 
an even better reputation for stocking quality products. 

Write today for details on the HELLER NUCUT pro- 
tective sales policy for your territory. No obligation. 


HELLER BROTHERS COMPANY, NEWARK, N. J. 


Plants at Newark, N. J. 





Newcomerstown, Ohio 





















SELL 
THE FILE 
with the 

WHITE TANG 





HELLER NUCUT “WAVY TEETH" FILES 


27.039 


PROTECTED BY US PAT NK 
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$0 YOU WANT TO 
MAKE MORE MONEY 
WITH G-E BULBS? 





Here’s how one dealer does it 


HE SAYS: “1 FEATURE G-E MAZDA lamps—75, 100, 
and 150-watt sizes... yes, and the Silvered Bowl Day- 
light and MAZDA Three-Lite lamps too. 


“MY WINDOW AND COUNTER DISPLAYS tie-in with 
the magazine advertising . . . you’d be surprised how 
that makes customers out of passers-by. 


“| MAKE SURE my bulbs are properly marked for size 
and price. 


“AND | ASK ‘EM TO BUY and suggest the right size 


14 


bulbs for the right places in their homes for light con- 
ditioning so they can have better light for better seeing. 


“YOU'D BE SURPRISED HOW often I have to re-order 
G-E MAZDA lamps. Or maybe you wouldn’t!”’ 


GENERAL €@ ELECTRIC 
MAZDA LAMPS 


They slay brighler Longer 
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Farmers Made Their Own 
Fencing ... Until the In- 
vention of WOVEN WIRE 
FENCE... by Keystone 


TODAY ... You SELL the Fence Made with 
Half a Century OF EXPERIENCE... 


No farmer makes his own fence any more. Keystone introduced a better way 
when they started making woven wire fence fifty years ago. They’ve been mak- 
ing it ever since. 

Keystone fence products have the advantage of all those years of time-testing 
and experience. Dealers who sell them take advantage of the half century of 
good will and reputation they have earned. 

Keystone poultry netting is made in two popular styles: STRAIGHT 
LINE netting, with straight line wires that stretch up like field 
fence — IMPROVED HEXAGON, woven so that it unrolls flat, 
stretches smoothly. There are no finer nettings made, 

You have better products—better known products to 
sell when you handle Time-Tested Keystone fence. 
WRITE ... for 50th Anniversary Dealer Catalog with 
prices and details. 


KEYSTONE STEEL & WIRE CO., Dept. P, PEORIA, ILL. 


ASS) 9 


retel LivE Tseatu 


KEYSTONE POULTRY NETTING 
BY THE MAKERS OF Tied RED BRAND FENCE 
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MYERS 


Greenhouse and 
Estate Sprayer 





A One-man 











MOTOR New—seasonable—and ready to bring 
a you more sprayer business in your 
etradini. locality. 
A compact, completely equipped, port- 
STEEL able, one man sprayer with folding 
nae R handles developed by Myers for inside 
TIRED spraying where aisles are narrow—for 
WHEEL. outside use in spraying small trees, 
shrubbery. gardens, vines and flowers 
FOR —ideal for whitewashing—practical for 
GREEN- applying oil to golf course sand traps— 
naedae other uses too numerous to mention. 
GOLF Sell it to greenhouses, estates, nurseries, 
COURSES golf courses and other places where its 
AND : P ‘ 
MANY advantages will be quickly recognized. 
SIMILAR Circular and complete information on 
USES. request. 


bie: Soe? é — 


THE F. E. MYERS & BRO. CO. 


ASHLAND, OHIO 
PUMPS — WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 















Looking 
fora 
Hardware 


Store? 


HE place to find it is 

under the heading of 
Business Opportunities in 
the Classified Opportun- 
ities Section of the regular 
issues of Hardware Age. 


By watching the for-sale ads 
you ll be reasonably sure to 
secure a good paying busi- 


‘ness at a fair price or better 


still, let the trade know the 
kind of a store you are look- 
ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th Street 
New York City 
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LIGHT CONDITIONING IN THE BULB ITSELF ! 








Your Chance to Sell Real Light Conditioning Faster, Easier, Profitably! 





Here’s News ... great news... to 
everyone who sells electric light 
bulbs! 

Wabash — largest independent 
manufacturer of electric light bulbs 
—has put light conditioning in the 
bulb itself — in the revolutionary 
Wabash Superlite! 

Here’s Light Conditioning that 


changes harsh, glary light into soft, 


THE NEW 


WABASH SUPERLITE 


LIGHT CONDITIONING BULB 
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THE MODERN 
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restful light—without need for dif- 
fusing bowls, luminaires or indirect 
lighting fixtures . . . without altera- 
tion or installation costs . . . with- 
out an extra cent of expense-in-use! 

Think what this means to your 
bulb sales! For the price of bulbs 
alone, your customers can give their 
homes real light conditioning and 


all it means in perfectly diffused, 


100% usable light... 


ditioned” light that prevents eye- 


really “con 


saves their eyes, their 


strain... 
nerves. 
Don’t delay. Ask your jobber now 
for the full details about this re- 
markable new bulb and the top- 
notch merchandising helps that 
back it. Or write Wabash Appliance 
Corp., 169A Carroll St., B’klyn, N. Y. 














HAS MORE USES... The “ENTERPRISE” Chopper is the only chopper that has 
these valuable new attachments that multiply its usefulness many times over. 

The illustration shows the “ENTERPRISE” Meat and Food Chopper with Knife- 
and-Plate in place for cutting up meat and food. Next to it is shown the Grater 
attachment in place ready for grating cheese, bread crumbs, chocolate, etc. The third 
unit shown is the Puree attachment. This is really an all-purpose sieve and strainer 
for making baby foods, purees, tomato paste, etc. 


CHOPS FOOD BETTER... “ENTERPRISE” Knife-and-Plate Chopper actually 
cuts food instead of mashing and tearing the way an ordinary food chopper does. 
This makes a big difference in taste because flavor-giving juices are retained instead 
of squeezed out. ; 


DOUBLES YOUR PROFIT... You make over twice as much on the sale of an 
“ENTERPRISE” Chopper as you do on a food chopper and every owner of an 
**ENTERPRISE” Chopper also automatically becomes a good prospect for the 
profitable and useful accessories. 


“ENTERPRISE” 


The Enterprise M. anufacturing Co. of Pa., Philad. elphia, 





* For over 70 years “ENTERPRISE” Choppers 
and Stuffers have been standard for making sau- 
sage and chopped meats on the farm. 

This is butchering time. Display these 
“ENTERPRISE” products now. Every farmer 
is a prospect. 


aS/; Pays to Push “ENTERPRISE” Choppers 


* 


“ENTERPRISE” 


Sausage Stuffer 
Lard—Fruit Press 


(3 machines your custo- 
mers want—allinONE) 


A sausage stuffer easy to 
turn—keeps air out of cas- 
ing. Cylinder bored true. 

Alard press with TONS of 
pressure—gets all the lard. 

A fruit, wine, and jelly press 
—gets ALL the juices. 

All metal, pure xxxx tin 
throughout. 
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Springtime is swing-time for 
shovel buyers. And thousands 
of them will be buying new 
shovels this year! Be ready to 
cash in on this business. Stock 
up NOW on Wood's shovels— 
the only shovels that offer the 
famous Moly Split-D grip, for 
greater strength and easier 
handling . . . selected, sanded 
and waxed northern ash han- 
dies that are unbleached and 
unpainted so that you can see 
their quality... . All Wood’s 
shovels are built for balance, 
lightness and toughness—and 
each is specially designed for 
the specific job it has to do. Ask 
your jobber’s representative to 
furnish you with information ~— 
concerning Wood’s famous 
line. Order a stock of the fast- 
moving items shown here. 
Order from your jobber 
today! The Wood Shovel and 
Tool Company, Piqua, Ohio. 


“IF IT'S AWOOD~IT‘S GOOD” 





SHOVELS . ° ° SPADES ° ° SCOOPS 
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Informal Editorial Comments 





Housefurnishings 
Shows :— 


For one full week I have been 
looking over the Chicago House- 
wares Shows. There were actually 
four different places to visit—the 
Stevens Hotel, Palmer House, Mer- 
chandise Mart and the Furniture 
Mart. All four were worth looking 
at. Among these four displays 
were the permanent and the tem- 
porary exhibits of the outstanding 
housefurnishings manufactur ers, 
many of whom were increasingly 
impressed with the opportunity of 
increasing their general business 
by improving their hardware dis- 
tribution. These Chicago shows 
are primarily intended for the 
wholesale hardware and depart- 
ment store buyers and, as might 
be expected, for a limited number 
of very large retailers (hardware 
and otherwise), whose individual 
volume is large enough to interest 
these manufacturers. In most 
cases, the larger retailers are op- 
erating on a semi-wholesale basis. 
The average hardware man can 
go through any of these four Chi- 
cago Housefurnishings Shows and 
constantly meet old friends whom 
he has known for years. Such was 
my experience. 


Two Shows :— 


The exhibits at the Merchandise 
Mart and the Furniture Mart were, 
of course, permanent exhibits 
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dressed up and expanded for this 
annual event. The temporary or 
one week exhibits were at the 
Palmer House and the Stevens 
Hotel, which meant that buyers 
had these two additional points of 
contact to visit. This was not a 
popular idea with the buyers. It 
was not a popular idea with most 
of the exhibitors. They were very 
free in stating that next year there 
will either be “one show at one 
place or none.” There has been 
some dissension in the ranks of the 
manufacturing exhibitors who sup- 
port what has long been known as 
the “Chicago Housefurnishings 
Show.” With the details and rea- 
sons or lack of reasons, we have 
no comment to make. Such con- 
troversies are seldom sufficiently 
important to justify a breach such 
as was expressed by the two dis- 
tinct shows at the two hotels men- 
tioned, causing some exhibitors to 
take space in both places while 
others made a choice between the 
two. The net result was that after 
discussing business for 1939 there 
was too much discussion at both 
hotels as to which was the better 
show—the one at the Stevens Hotel 
or the one at the Palmer House. 
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This does neither of the groups, 
which have had a falling out, any 
good. As a matter of fact, this di- 
vision has a tendency to lessen the 
importance and potency of both. 
As I visited among the halls and 
corridors in both hotels I met sev- 
eral manufacturers who would nor- 
mally have exhibited at the Chicago 
Housefurnishings Show. Some of 
these did not have any exhibits at 
either place this year because, 
they assumed, in a breach of this 
kind there would be a lessening of 
the efficiency and interest of such 
displays. They felt that neither 
show, either at the Palmer House 
or The Stevens, would have any- 
thing like the normal attendance 
or expected interest and so they 
stayed out of both of them. 


The Controversy :— 


The purpose of the Chicago 
show is to present a wide variety 
of housefurnishings items which 
department store buyers, mail 
order buyers, wholesale hardware 
buyers and other big buyers may 
see and discuss with a minimum 
expenditure of physical effort and 
time. The show at Chicago was 
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.». and pat 
_ this efficient salesman 
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@ Thousands of hardware men have told us of the fine 
selling job the ACCO NO. 38 SALES-MAKER has 
done for them. It has brought in many dollars that 
would Otherwise not have come to them. 

The ACCO SALES-MAKER sells volume—and sells 
persistently’ It produces so successfully because it is 
stocked with popular sizes of AMERICAN Chains— 
the kind everybody knows and wants. 

Put the ACCO SALES-MAKER where your custom- 
ers will see it. The sales will come as a matter of 
course. If you haven't an ACCO SALES-MAKER, ask 
your wholesaler to tell you how easy it is to get one. 

*This also is the time to sell ACCO Proof and BBB 
Coil Chain, Weed American Bar-Reinforced Tire Chains, 
Elwel Twist Link Truck Chain and ACCO Towing Chains. 


AMERICAN CHAIN DIVISION 
BRIDGEPORT, CONNECTICUT 





AMERICAN CHAIN & CABLE COMPANY, Inc. 








AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION @ FORD CHAIN BLOCK DIVISION @ HAZARD WIRE ROPE 
DIVISION « HIGHLAND IRON AND STEEL DIVISION e MANLEY MANUFACTURING DIVISION e OWEN SILENT SPRING COMPANY, INC. e PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION ¢ READING STEEL CASTING DIVISION « WRIGHT MANUFACTURING DIVISION ¢ IN CANADA: DOMINION 
CHAIN COMPANY, LTD. « IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. ¢ THE PARSONS CHAIN COMPANY, LTD. e [7 Business for Your Safety 
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supposed to give them such an 
opportunity. And so I repeat that 
the controversy, whatever may be 
the reasons for it, might very well 
be settled privately among those 
involved so that there will be one 
show in Chicago for 1940 and 
thereafter. Otherwise, it is doubt- 
ful if there will be a successful 
Chicago Housefurnishing Show 
next year. 





Hardware Interest: 


Of particular interest to our 
readers was the fact that an in- 
creasing number of wholesale 
hardware firms had representatives 
at the Chicago Housefurnishings 
Show. They were prominent in 
the minds of those who exhibited. 
The increasing importance of the 
hardware distributing trade to the 
housefurnishings manufacturing 
industry was very apparent. There 
was definite interest on the part of 
the exhibiting producers to have 
hardware folks call and see their 
lines. This is as it should be. It 
is only natural that the hardware 
man should be important to ex- 
hibitors of housefurnishings items 
which are, in the main, modernized 
versions of the many simple pots 
and_kettles which older generations 
of hardware men carried and sold 
from their packs, a wagon or a 
store. 


Optimism :— 


Anyone who seriously canvassed 
the opinions of those at the Chica- 
go Housefurnishings Show un- 
doubtedly came away in a very 
optimistic frame of mind. The 
tempo of these exhibits and of the 
salesmen in attendance was quite 
bullish. There was a feeling that 
business had already improved and 
that 1939 offered still further op- 
portunity for profitable accom- 
plishments. In most cases actual 
specifications and orders for fu- 
ture delivery, as well as orders for 
immediate delivery, served to en- 
courage this feeling. Naturally. 
many of the items shown at Chi- 
cago are not yet in production. 
Many are samples. One could not 
talk with those who were exhibit- 
ing in Chicago without feeling that 
we are starting on a new business 
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year that is going to be very inter- 
esting and productive for those 
who truly take advantage of their 
opportunities. One general impres- 
sion that I got from a close scru- 
tiny of the exhibits was that well 
known brand names will be more 
prominently shown in 1939 house- 
wares lines than may have been 
the case in recent years. There 
seemed to be a minimum of strict- 
ly low-priced and competitively- 
priced goods of doubtful or of so- 
called “fair quality.” The emphasis 
seemed to be on display ideas, 
color schemes, better made mer- 
chandise and attractive margins. 
As housefurnishings have been and 
will continue to be a major factor 
in the activities of wholesale and 
retail hardware distributors, it can 
be properly said that the result of 
the Chicago shows will encourage 
the belief that 1939 will be a profit- 
able year. 


Gadgets :— 


An interesting, and to some peo- 
ple surprising, fact (as it was to 
me) was that the Chicago Show 
had a minimum of gadgets on dis- 
play. In recent years there has 
been a disposition on the part of 
some people in the hardware dis- 
tributing field to over-emphasize 
the gadget angle of the housewares 
business. Only a handful of gadg- 
ets displayed were noticeable and 
with one or two exceptions these 
were a part of some other display. 
The impressive factor was the ap- 
parent interest of the housefur- 





National Hardware 
Week 


May 6 to 13, 1939 


The objective of Na- 
tional Hardware Week 
is “to make consumers 
more hardware store con- 
scious.” This is a most 
worthy effort. Make up 
your mind now to par- 
ticipate in this promotion 
event. Further details will 
be given in an early is- 
sue. Watch for this! 












nishings manufacturers to obtain 
more hardware distribution and to 
feature lines which, in the main, 
demand a higher price instead of 
a cut-price appeal. There was a 
proper representation of strictly 
price goods in the various exhib- 
its but, broadly speaking, the lines 
shown were being featured for 
their usefulness; their value to the 
user; the margins they offered in 
resale; their general attractiveness 
and their suitability for displays 
in windows and interior depart- 
ments devoted to housewares. 


Major Appliances :— 


An outstanding feature was the 
major electrical appliance display 
in the basement of the Stevens Ho- 
tel. From the hardware trade 
standpoint this was probably the 
most popular feature of the Chi- 
cago show. It was here that we 
saw the greatest number of hard- 
ware men looking for new lines 
and new ideas which would help 
them sell more goods. There were 
electric washers and ironers, elec- 
tric ranges and heaters in this ex- 
hibit. It was an outstanding dis- 
play of major appliances and eas- 
ily the focal point of interest. From 
a hardware viewpoint this is easy 
to understand. Here were the items 
which bring in volume of sales and 
margins which the hardware trade 
definitely needs. The sale of the 
major electrical appliances ex- 
hibited in the basement of the 
Stevens’ Hotel offset the many re- 
tail sales below one dollar. The 
desire of manufacturers of such 
products to have more hardware 
distribution is also a healthy sign. 
The hardware trade has an envi- 
able credit record, an extremely 
low retail and wholesale mortality 
record and its ability to maintain 
store traffic is increasingly an im- 
pressive point in the sales thinking 
of those who manufacture major 
appliances. The importance of 
hardware store distribution in the 
smaller towns and rural districts 
also helps to emphasize this inter- 
est. I really believe I saw more 
hardware folks in the basement of 
the Stevens Hotel looking over ma- 
jor electrical appliances than I saw 
in the rest of the Chicago House- 
furnishing Show. 














By ADON H. BROWNELL 
Chapter 43—Advanced Course 


Office Building and Apartment Hardware 


of various types of public 
buildings which use hardware 
particularly adapted for that par- 
ticular type of building. The first 
of these studies will be devoted to 
office buildings. 
The first step from general to 


[’ this chapter we begin a study 


exit bolts we studied in Chapter 
39. It’s certain the building will 
have lavatories so we will also 
make use of what we learned in 
Chapter 42. 

The doors will probably be 
master - keyed or grand - master- 
keyed so we will have to 











Fig. 1—Combined door pulls and push bars. 


specific types is undoubtedly a 
shorter step than any of those that 
will follow. In all of the others 
will be found examples with hard- 
ware treatment very similar to that 
which we will study in this chap- 
ter. 

First let us review the steps we 
have already taken in our Ad- 
vanced Course all of which will 
be put to use in an office building 
of any size. Let us imagine a 
typical sort of office building say 
of 10 stories with stores on the 
first floor. 

Modern office buildings are 
usually fireproof and, therefore, 
Chapters 34 and 35 which discuss 
metal doors are certain to be re- 
quired. The stairways will prob- 
ably have metal doors of some 
kind and at least the exits from 
these fire stairways will be 
equipped with the fire and panic 
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apply the lesson of Chapter 38. 
Doors to stairways, lavatories and, 
more often than not, to the offices 
themselves are equipped with door 
closers either surface or concealed 
so Chapters 36 and 37 are im- 
portant to consider in equipping 
an office building. Offices fre- 
quently have built-in cupboards 
of one kind or another so that 
Chapter 41 will probably stand us 
in good stead. Door stops and 
door holders will be required in 
many places and you remember 
that we discussed them in Chapter 
40. 





Fig. 2—Wrought brass kick plate— 
bevelled three sides. 





In short, what I am trying to 
point out is that every single chap- 
ter of the Advanced Course from 
Chapter 34 to 42 inclusive is 
definitely a part of the study of 
office building hardware treatment 
and unless you have first mas- 
tered these chapters you cannot 
hope to learn what you need to 
know by simply reading this in- 
stallment. 

Let us approach the building 
and we first come to the entrance 
doors. Most modern office build- 
ings use batteries of doors with 


Fig. 3— 
Modernistic 
store 
door 
handle. 
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Fig. 4—Fire door lock. 


some type of door control such as 
we studied in Chapters 36 and 37, 
but, in addition to being hung and 
controlled by some type of device, 
they also have some method of 
pulling or pushing them open. 
This may be a store door handle 


ae 





Fig. 5—Office door unit 
lockset—vertical type. 
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set or it may be a very simple pull 
and push plate proposition. Let 
us go a step further, however, and 
equip these entrance doors with 
push bars and pulls such as are 
shown in Fig. 1. This sort of 
treatment is coming more and 
more into use and many manu- 
facturers have done exceptionally 
well in developing proper and 
interesting designs. 

These same doors may require 
kick plates—something we have 
not studied before. Kick plates 


are particularly desirable on wood 
doors which are used a great deal. 
Fig. 2 shows a standard 14-gage, 
bronze kick plate. 


The general 

















Fig. 6—Office door unit 
lockset—horizontal type. 


practice on kick plates is to fur- 
nish them about two-thirds the 
height of the bottom rail, bevelled 
three sides and to within a half- 
inch of the edge of the door to 
allow for the necessary fitting of 
door or stops. 

Many buildings have their en- 
trance doors continually open so 
that locks are only required to lock 
the entrance doors at night. Now 
in many cases all the doors are 
bolted from the inside except one 
door which may be locked with a 
cylinder dead lock or mortise 
cylinder latch or both. 

Then there come the entrance 
doors to the ground floor stores. 
Here we find it quite common 





practice to use store door handle 
sets similar to Fig. 3 in design 
and finish as selected with door- 
closing devices, door holders and 
probably kick plates and _thres- 
holds completing the necessary 
trim. Occasionally these doors 
will have fire exit devices and 
more often the pull and push bar 
treatment similar to the entrance 
doors shown in Fig. 1. 

Doors to stairways and lava- 
tories are frequently not locked 
and are equipped only with pull 
and push plates and door closers. 
Fig. 4, however, shows a three- 
point underwriters lock for cer- 
tain types of stair doors to fire 
stairways. 

Doors to lavatories often have 
locks so that the general public 
cannot have access to the rooms, 
in which case it is quite in good 
practice to have all office door 
keys operate the lavatory door 
lock. 

It is the usual practice to fur- 
nish some type of cylinder lock on 


Fig. 8—Communicating door 
unit lock—horizontal type. 





TYPICAL DooR-STILE DETAILS 





Typical Buit-Up Door. TypicAL “Stock Door’. 








_ ALWAYS NOTE IF DOOR Is BEVELED. FLAT-FACE LOCK WITH 2& BAckseT 

Ti STANDARD PRactice IS in 2” FOR BEVEL. Warning/ Do NOT USE LOCK WITH 
Lock-FRONT SHOULD BE BEVELED To SuIT LESS THAN 722° BACKSET WHERE 
DOOR BEVEL TO FIT PROPERLY. DOOR KNOBS ARE USED BOTH SIDES 

THIS DOOR SHOULD HAVE 

Lock WITH 2% BACK-SET. 
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Typical Singte Frencu Door. TypicaL Douse-Acting Door 








Fiat Face Lock with \% Back-Ser. lf DEAD-Lock og BOLT Is REQUIRED, 
LEVER-HANDLE REQUIRED ON ONE SIDE. BE SURE To DERIVE PROPER BACK-SET 
WarninG/ Be sure THAT Lock-Spainc,or AND BE Sure To Note “ROUNDED 
AUXILIARY SPRING USED, 1S STRONG FRONT” FoR LOCK oR BOLT. 
ENOUGH TO KEEP HANDLES IN THEIR 
CORRECT POSITIONS. 




















Pantcs May Be Nore/ No Srop em 


Giass or Woop 


























Typical - Pain Or Frencn Doors. TypicaL FLUSH PANEL Door. 








Lock MUST HAVE RABBETTED FRONT. THis Door Is USED ParTICULARLY 
HAND OF Lock Must BE SpecifieD IN HOSPITALS AND OTHER PuBLic 
DETERMINE PROPER BACKSET AND USE BUILDINGS OF SIMILAR NATURE. 
LEVER HANDLES WITH PROPER SPRING POWER. GENERAL PRACTICE:- Use a 2% 


BACKSET LOCK WITH BEveL- FRONT. 
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Typical door-stile details 


doors to the offices themselves. It Here is a type of lock set we | names mean the same in general 
may be a simple vestibule latch set haven’t studied before. Corbin in that they are factory assembled, 
such as we studied way- back in and Russell & Erwin call them easily applied and have knobs 
the Elementary Course, one with “unit locks.” Sargent call them — which cannot bind in addition to 
auxiliary latch to eliminate pick- “union locks.” Yale & Towne — other features which each of these 
ing the lock or a high-grade cast call them “mono locks” and the five manufacturers will gladly 
bronze unit lock set such as is Reading Hardware Co. terms them point out. They are used for every 
shown in Fig. 5. “unilocks.” All these various (Continued on page 64) 
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Mystery Out of Builders’ Hardware.” These charts 

individual manufacturers as to the proper locks to sy 
catalogs. No attempt is made in these suggestion chc 
sons of the items of one company with the quality of 


Office Buildings manufacturers. 


| | ARDWARE EDITORS’ NOTE:—These suggestion charts are not 
C comparison charts previously published as part of th 




































































KEY TO CHART — 
A Type—Best Lock Regardless of Price. 
B Type—Medium-Priced Lock for Medium-Priced Bldgs. 
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Bes cde clad Uv paraiees ae reas ona cack eee 1453 x A30 and 1653 x A30.......... sex A140—15 x 314 x A130 
Vestibule Entrance | 
is ae 
oo US: ere eer 
eee ee emcee errr 27 Seer oes .| 210A990.... 
ER a Ee etre Rm meant ee en en re ee: ...| 6210A990.... ~ 
Entrance to vapennne 
SR Se ee FOOTE ore wa leckia anlage se ee . Ok) | ee ; .| 210A1990. . . 
esas ssn sores aches ch Ga dase ats Hs oud ee ck ee ec BE DS 6. os ss ee eseaia ; ee 
Bedi « <ew nd acmatactg at ne aac Win aiaracand tre asta mete Sueee See... ...... bull .| SRMGBESSS...... 22... 
Author's Note: For all the interior doors in apartments refer to Comparative Schedule inside locks in Chapter 17 of the Interm 








charts are not to be confused with 
hed as part of the series “Taking the 


oo 


These charts include the ideas of 


proper locks to specify from their own 
se suggestion charts to make compari- 
rith the quality of lines made by other 


uggestion Lis 








Lockwood Hardware 
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Chantrell Hardware & Tool Co. | Clinton Lock Co. P. & F. Corbin & Mfg. Co. | 
| 
3D push & pull bars..... X2DB & X2DPB x meen LS a ae ree Ne re | Door Pull & 
ee asian hel sg ae aia ses aaad.aews |... ee 6474 x handle 75284............ JA2802.... .| Pull & Push 
ESE epee y re Err err errr rer 134914 x handle 75283 x knob 1419... JA2802... | 3746 x 7040 
| 
ene Cast 79-7030... . eer ree .| JA200314. . | 3761 Compo 
ee ..| Cast 79-7020..... 8551 x knobs 151914TS x roses. | JA200314... | 2761 Compa 
I co. erd asciwrauand aoe of I hea fay sc) 20: sl the ernieorncwcn 0563 x knobs 1419 x roses. . | MD4011!'4.... | 2751 Lenox 
—~— | | | 
aaah ad tui Cast 79-J7000. .. Se eee | JA2021... 3761 Compo 
LOA992...... psoaghd Cast 79-7000... 8551 x knobs 1519)6TS x roses. | JA2021.... | 2761 Compa 
SP ee 79-7000. ... 0563 x knobs 1419 x roses... | MD4023. . | 2761 Lenox 
. 
| | 
BERR edicts cissinire won Cast 79-530. . 740 474...... eee | JA2601.... 3722 Compo 
7A455.. v Cast 79-520..... 8300 x knobs 151914TS x roses. JA2601... .| 2722 Compa 
06B255.. Pie sates a 159—3%4 x knobs x 1419 x roses. . | MD4613.. .| 6587 Lenox 
; | 
ie aria s3 Ab iid | Cast 79-3010CS. . 740 664.. See 1084 x 9174 x JA233. .| 3761 Compo 
a Se AW Cree | Cast 79-3030CS. 8551 x knobs 161914TS x roses 1084 x 9174 x JA233......| 2761 Compo 
ARSE hese Cae nite pe eae “al ER er re re 0563 x knobs 1419 x roses. | 1034 x 917412 x MD433.. .| 011 Lenox. 
eee | Cast 79-402 x Cast 79-184 x 8050... Tae SUA... 5.2. | 516534 x 9174 x JA219. 3765 Compe 
18A993.. 79-440 x 79-182 x 96034.... 8534 x knobs 151914TS x roses. 515534 x 9174 x _— 2765 Compo 


240—16 x 314 x A230—15 x 34... .| 










— oer 563—1% x knobs 1419 IN 5 dis 6s ade eaka tare 8000 Push } 
Mee Es get See ue Pearce doe 2 | Cast 79-402 x Cast 79-184 x 8050... 740 644.... : 616634 x 9174 x JA219. 3765 Compo 
8A996 gr SE ree eee eee ee .| 79-440 x 79-182 x 96034... 0569—14 x knobs 1519! 4TS x roses. neeted x 9174 x ——- 2765 Compo 


444 x 79-182... 





90—34 x knobs 1419 x roses.. 







8000 Push I 




















aerate Sat A vial chart he Stale hates | 805014 x 444 Pull.... 740 564..... eee JA2021... 3761 Compo 
0A990. . 96034 x 444 Pull..... 8551 x knobs 1519! MWeTS x roses. . JA2021.... 2761 Compo 
oo a cea tee aii 79-408034....... 0563 x knobs 1419 x roses. MD4023. . 2761 Lenox; 
at ag | Cast 79-8010CS. . 740 564........ Ree 610014 x 9174 x JA219.. 3761 Compo 
EE ee ee ee | Cast 79-3030CS. . 8551 x knobs 151914TS x roses. . 1084 x 9174 x JA233.... 2761 Compo 
NIN 53-4 s0 sai niicio sr oneal ¢ Gils babs | 79-3000CS... 0563 x knobs 1419 x roses. ,.| 1034 x 917444 x MD433...| 2701 Lenox 
ee a Ag ; 805014.... 0567—34 x knobs — x roses. . 2217. 3761 Compo 
SE are wee ca  .. ore 0547—%4 x Pull 0220914 2217. . 2761 Compo 
ee ecient ise haga .| 6044..... 456—3%{ x Pull 02209 Ya 2217. . 8392 Lock. . 













Chantrell Hardware 
and Tool Co. 


Clinton Lock Co. | 


P. & F. Corbin 


Earle Hardware Mfg. Co. 





Lockwood Hard 





) Push & Pull bars . 





X2DPB—X2DB : 


2256 x 01329 with 14 pr. knobs 192114 x rose inside | 21634 Push Bar x 6205 Lock.. 













) A892. -...........| Cast 79-4310....| 6474 x handles 75283................ | 9201 “Lock x 2 Hdles. EP1629.... A2807 
— x 314 x A130—15 x 314 | Cast 79-3010... | 134714 x handles 76283......... | 6204 Lock x 1000 Push Plate x 760614M Pull | ..... 

| | 

| Cast 79-7030. . oa 8534 8200 Lock x 2 Handles EP1629. .. JA200314 
| 

A990..... | Cast 79-V7000. .| 133914. . EP1629 Handle x 8000 x EP1629 knob. . JA200314.. 
A990 I, oF OI oe ciasicncanenes ee rene MD4011'4...... 
a ip OA nade waa aly Cast 79-J7000...| 6443. EP1629 knob & Escut. x 9140 x EP1629.... 5045 x 9174 x JA’ 
ee tree 79-J7000...| 6843.... | EP1629 knob & Escut. x 5100 x EP1629....| 5100 x 9174 x JA2 
RL Siren ni Pon > otysna 79-7000,,..| 1343... eA T5000 x 917414 x] 









sr 17 of the Intermediate Course. Do not overlook plus business on this class of work as outlined in the Intermediate Course, such as Chain Door Fasteners, G 












on List—Office and Apartment Build 





Norwalk Lock Co. 


Penn Hardware Co. 


R 





Door Pull & Push Bar Comb. x 160514 
Pull & Push Plate x 160514 Lock 


5949RE x Lock 7376 x 2/CE588. . 
EB6634........ 


——— 


Door Pull & Push Bar Combination 
Door Pull & Push Bar Combination 























3746 x 7040 Hudson. sal PRG, e scm. on6:0: Grad oo x aoecar dca oo | 
| 
3761 Compo. | rere oer eee eT ED 
2761 Compo 7651 x 52144 x DR608 x DR508T.. Lock 01708 x knobs P002126C x Es 
2751 Lenox | DK686—86505. . ees rnc Lock 0160214 x knobs P00442614 x 
3761 Compo SR ere eee | Concord 600 less Auxiliary Bolt. 
2761 Compo. 7561 x 52144 x DR608 x DR50O8T. Lock 01708 or 1601 x knobs P00212! 
2761 Lenox DK686—8505..... .| Lock 01602) x knobs P00442614 x 
3722 Compo. | DR537—3369. Concord 705. 
2722 Compo. DR537—3359. . Lock 1182 x knobs P002122C x Esc 
6587 Lenox a | Lock 1181 x knobs P00442214 x Bot 
3761 Compo 1667 x 52144 x DR5O7M4B. Concord 510 or Concord 520 less sto 
+ | 2761 Compo. .| 1667 x 6214 x DR50714B.. .| Lock 0171434 x knobs P002122C x I 
1D 433 011 Lenox ..| 1667 x 6314 x DK60534B... | Latch 1048 x knobs P00442214 x Es 
| - 
} | 
3765 Compo. | DR6573. .| Concord 800. 
2765 Compo. . ERRNO IY Lock 01817 x knobs P002126C x Es 
8000 Push Plate x 1365 Pull. f DR675—15 x 3 x DR576—15 x 3... .| Lock Set Concord 7480. ..... 
3765 Compo DR573—7743. . . deste Concord 800............4.. 
2765 Compo EEE er rere Lock 01811CT x knobs P002i26C x 


8000 Push Plate x 1361 Pull. 


DR575—15 x 3 x DR576—15 x 3.. 


Pull & Push Plate—No Lock...... 











3761 Compo. DR673.. .| Concord 620 less stops............ 
2761 Compo. DR573...... ‘| Lock 01708 or 1601 x knobs ee 
2751 Lenox DK686—86505. . Lock 0160214 x knobs P00442614 
3761 Compo. : ‘| 1658 x 52144 x DR50714B. ee ee 
eas 2761 Compo. | 1667 x 624% x DR6074B. Latch 0102534 x P002122C x Escutc 
D433..., 2701 Lenox ..| 1667 x 6344 x DK605%4B......... Latch 1048 x knobs P00442214 x Es 
3761 Compo. | DR573 .| Concord 620 less stops. . 
2761 Compo. ae EE ace ecb ecko bkvie adaalem | pS eee 
8392 Lock. | 6300—4". - ._—ss aI RRRRRRRIRE 























| 

| 

| 

Lockwood Hardware Mfg. Co. Norwalk Lock Co. Penn Hardware Co. 
= | Door Pull & Push Bar Combination Set ae x Lock 7376 x 2/CE588....... Door Pull 
JA2807 mp UU ll eee. ll rrr Latch 146! 
¥e BR. . t. 3 err DMb76 16 x 3x Door Pull DM576—16 x3 | Pull and I 
JA2003% ..| G9e8 = STC Hudaom............66. eee eee em 
scu 
JA200314. ..| 8786 x 1/7040 Hudson............... 7661 x 5214 x DR6508 x DR508. Lock 1603 
MD4011% sou EE ehixid Sra.8- a, So 0-0 h Bio edod GOERS Rah nee ee SC en eee Lock 0170 
6045 x 9174 x JA219 x JA223..... Segal Duplex 88000 Warren.. ....... 9431HM x 5214 x DR608 x DR608T....... Lock 0167 
6100 x 9174 x JA219 x JA223..... Segal 38000 Ruppert................. er ee Lock 0160 
T6000 x 917414 x MD419 x MD423 | Segal C666 x 011 Lenox.............. RRR ee erin reer Lock 0160 


—_— 





in Door Fasteners, Garment Hangers, Apartment Numbers, etc. 


Buildings 


Note—While every care has been taken, we 
assume no responsibility for correctness of these 
suggestions 


furnished by the manufacturer. 





Reading Hardware Corp. 


Russell & Erwin Mfg. Co. 


Sager Lock Works 





1 Bar Combination Sets. . 
1 Bar Combination Sets. . 


Push Bars with Dead Lock... 
305214 Enfield............... 


I iis 10's ,s/ 8 chien dosreieiginacs 


3731 D110 
PB83691 x D110 
PN92584 x A30 





bs P002126C x Escutcheons Concord 8” x 2144”—1382C................ 
nobs P00442614 x Escutcheons Concord 714” x 244"—137214 x B1372\4..... 


2166 Enfield....... 
11456 LY7 Enfield. . 
1124814 RY4 Roxbury. ere 


PB1790 x D110 
CE1781 x 17 
AW1670 x D30 





Auxiliary Bolt. ; ae 
M1 x knobs P002126C x Escutcheons Concord 8” x 244" 1382C. 
nobs P00442614 x Escutcheon Concord 714” x 2144” 137214 


—-- =. 


216634 Enfield... .. 
11456 LY7 Enfield...... 
1124814 RY4 Roxbury..... 


PB1i790 x D110 
CE1781 x 17 
AW1670 x D30 





s P002122C x Escutcheons Concord 8” x 2 yy" T1244C.. 
s P00442214 x Escutcheon Concord 714” x 214” T124114 


— 


2136 Enfield...... 
23614 LY2 Enfield. 
23314 RY1 Roxbury. Dieters 


PB19452 x D110 
CE1452 x 17 
AW1482 x D30 





oncord 520 less stops. 
nobs P002122C x Escutcheon Concord 8" x2 yy" '1372C x T1373C. 


bs P00442214 x Escutcheon Concord 6” x 2” B114144............. pirate 


~ 





2145 Enfield. ... 
025 LY1 Enfield... at 
029 RY1 Roxbury.......... 


PB1i141 x D110 
CE1140 x 17 
AW1120 x D30 





P2158) Enfield. . ' 
11458—5, LY7 Enfield... ..... 


Pull 47414 Plate 1016—-15 x 315... 


PB1794 x A110 x D110 
CE1800 x A110 x 17 
3652—12 x 3 x A50=3852—12 x 3 x D30 





snobs P002i26C x Escutcheons Concord 8” x 2 4" 1382C. ea 
e—No Lock........ 





P2168) Enfield.......... 
145714 LY7 Enfield............ 


Pull 47414 Plate 1016—15 x 3%... 


PB1i797 x D110 
CE1797 x 17 
3652—1414 x 31% 3862 1414 x 31% x D30 





0 Pe tr rere 


01 x knobs P002126C x Escutcheon Concord 8” x 2 el 
nobs P00442614 x Escutcheon Concord 714” x 214” 137214 x B137214 


P2116 Enfield........ 
11456 LY7 Enfield...... os 
1124814 RY4 Roxbury..... ' 


PB1800 x D110 
CE1800 x 17 
AW1670V x D30 





P002122C x Escutcheon Concord 8” x 214” B1372C.......... ; 


bs P00442214 x Escutcheons Concord 714” x 2(" B12414%............. 


2146 Enfield... .. 


025 LY1 Enfield... ee 


026 RY1 Roxbury........ 


PB1141 x D110 
CE1140 x 17 
AW1130 x D30 





P2116 Enfield... 
 erere 


GR I RRL 





187 x 4% Pr. PB1024 x 1/PB17 x 1/01937 x D 
966 x 17 
981T x D30 








Reading Hardware Corp. 


Russell & Erwin Mfg. Co. | 





Sager Lo 





Door Pull & Push Bar Combination Sets.................. rev. 
Latch 1456 x Handles Clinton 2444 less cylinder collar......... 
ce ee, re reer ere 


ee ee re eer Push Bars with Dead Lock...... | 3731 x D110 
ee ee rere ee ee ret rt 305214 Enfield................| PB92885 x D110 


Pull 47414 Plate 1016—16 x 314.| 3654—3854—14)% x 3} 








Lock 1585 less stops with Electric Strike x Clinton 2444 less thumb piece x knob P002126C x 





ee OOO OP OEE PE CO FOE C IE L TETT oe 2166 Enfield...... PB92885 x D110 
_.....| Lock 1603 with Electric Strike x knobs P002126C x Escutcheons 8” x 244” Concord 1372C x B1372C; 1145814 LY7 Enfield...... ....| PN91630V x A30 
sa a Lock 01708 x knobs P00442614 x Escutcheons 714” x 244” Concord 138214 x B138214.........| 11456 RY4 Roxbury...........| AW91630V x D30 
Lock 01676 x knobs P002126C x Escutcheons 8” x 214” Concord 1372C x T13738C............. | 1233AEM LY7 Enfield. . .| PB1526 x D110 
| 





Lock 01604 x knobs P002126C x Escutcheons Concord 8” x 234” . 
psi Lock 01602 x knobs P00442614 x Escutcheons Concord 714” x 214” 187214 x T18734.........| 11248 RY4 Roxbury...........| AW1670 x D30 





Oe eS 1238 LY7 Enfield........ 


| CE1670 x A30 











uildings 


Note—While every care has been taken, 
assume no responsibility for correctness of t! 
suggestions furnished by the manufact 








Reading Hardware Corp. 


Russell & Erwin Mfg. Co. 









Combination Sets. . 
Combination Sets. 


Sager Lock Works 


Push Bars with Dead Lock.... 
305214 Enfield............ acaanl 
I hn gia 6a a gi a eats 


3731 D110 
PB83691 x D110 
PN92584 x A30 








002126C x Escutcheons Concord 8” x 214"—1382C... 
P00442614 x Escutcheons Concord 744” x 24% "13721, x B137214.. 


2166 Enfield. 
11456 LY7 Enfield. . 
1124814 RY4 Roxbury. pee ia 


PB1790 x D110 
CE1781 x 17 
AW1670 x D30 












liary Bolt. 
knobs P002126C x Escutcheons Concord 8" x 2%" 1382C 
P00442614 x Escutcheon Concord 714” x 214" 137214 





216634 Enfield..... 
11456 ‘LY? Enfield. . 
1124814 RY4 Roxbury. Agnes 


PB1790 x D110 
CE1781 x 17 
AW1670 x D30 










T1244C 
T124114. 


02122C x Escutcheons Concord 8” x 2 yy" 
0442214 x Escutcheon Concord 744” x 2%” 


2136 Enfield......... 
23614 LY2 Enfield... 
23314 RY1 Roxbury. . 


PB19452 x D110 
CE1462 x 17 
AW1482 x D30 










d 620 less stops. 
P002122C x Escutcheon Concord 8” x 244" '1372C x T1373C. 
)0442214 x Escutcheon Concord 6” x 2” B114114. 


2146 Enfield. . 
025 LY1 Enfield... ae 
029 RY1 Roxbury........... 


PB1141 x D110 
CE1140 x 17 
AW1120 x D30 








002126C x Escutcheon Concord 8” x x 214" 


1395C 


P21581% Enfield... .. ~ 
11458—5 LY7 Enfield............ 
Pull 474% Plate 1016—15 x 314.... 


PB1794 x A110 x D110 
CE1800 x A110 x 17 
3652—12 x 3 x A560 =3852—12 x 








P002126C x Escutcheons Concord 8” x 214” 1382C. 
oLock...... 


P21681'%4 Enfield....... 
145714 LY7 Enfield............ Se 
Pull 47414 Plate 1016—15 x 3%.... 


PB1797 x D110 
CE1797 x 17 
3652—1414 x 31% 3852 1414 x 3) 










knobs P002126C x Escutcheon Concord 8” x 214" 1382C.. 
P00442614 x Escutcheon Concord 714” x 244" 187214 x B13721; 


P2116 Enfield...... 
11456 LY7 Enfield...... 
1124814 RY4 Roxbury....... 


PB1800 x D110 
CE1800 x 17 
AW1670V x D30 









22C x Escutcheon Concord 8” x 21%” Bis7ac........ 
10442214 x Escutcheons Concord 744” x 244” B12414.. 


2146 Enfield. ... 
025 LY1 Enfield. . 
026 RY1 Roxbury....... 


PB1141 x D110 
CE1140 x 17 
AW1130 x D30 





187 x 4 Pr. PB10214 x 1/PB17 x 


| re ree 
= 966 x 17 
MN Fah ater eokid gina Guatensas setae 981T x D30 









































| 

Reading Hardware Corp. Russell & Erwin Mfg. Co. | 
Door Pull & Push Bar Combination Sets................. si Stl vnles Sepcaed svn, acmieiale, Sea e Ore eal eae Push Bars with Dead Lock... | 3731 x D1: 
Latch 1456 x Handles Clinton 2444 less peouennh collar. . Sea race er or ere 306214 Enfield................ PB92885 x 
nS. Serra tee sca Caan s We de bd Rarkad ca kate oa siaee eee Me oie Pull 47414 Plate 1016—16 x 314.| 3654—385: 

Lock 1585 less stops with Electric Strike x Clinton 2444 less thumb piece x knob P002126C x 
Oe, ES ere ere errr re rrr rere 2166 Enfield......... .| PB92886 x 
Lock 1603 with Electric Strike x knobs P002126C x Escutcheons 8” x 214” Concord 1372C x B1372C| 1145814 LY7 Enfield........... PN91630V 
Lock 01708 x knobs P00442614 x Escutcheons 744” x 214” Concord 138214 x B138244......... 11456 RY4 Roxbury...... | AW91630V 
| 
Lock 01676 x knobs P002126C x Escutcheons 8” x 214” Concord 1372C x T1373C............ | 1233AEM LY7 Enfield. .| PB1626 x] 
Lock 01604 x knobs P002126C x Escutcheons Concord 8” x 234” 1372C x T1373C.............| | 1238 LY7 Enfield. . owes vc) CHa 
Lock 01602 x knobs P004426 4 x Escutcheons Concord 714” x 214" 137214 x T137344......... | 11248 RY4 Roxbury. ey AW1670 x 








Copyrighted 1939 by Hardware Age, 239 West 39th 






























































as been taken, we St.. New York City. Published in the January 26, 1939, 
r correctness of these issue of Hardware Age as part of the editorial series 
the manufacturer. “Taking the Mystery Out of Builders’ Hardware” 
Skillman Hardware | Yale & Towne 
Sager Lock Works Sargent & Co. Schlage Lock Co. Manufacturing Co. | Mfg. Co. 
eee eee eT eee ere rT Te TT errr oe 6606060 | TRX—Double bar sets... . | 3001 
10 GGrGmem............ et eee ote ee Ge eae e”:.:l : 742614 
) ct Sheena her etme ness: | AKIWD...... i 7-5655........ VERS. 743214 
a | | 
D ee ee C61PD.. <siccah oe tee, : | 3000 
| 680514 x 1853 x 7856MB x 785514MB... D61PD.... ae 444214 ee 7656 
) Ess «_ Serer teret eee | Beco xcsncns HH649 x 6246...........| 7790 
| | | | 
) | 980514 MB..................... _..| 80S. 177214 x TRX. | 3050 
68051% x 1883 x 7856MB x  1855)4MB ee D30S..... i 444214 x H25 .| 7656 
) 474514 SBF.. ...| As0s. ee ll ttt” . ; 7790 
| 
10 a ee gee C62PD.. ; 7776 x TRX... | 3207 
| 4675x1862 x 823MBx2.......... | DED.... ; eee 762614 
) 4679 x 1762F x 842SBx2..... ieee i = saree : .| HH649 x 6231... il 1523 
) | eee | Coes... 77724 x TRX.. | 3257 
| 4646 x 18562 x 821MB x 2.. ; ..| Be..... ...| H@@@3¥exCL.... . 7656 
) | me B Ree & Gee SS... 6 6. snes ices ee HH6549 x 6246 xCL.... 7790 
a 
) x D110 i csscocf OR... a | 117214 x TRX.... 3001 
ix 2f | 6817 x 1853 x 7856MB x 785514MB........| D40S.. | aaa 764614 
A650 = 3852—12 x 3 x D30 | a eee a 8 =—s ee .| Push & Pull—No Lock... 779214 
| | | | | 
) BRA ccs ts as ge aad ....| C80PD. | 778014 x TRX... | 3001 
6816 x 1853 x 7856MB x 2... cieagecah, Sees H444214...... | 773714 
316 3862 14144 x 3% x D30 co acca) Moka cls | Push & Pull... 7738 
} | | } 
] RE ae ee —.: . | 7776 x TRX. | 3152 
680514 x 1853 x 7856MB x 785514MB......| D8iPD..... | H444236 7656 
30 |, IES 5a sera Sc rs 3 lia ene ne Sea ea eco | BOLWe.......6% ..| HH649 x 5246. | 7790 
| | | 
] 2 ee are a: ee | TFRs =z TRZ.... ; 3257 
4645 x 1852 x 821MB x 2.. ; ..| D10s. .| H4442y.. : 1031 
) | 4634 x 1762F x 821SBx2..... ASA es Ct === : | HH649 x 5246. .| 1000 
= | 
B10214 x 1/PB17 x 1/01937 x a 8816MB x 1 ee bu .| B250PD. | 77724 x TRX. 3152 
: ee, i Se: ‘| Baeop..... | H4442le.... | 3265 
Catch 4825...... Es Syren asthe roel Bad A81WS...........| HH649x60... ath 44 
| | " 
| Schlage | Skillman Hardware Yale & Towne 
0. | Sager Lock Works | Sargent & Co. Lock Co. Mfg. Co. ‘| Mfg. Co. 
| 3731 x D110 Ba it _ _.| C60PD Lex...| 7-7775 x Dummy Trim...| 742614 
: PB92885 x D110 3751HB x 953.. . : .| E200PD.. | 4-5565 x Dummy Trim.. 764614 
x 314. 3654—3854—14'4 x 314 x A30 EELS Se TES Se ee | 800 Enro x 721| HH444214........ | 7656 
| | 
| PB92885 x D110 | 880514MB.. ...| C60PD... .| 7-777614 x Dummy Trim. 3001 
etn PN91630V x A30 | 680514 x 1853 x : 7856MB x 786514MB| ARIE ....... 4-655514 x Dummy Trim. 779214 
| AW91630V x D30 | 474514SBF x 670614............... A5bIWS...... HH444244.......... | 7791 
| | 
.| PB1626 x D110 | 6880 x 1853 x 7856MB x 7855MB...| D51PD... Rey | eae 1677 
| CE1670 x A30 | 6783 x 1853 x 7866MB x 7855MB...| A51PD... .| FP4442.... , ao 1643 
| 4745SBF......... ye ..| ABBWS......| HH441..... sheietandll 7760 


_..| AW1670 x D30 














AHARDWARE 
MENS HOBBIES 


“All work and no play makes Jack a dull boy” 


Like an increasing numper 
of other business men, Roger 
D. Edwards, president and 
general manager, Atlas Tack 
Corp., Fairhaven, Mass., uses 
his own airplane for making 
business trips. Mr. Edwards, 
who is an ardent aviation en- 
thusiast, is a licensed pilot 
and while using his ‘plane 
chiefly for business trips gets 
a grectt deal of enjoyment out 
of flying 


Several years ago Charles A. Pierson, 
president, Standard Electric Mfg. Corp., 
Toledo, Ohio, started his home workshop 
Of his start in that hobby he says, "I be- 
gan puttering around the basement and 
built a few small pieces of furniture. I! 
worked without cny special tools, using 
only a saw, a plane and a hammer. Later, 
I bought some small tools, a lathe and a 
power saw. I usually build one or two 
pieces of furniture durjng the fall, winter 
and spring, taking my time and fitting the 
parts very carefully.’ He does not try to 
set “production records,’’ instead he seeks 
to create quality furniture Some of the 
furniture he makes he keeps for his own 
home and gives other articles,to his 
friends. He has made four end tables, 
four bookcases and a number of other ar- 
ticles in his basement home workshop 
He is now working on “an antiqued oak 
chest, being made as fer as possible of 
oak having some historic interest.’ One 
piece of wood used for that chest was 
taken by Mr. Pierson from an old canal 
boat he saw resting in the mud at the 
bottom of the Miami and Erie canal. He 
is in addition an accomplished phoiog- 
repher, having taken the picture, on this 
page, showing himself at his bench. His 
prowess as an angler is demonstrated by 
the other illustration showing him with a 
couple of “muskies’ he landed on a recent 
trip to a Wisconsin lake 


HARDWARE AGE INVITES ALL HARDWARE MEN TO SEND IN THEIR HOBBY PHOTOS. 
ALL ARE WELCOME—DEALERS, WHOLESALERS, MANUFACTURERS AND THEIR SALESMEN. 
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On the right we see 
them proceeding to 
the hillsides. The 
first man in line is 
Martin Olsen, ad- 
vertising manager of 
Warner’s. 


What happened when they arrived. 


Warner Hardware Company, Minneapolis, 


Minn., reaped exceptional publicity 


with self-conducted train trip for 


the local winter sports enthusiasts 


IVE years ago skiing was just 
becoming popular as a win- 
ter sport. Today it is sweep- 


ing the entire northern section of 
the United States and is becoming 
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increasingly popular with each 
succeeding year. 

Hardware dealers are well aware 
of the sport’s popularity and there 
are many instances where well- 


equipped departments have been 
installed for the skiers. It re- 
mained, however, for the Warner 
Hardware Company, Minneapolis, 
Minn., to take a leaf from the rail- 
roads’ book and run an all-day 
ski train from the Twin Cities to 
Knapp, Wisconsin. The idea took 
hold immediately and was well 
publicized. It proved to be a huge 
success in every respect. 

Warner’s maintains a complete 
ski department and issues an an- 
nual catalog of merchandise car- 
ried for winter sports with par- 
ticular emphasis being laid on ski 
equipment. Not only did the firm 
run a ski train but it installed a 
section of its ski department on 
that train. 

The following is a description of 
the events leading up to the trip 
and the trip itself as related by 
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I “TRAIN 


Martin Olsen, advertising manager 
of Warner’s: 

“On December 15, 1937, with 
no snow on the ground, we set 
our plans to run an exclusive ski 
train on Sunday, January 9, 1938, 
to go to Knapp, Wisconsin (about 
70 miles from the Twin Cities), 
which was the destination of our 
1937 ski jaunts. From then on 
every Warner advertisement car- 
ried a notice of this event. Placards 
were put up in the windows and 
all through the store. The six men 
in ‘Warner’s Ski Sport Lodge,’ 
which is another name for War- 
ner’s log-cabin-effect ski depart- 
ment, began informing their cus- 
tomers about the ski train we 
would have on January 9. 

“Newspaper publicity is easy to 
get if you have news. An all-day 
ski journey to another town and 
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Leaving the train 
at Knapp, Wisconsin. 





uts a Punch in 


VW arner’s SALES 


another state is news. Every one 
of the four papers came through 
splendidly with articles every now 
and then. We succeeded in getting 
some of the specialty writers to 
inject a few lines into their own 
pet free-lance columns. The rail- 
road cooperated wonderfully by 
having special ‘Warner Ski Train’ 
tickets printed. They also allowed 
us to have our display men trim 
up their choicest window on an 
important loop corner with a full 
display of pictures and signs con- 
cerning this event. 

“Sunday, January 2, the day 


after New Year’s, we ran our first 
exclusive advertisement on the Ski 
Train. That same week we had 
seven ads in different publications. 
We had a campus representative 
at the University of Minnesota to 
handle ticket sales and ran a couple 
of ski ads in the U. of M. paper. 
A sporting goods store in St. Paul 
helped by selling tickets for us, 
too. Some customers bought blocks 
of tickets for clubs they repre- 
sented. The Lone Lake Ski Club 


chartered an entire car. There 

were eight coaches in all. 
“Warner Hardware Company 
31 











Here we see “Warner’s Traveling Ski Hut” which occupied an entire 
baggage car on the train and which carried complete equipment. 
There were four salesmen in attendance and 80 sales were made. 


underwrote the entire affair. The 
railroad demanded a certain guar- 
anteed number of passengers. If 
less than this number Warner’s 
made up the difference. If more 
Warner’s were allowed so much 
per ticket. Over $600 was col- 
lected in fares for this one - day 
trip. 

“No snow caused the postpone- 
ment of the ski train scheduled 
for the ninth of January. We had 
continually looked at the sky (and 
the newspapers) for signs or re- 
ports of snow, but by Saturday 
morning we lost all hope and post 
poned the trip until the following 
Sunday. This postponement neces- 
sitated more advertising and more 
publicity. Wednesday of the fol- 
lowing week our adviser in Knapp 
reported five inches of snow. Our 
plans could now go ahead in full 
swing. 

“From January 10 through the 
15th we were so busy in the ski 
department that we were reminded 
of the Christmas rush. The Sat- 
urday previous to the ski train we 
were crowded all day long and the 
ski business taxed our sales force 
to the limit. 

“The train left the Great North- 
ern Station at 8:30 a.m. Sunday 

. on time. A happy crowd of 
young men and women skiers were 
on board for a full day’s outing 


on the hills of Knapp. 
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“*Warners Traveling Ski Hut’ 
occupied an entire baggage car. 
It took our display men an en- 
tire day to fix the car for a com- 
bination-work-shop-and-sales-floor. 
Our ski repair man had his work 
bench and paraphernalia along to 
do business on the run. A rack 
for new and for rent skis was on 
one side of the car, next to a rack 
on which hung ski poles. A long 
counter displayed the same mer- 
chandise at the same prices as at 





the store. The items shown were 
clothing of all kinds, goggles, 
waxes, bindings, books on skiing, 
boots, etc. In fact everything a 
skier might need was there. 


80 Sales Made 


“Warner signs advertising the 
store, the shop, or some part of the 
ski department were in evidence 
everywhere. All eight coaches were 
placarded. The signs in the bag- 
gage car were appropriately hung 
where everyone could see them. 
T. J. Pope, manager of the sport- 
ing goods department, was in 
charge of the Traveling Ski Sport 
Lodge. There were three assis- 
tants with him. Only when lunch 
time came around was this car 
locked up. Eighty sales were made 
on the trip. Some paid cash and 
others charged their purchases just 
as though the article was bought 
in the store. The smallest sale was 
19 cents, the largest $5.95. The 
repair man was kept busy all the 
way down, most of the time while 
at Knapp and during part of the 
return trip. 

“A stop was made in East St. 
Paul to pick up more skiers. When 
results were tabulated there were 
326 on the train . 255 from 
Minneapolis ($1.95 round trip) 
and 71 from Saint Paul ($1.65 
fare). The railroad company 
stated 320 was capacity for the 





Warner’s ski repair man had a work bench and complete repair out- 


fit in the “Traveling Ski Hut”. 


Winter sport enthusiasts kept him 


busy from the starting whistle until the trip had been completed. 
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A noon luncheon was served in the Knapp Community Hall under 


the direction of the Knapp 


P.T.A. According to the reports no one 


went hungry, all were satisfied and “seconds” were always in order. 


train, so you can realize the crowd 
we had. I was the ticket seller on 
the train and went ahead of the 
conductor to sell ‘Warner’ tickets 
to those who had not purchased. 
My sales amounted to over $70.00 
and I carried this fat roll of bills 
up and down hills and over fences 
all day long. 

“The train arrived at Knapp 
about 10 a.m. Townspeople were 
out to greet the visitors. The town 
has a population of only 424 peo- 
ple, so when 326 more ¢ame to 
town it really looked crowded. 

“At Knapp there were two large 
cleared hills . . . with the town. 
the state highway, and the railroad 
tracks between . . . plenty of ski- 
ing territory for everyone . . . little 
hills, big ones, steep grades and 
gentle slopes . . . an incline to suit 
every type of skier. 


Luncheon Served 


“The train was side-tracked at 
the station all day. The coaches 
were oper to be used as headquar- 
ters. While parked there the 
Knapp citizens visited our car and 
examined the ski merchandise on 
display. A noon lunch was served 
in the Community Hall under the 
auspices of the Knapp P.T.A. All 
had enough to eat. Of this there 
was no doubt. If anyone was still 
hungry he just needed to take his 
plate and get a second helping. The 
food committee did a fine job of 
feeding this mob of hungry skiers 
in short order. 
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“After lunch there was more 
skiing. A slalom course had been 
mapped out and the more efficient 
skiers were kept busy. Some of 
the latter, too, were very generous 
in teaching others a new turn or 
two. 

“At 4, at 4:15, and at 4:25 p.m. 
the engineer whistled the signal 
that it was getting close to de- 
parture time. The return trip was 
started at 4:30 and the train was 
in the Great Northern Depot in 
Minneapolis at exactly 6 p.m. 

“We know from all the com- 






ments that all of the 326 skiers had 
a grand time. Once again War- 
ner’s were successful in sponsoring 
an exclusive ski train. While we 
did not make any money on the 
venture the money we took in 
covered advertising, salaries, and 
miscellaneous expenses, and the 
publicity we’ve gained is tremen- 
dous. The question we're now 
asked is, ‘When are you going to 
run another ski train?’ ” 


Ski Club Formed 


On January 26, 1938, an all- 
employee ski club was organized 
at Warner’s under the name of 
“Warner’s Ski Club.” Eighteen 
members joined, among them Phil 
White, former Dartmouth ski star, 
who occupied the position of off- 
cial instructor. Three-color em- 
blems for jackets and parkas car- 
ried the club’s insignia. Ski meets 
were planned for every Tuesday 
evening at nearby ski courses. 

Needless to say the ski train was 
a success in that it developed a 
tremendous amount of publicity 
and engendered a lot of good feel- 
ing for the firm. It’s an idea that 
is well worth trying in any area 
where skiing is a popular sport 
and it’s a popular sport wherever 
snow falls in winter time. 





| Spend the whole day with 
| fellow ski enthusiasts. Two 
| fine hills are now cleared to 
| give you more thrills. The 
Warner Train will be side- 
| tracked all day for your 
Knapp “headquarters. 
Make up your own party 
| right now and have the 
time of your life! 
Let's go—everybody! 
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Warner's Ski Train 
ie to Knapp, Wis. 
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Ne Leave 9:30. Home at 6 

| ae, 4 Fe hh 

pl! 


— 


Round Trip 
orily 


1.65 from 
St. Paul 


; i i lis 
ickets at Warner's 2 stores in Minneapo 
vied Callenddr’s Sport Bhop, 36 E. 6th. St. Paul 


WARNER'S 














from 
Mpls. 


your frien 
board. 





- Get tickets at 
amer’s two Stores in Mpls 


or Callender’s S 
rt 
36 E. 6th St, + gr ha 



















13 So. 6th Street, near Hennepin 


FREE DELIVERY 
Broadway Store 





AT. 4111 
905 W. Broadway 


Two advertisements from local newspapers announcing the train. 
There was plenty of well-handled advance publicity with the re- 


sult that 326 skiers left the train when it arrived at 


Knapp. 














66 H IT costs only about $50 

—what’s the difference?” 

How many times a year, 
in the average business, is some- 
thing like that uttered? How 
many times do we hear, “Oh it is 
only a few dollars. Why worry?” 
But when we consider these small 
costs, these so-called trifling ex- 
penditures, in terms of sales re- 
quired to earn a profit equal to 
the amount wasted or spent need- 
lessly, it is easy to see that any 
company’s profit can quickly be 
dissipated. 

Consulting the chart on these 
pages we see that an unwise ex- 
penditure of $50 means that the 
company has to sell $714.29 worth 
of goods, provided its net profit 
is 7 per cent. When we look at 
a possible expenditure, when we 
begin to consider condoning care- 
less buying or careless handling of 
costly materials, we must think 
of the volume of business we must 
do to earn back the waste. 

To determine the amount in 
cases where net profit percentages 
are fractions other than those 
listed in the left-hand column, av- 
erage the next higher and next 
lower profit percentages and the 
result will be within a few cents 
of the exact figure. For example, 
if your net profit percentage is 
614, strike an average between 6 
and 61%. 

When we consult the chart on 
these two pages we can determine 
exactly how much it is necessary 
to sell to earn any amount from 
ten dollars to one thousand dollars 
on a net profit percentage ranging 
from 1 per cent to 10 per cent. 
Few companies earn more than 
10 per cent, so we felt it unneces- 
sary to extend the table beyond 
this amount. 

In some companies employees 


*Reprinted from American Business, 
November, 1938, by special permission. 
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Table Showing Sales Required to Equalize Wasted 

Po WASTED 
Poon $1.00 | $2.00 | $3.00 | $4.00 | $5.00 $6.00 $7.00 $8.00 $9.00 | $10.00 
= 100.00 | 200.00 | $00.00 | 400.00 | 500.00 | 600.00 | 700.00 | 800.00 | 900.00 | 1,000.00 
1% 66.67 | 183.83 | 200.00 | 266.67 | 333.88 | 400.00 | 466.67 | 533.33 | 600.00 666.67 
re 50.00 | 100.00 | 150.00 | 200.00 | 250.00 | 300.00 | 350.00 | 400.00 | 450.00 500.00 
24 40.00 | 80.00 | 120.00 | 160.00 | 200.00 | 240.00 | 280.00 | $20.00 | 360.00 400.00 
8 $3.33 | 66.67 | 100.00 | 188.88 | 166.67 | 200.00 | 233.33 | 266.67 | 300.00 $33.38 
3% 28.57 | 57.14| 85.71 | 114.29 | 142.86 | .171.48 | 200.00 | 228.57 | 257.14 285.71 
4 25.00 | 50.00 | 75.00 | 100.00 | 125.00 | 150.00 | 175.00 ; 200.00 | 225.00 250.00 
4% 22.22 | 44.44] 66.67| 88.89} 111.11 | 183.88 | 155.56 | 177.78 | 200.00 222.22 
5 20.00 | 40.00} 60.00} 89.00} 100.00 | 120.00 | 140.00 | 160.06 | 180.00 200.00 
5% 18.18 | 36.836 | 54.55 | 72.73 90.91 | 109.09 | 127.27 | 145.45 | 163.64 181.82 
6 16.67 | 33.38 | 50.00 | 66.67 83.83 | 100.00 | 116.67 | 188.33 | 150.00 166.67 
64 15.88 | 30.77 | 46.15 | 61.54 76.92 92.31 | 107.69 | 128.08 | 138.46 153.85 
te 14.29 | 28.57 | 42.86 57.14 71.43 85.71 | 100.00 | 114.29 | 128.57 142.86 
1% 13.88 | 26.67 | 40.00; 53.33 66.67 80.00 93.88 | 106.67 | 120.00 1383.33 
8 12.50 | 25.00 | 37.50; 50.00 62.50 75.00 87:50 | 100.00 | 112.50 125.00 
84 11.76 | 28.53 | 35.29| 47.06 58.82 70.59 82.35 04.12 | 105.88 117.65 
a 11.11 | 22.22] 33.88 | 44.44 55.56 66.67 77.78 88.89 | 100.00 111.11 
nr 10.53 | 21.05 | 31.58} 42.11 52.63 63.16 73.68 84.21 94.74 105.26 
10 10.00 | 20.00 | 30.00; 40.00 50.00 60.00 70.00 80.00 90.00 100.00 





Showing How W 





By JOHN GARTH* 





are carefully trained to consider 
every possible expenditure in 
terms of the volume of business 
necessary to earn this expendi- 
ture. In such companies, where 
employees are trained to think 
not only of the actual amount in- 
volved in a proposed expenditure, 
but also of the volume necessary 
to earn this amount in profit, ex- 
penditures are invariably made 
with greater care. 





aste 


One executive reports that he 
uses such a chart constantly in 
consulting with employees who are 
anxious to involve the company in 
some expenditure. Under the 
glass top of his desk he has the 
chart constantly in view. A re- 
cent instance shows how he works. 
A young man who had been em- 
ployed only three months wanted 
more salary, giving as a reason 
that his rent had been increased. 
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Dollars at a Given Per Cent of Net Profit to Sales 
WASTED 
$20.00 $25.00 $30.00 | $40.00 | $50.00 | $60.00 | $70.00 | $80.00 | $90.00 $100.00 
2,000.90 | 2,500.00 | 3,000.00 4,000.60 | 5,000.00 | 6,000.00 | 7,000.00 | 8,000.00 | 9,000.00 | 10,000.00 
1,833.33 1,666.67 | 2,000.00 | 2,666.67 | 3,333.33 4,000.00 | 4,666.67 | 5,333.33 | 6,000.00 | 6,666.67 
1,000.00 | 1,250.00 1,500.00 | 2,000.00 | 2,500.00 | 3,000.00 | 3,500.00 | 4,000.00 | 4,500.00} 5,000.00 
800.00 | 1,000.00 | 1,200.00 | 1,600.00 | 2,000.00 | 2,400.00 | 2,800.00 | 3,200.00 | 3,600.00 4,000.00 
666.67 833.38 | 1,000.00 | 1,833.33 | 1,666.67 | 2,000.00 | 2,383.33 | 2,666.67 | $3,000.00 | 3,333.33 
571.43 714.29 857.14 | 1,142.46 | 1,428.57 | 1,714.29 | 2,000.00 | 2,285.71 | 2,571.43 | 2,857.14 
500.00 625.00 750.00 | 1,000.00 | 1,250.00 | 1,500.00 | 1,750.00 | 2,000.00 | 2,250.00} 2,500.00 
444.44 555.56 666.67 | 888.89 | 1,111.11 | 1,838.$3 | 1,555.56 | 1,777.78 | 2,000.00 | 2,222.22 
400.00 500.00 600.00 800.00 | 1,000.00 | 1,200.00 | 1,400.00 | 1,600.00 | 1,800.00} 2,000.00 
363.64 454.55 545.45 727.27; 909.09 | 1,090.91 | 1,272.73 | 1,454.55 | 1,636.36} 1,818.18 
333.33 416.67 500.00 666.67 | 833.33 | 1,000.00 | 1,166.67 | 1,333.33 | 1,500.00} 1,666.67 
$07.69 384.62 461.54 615.38| 769.23} 923.08 | 1,076.92 | 1,230.77 | 1,884.62] 1,538.46 
285.71 $57.14 428.57 571.48| 714.29| 857.14] 1,000.00 | 1,142.86 | 1,285.71| 1,428.57 
266.67 $33.33 400.00 533.383| 666.67} 800.00} 933.33 | 1,066.67 | 1,200.00} 1,383.33 
250.00 $12.50 $75.00 500.00} 625.00} 750.00} 875.00/ 1,000.00} 1,125.00] 1,250.00 
235.29 294.12 352.94 470.59| 588.24] 705.88} 823.53] 941.18) 1,058.82] 1,176.47 
222.22 277.78 $33.33 444.44| 555.56| 666.67] 777.78| 888.89) 1,000.00; 1,111.11 
210.53 263.16 $15.79 421.05| 526.82] 631.58) '736.84| 842.11 947.387| 1,052.63 
200.00 250.00 800.00 400.00} 500.00} 600.00} 700.00/ 800.00) 900.00; 1,000.00 








-e Hats 





Up Profits 


Consider needlessly spent money in 


terms of sales and you will realize 


how easy it is to dissipate profits 


He requested a $5.00 weekly 
raise. 

“It would be pleasant for me 
to grant you this raise,” began 
the executive, “but I wonder if 
you have ever considered what we 
would have to do to earn this 
money.” He glanced at the chart 
on his desk top. “Look here a 
minute,” he continued. “Five 
dollars a week is $260 a year. 


Last year our company earned 
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only 31% per cent on sales. This 
means that we would have to sell 
$7,428.56 in additional business 
to earn the money to pay you 
$5.00 a week more salary. Have 
you thought of ways and means 
which would help us obtain that 
extra volume of business? You 
see, that is about $150 a week in 
sales.” 

In another case, a departmental 
sales manager proposed expenses 





of somewhere near $2,500 to stage 
an exhibit at a convention where, 
it was hoped, the company’s line 
would be brought to the favorable 
attention of a number of poten- 
tially important customers. 

“We would have to sell $35,- 
714.15 in business to get our 
money back on this investment. 
That’s a fairly large volume of 
business to expect from an exhibit 
at a small convention. Of course, 
it would be possible, but couldn’t 
we invest the money in some form 
of promotion that would be more 
likely to return a profit more 
quickly?” The result of this type 


_ of thinking was that the cost of 


the exhibit was cut in half. 

Much of the waste and extrava- 
gance we find in business is due 
to thinking of expenditures in re- 
lation to the total volume of busi- 
ness enjoyed by a company. Thus, 
a man working for a company 
which enjoys an annual gross vol- 
ume of $1,000,000 and earns 6 
per cent, is likely to say to him- 
self, “Oh we take in a million 
dollars. What’s a couple of hun- 
dred dollars for this trip to New 
York compared with a million?” 
The truth is, the “couple of hun- 
dred dollars” must come out of 
the $60,000, and not out of the 


million dollars. 


A salesman objected to making 
a special effort to collect an $80 
bill that was long past due. “I 
can’t afford to spend time collect- 
ing these small bills,” objected 
the salesman. 

“All right, if you feel that way,” 
replied the sales manager, “re- 
member that our company earns 
about 4 per cent on sales. You 
will have to sell $2,000 worth of 
new business to make up for this 
$80, if we lose it. But even so, 
the loss is there, if he doesn’t pay 

(Continued on page 83) 
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All merchandise in this 
section, save a number 
of cutlery lines, is dis- 
played in the open. 
Small tools and a num- 
ber of other items are 
displayed on the col- 
umns supporting the 
store ceiling. 
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Coasn SALES /ncreased 


That's the record Patterson Bros., 


50 per cent increase in cash 
New York, made when they moved to A an a cease 


tools has been enjoyed by 
the 90-year-old hardware firm of 
Patterson Bros., New York City, 
as the result of moving into a 
modern store with new fixtures. 
In recent weeks cash volume was 
stepped up to equal that in 1929. 
Patterson Bros. has _ continued, 
since its opening in 1848, to han- 
dle lines which are predominantly 
in the hardware class. 

The new store, at 15 Park Row, 
was occupied in September. Wal- 
ter B. Howlett, manager, Patter- 
son Bros., in commenting on the 
move, says, “We moved from our 
old quarters, on the same block, 
because we wore out the ‘old suit’ 
and our old quarters could not 
be rearranged for modern dis- 
play. We have 8,000 items in 
drawers and there are 71,000 dif- 


modern quarters with new fixtures 








Exceptionally wide aisles feature the builders’ hardware department : ‘ : ” 
where samples are easily seen and catalogs furnish ready reference. ferent items in our inventories. 
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50 PER C 





In the new store we have tried 
to build two kinds of displays— 
mechanized and dramatized. 

“To stimulate sales of staples 
we've mechanized the displays so 
that the customers know the range 
of our stocks and our sales clerks 
can easily see where the various 
items are stocked and at what 
price they sell. In this way we 
conserve a great deal of space. 
All staple items are in the rear 
of the store and we put impulse 
items up in the front so that 
customers coming for staple mer- 
chandise are forced to pass the 
displays of impulse merchandise. 
Our second type of display is the 
dramatized display, with signs 
written to interest people. This 
type of display has been done 
poorly in many hardware stores. 
We keep three display men on the 
job all the time. 

“This is a unique store in that 
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Section of the 
tool department 
with everything 
in plain view. 
Hand and power, 
tools are well dis- 
played and man- 
ufacturers’ dis- 
play materials 
are used effec- 
tively here. 
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The paint department is neat and compact. Related lines are shown 
next to it. Cash registers in each department aid the salesmen. 


we stick pretty close to hardware. 
Although ours is essentially a 
store for men the treatment of 
displays in our windows and in 


the store brings more women to 
the new quarters than we ever had 
visit the old establishment. Our 
store was laid out with careful 
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This window boosted the “Hobby Heaven” during December. Power tools, 
model plans and parts and hand tools stopped the Park Row crowds. 


attention to grouping related mer- 
chandise in the same sections. A 
sales clerk can move about easily 
and, because of the types of dis- 
plays we use, a salesman can han- 
dle orders for merchandise from 
all parts of the store. 

“Before buying the fixtures for 
the new store we estimated how 
much space would be needed for 
all the items we carry. First we 
made out a card record, listing 
all items handled and then sorted 
the cards to coordinate the dis- 
plays. We made out diagrams 
as to where the different items 
should be placed and then con- 
sulted the fixture manufacturer. 
The fixtures were made by W. C. 
Heller & Co., Montpelier, Ohio, 
and the entire store was laid out 
by that company.” The wooden 
fixtures—all of which were or- 
dered especially for the new store 
—are of light grey tint with red 
and blue trim. These bright fix- 
tures, adequate lighting and wide 
aisles make the store an extremely 
attractive one. 

No worth-while display space 
has been neglected, yet there is 
no appearance of crowding. Each 
of the columns supporting the 
ceiling has display panels neatly 
lettered indicating the different 
items on display together with 
plainly marked prices. Display 
panels cover the mezzanine rails 
and most of these show samples 
of complete lines of such items as 
casters, grinding wheels, clamps, 
bellows, wrenches, hinges, sign 
plates, weather vanes, etc. Pillar 
panels show complete lines of 
chains, bathroom fixtures, hand 


tools, felt, fibre and various syn- 
thetic products. Bolts, nuts. 
screws, etc., are stocked in draw- 
ers, each of which has a neat card 
indicating the size and price of 
the item. The key to these draw- 
ers is found in a neatly arranged 
group of swinging panels on 
which each item is sampled, in all 
of its sizes, the panels indicating 
the prices, sizes and drawers in 
which the item will be found. 
This plan adds to the store’s neat 
appearance and eliminates the ne- 
cessity of having samples on each 
of the drawers, in which the small- 
er staple lines are kept. 
Interesting signs are plentiful 
in the store and in the windows. 
A recent builders’ hardware win- 
dow had a sign which stated. 
“Well Chosen Hardware Deter- 
mines the Character of a House.” 
A window of homeworkshop lines 


included a sign to the effect, “Cul- 
tivate a hobby. We have the sup- 
plies. Wood-working, model mak- 
ing metal craft. A “hobby 
heaven” has been installed on the 
second floor, and while it has not 
been completed, as yet, signs in 
various parts of the main floor 
call attention to that department, 
with its hand tools, power tools, 
instruction booklets and model 
parts for model railroads, model 
boats and model ’planes. 

The two display windows are 
unusual, having antique style 


light-stained wooden backgrounds. 


Each window has an end section, 
facing the entrance, in which 
small items such as wood-carving 
tools, etc., are displayed on at- 
tractive cards which bear descrip- 
tions and prices of the featured 
items. Brilliant lighting and easily 
read talking cards with price in- 
formation plainly shown add to 
the sales power of the windows. 
When Patterson Bros. moved 
into the new quarters the firm 
took over a ground floor area of 
14,000 sq. ft., including the hard- 
ware display room and metal 
shop, which is in the rear of the 
store. Thirty per cent more mer- 
chandise can be displayed in the 
new quarters. The sales force 
was increased approximately 30 
per cent when the store was 
moved. There are now 34 inside 
salesmen, including part-time and 
full-time employees, in the store 
and the company is employing six 
outside salesmen to handle indus- 





The display of staple lines at the rear. The jog in the wall has a 
panel with mounted bolt samples and price, size and location data. 
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It took 37 men, 
three women, two 


boys and eight 


horses to correct. . 


EEDLESS mistakes _ that 

swell oVerhead and add to 

the cost of modern busi- 
ness are epitomized in the follow- 
ing graphic lesson, which shows 
how these mistakes hurt: 

1. Druggist, desiring 1/12, 
writes order for “1 at $2.00 doz.” 
instead of “1/12 doz.” or “One 
Only.” 

2. Wholesaler’s stock clerk, 
being left to guess what dealer 
really desires, guesses 1 doz. and 
ships 1 doz. 

3. Wholesaler’s bill clerk enters 
charge for 1 doz. and mails in- 
voice. 

4. Druggist receives invoice 
showing larger shipment than de- 
sired. 

5. Druggist writes letter stating 
he will return 11/12 doz. when re- 
ceived. 

6. Goods arrive. Clerk removes 
1/12 and repacks 11/12 for re- 
turn. ‘ 

7. Druggist telephones post of- 
fice to send parcel post wagon. 
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8. Parcel post wagon picks up 
11/12 and starts it back. 

9. Clerk at post office cancels 
stamps and routes package. 

10. Post office porter places 
11/12 on mail wagon for delivery 
to train. 

11. Railway mail clerk receipts 
for and sees that package is put 
off at destination. 

12. Post office employees, horse 
and truck pick up package at rail- 
road depot and carry it to nearest 
post office. 

13. From post office another 
postal employee, horse and truck 
carries package back to whole- 
saler’s warehouse. 

14. Wholesaler’s recejving clerk 








An ERROR 


receives package and makes out 
receiving ticket in triplicate. 

15. Porter carries 11/12 back 
to wholesaler’s stock shelves. 

16. Boy takes copy of 11/12 re- 
ceiving ticket to wholesaler’s claim 
agent. 

17. Claim agent orders file girl 
to dig out original order. 

18. Claim agent calls stenog- 
rapher to take letter to druggist ex- 
plaining how mistakes occur. 

19. Boy takes memo from claim 
agent to bookkeeping department, 
authorizing it to allow credit for 
returned merchandise. 

20. Bookkeeper enters credit for 
returned 11/12. 





EDITORS’ NOTE:—tThis interesting and graphic story of 
“Needless Mistakes” is taken from the writings of the late 
Jerry McQuade, until his recent death editor of “Drug Topics,” 
with whose permission the story is retold here. The principles 
involved apply equally as appropriately to the hardware trade 
as to the drug trade, or in fact any field of distribution. 
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21. Credit memo made out and 
mailed to druggist. 


See What Was Wasted 


1. Druggist had to waste his 
time writing a letter about the 
error. 

2. Letter carrier had to waste 
his time carrying that letter from 
postal box to post office; clerk at 
post office had to waste his time 
sorting and routing letter; can- 
cellation clerk had to waste his 
time cancelling stamp on letter; 
truck, horse and man had to waste 
their time carrying letter from post 
office to train; train postal clerk 
had to waste his time seeing that 
letter got off at right destination; 
another man, horse and truck had 
to waste their time carrying letter 
from train to post office in city of 
destination; postal clerk in that 
post office had to waste his time 
routing letter to station of carrier 
who delivers it; letter carrier had 
to waste his time carrying letter 
from post office to address of 
wholesaler—a clean waste of the 
labor of eight men, two horses and 
two trucks. 

3. Druggist’s clerk had to waste 
his time repacking 11/12ths not 
needed. 

4. Druggist had to waste his 
time repacking 11/12ths not 
needed. 

4. Druggist had to waste his 
time and that of girl telephone 
operator in telephoning to post of- 
fice to call for 11/12ths, as well as 
of the postal clerk who took the 
message. 

5. Parcel post man, one horse 
and one truck had to waste their 
time carting 11/12ths from drug 
store to post office. 

6. Parcel post clerk at post of- 
fice had to waste his time cancel- 
ing stamps, weighing and routing 
package. 

7. Railway mail clerk had to 
waste his time receipting for, 
watching and putting package off 
at destination. 

8. Railroad had to waste its 
space transporting 11/12ths at a 
time when transportation is al- 
ready horribly congested. 

9. Postal employee at destina- 
tion had to waste his time remov- 
ing 11/12ths from car to parcel 
post wagon. 

10. Post office had to waste the 
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time of a driver, horse and truck 
to pick up 11/12ths at railroad 
and carry to post office and then 
of another driver, horse and truck, 
their time to carry package from 
post office back to wholesaler. 

11. Wholesaler’s receiving clerk 
had to waste his time and station- 
ery making out receiving ticket in 
triplicate. 

12. Boy had to waste his time 
taking copy of ticket to claim 
agent. 

13. Porter had to waste his time 
carrying 11/12ths from receiving 
office back to stock room. 

14. Claim agent had to waste his 
time and that of one file girl dig- 
ging up original order. 

15. Stenographer had to waste 
her time typing dictated letter from 
claim agent to druggist, explaining 
how mistake occurred. 

16. Eight employees, two horses 
and two trucks of the post office 
had to waste their time transport- 
ing that letter to the druggist. 

17. Boy had to waste his time 
carrying memo to bookkeeping de- 
partment authorizing issuing of a 
credit to careless druggist. 

18. Bookkeeper had to waste 
his time entering credit in books 
for return of 11/12ths in making 
out credit memo to mail to drug- 
gist. 

19. Eight employees of the post 
office, two post office horses and 
trucks again had to waste their 
time forwarding that credit memo 
to Mr. Druggist. 

Inexcusable waste of the time 





and energy—that might otherwise 
be usefully employed—of 37 men, 
three women, two boys, eight 
horses and eight trucks 

Who pays for this waste? The 
wholesaler? No—YOU Do. 

What this error cost in dollars 
and cents. 


Time of 42 men, women and 
boys at only 5 cents each. $2.10 
Time of eight horses and 
trucks at only 10 cents 


eee wee 
Freight both ways on 
11/12ths returned .... .60 
Writing three letters, time, 
stationery, stamps, etc., 20 
cents each ..... sti 
Druggist’s telephone for par- 
cel post 05 
Total $4.15 


With loss of interest on mer- 
chandise in transit, risk of break- 
age, etc., added $2.15 more than 
the total value of the goods 
shipped. 

Who pays this loss? You Do! 

But for inexcusable errors of 
this kind, the wholesaler’s present 
overhead would be lower, his ef- 
ficiency greater. If his overhead 
was lower, the wholesaler could 
sell you his merchandise for less 
money. If he could sell his mer- 
chandise for less money, obviously 
you could make a larger profit. 

In helping to cut out this waste 
by writing your orders clearly, you 
are helping yourself. Will you 
help? 





Hardware Firms Stage Hardware Days 
in “Sales Mean Jobs” Crusade 


ARDWARE dealers in Albert 

Lea, Minn., a progressive city 
of 15,000, recently cooperated with 
other merchants in staging a “Sales 
Mean Jobs” campaign on a little 
different scale than other cities. 

In the first place, the various 
trades repsesented in the city were 
divided into classes and certain sales 
days set aside to boost sales in each 
individual line. Thus, for example, 
there were hardware days, home ap- 
pliance days, radio days, men’s wear 
days, women’s wear days, etc. 

Hardware dealers, among them 
Gulbrandson Hardware, North Side 
Hardware, Coast To Coast Stores, 
Gamble Stores, Towne & Skrondahl, 
Woodland Hardware, as well as 





several supply houses, took a full 
page advertisement in an Albert 
Lea newspaper and_ sponsored 
“Hardware Day.” 

Copy read in part, “Saturday is 
Hardware Day in Albert Lea’s ‘Sales 
Mean Jobs’ crusade. You can co- 
operate. Check over your home to- 
day—inside and out—find out what 
you need in the way of repairs, see 
what you need in new hardware 
merchandise . . . then make out a 
list and pay a visit to your hardware 
store and you’ve done your part.” 

“Fix up your home for winter 
now. - Hardware purchases made 
Saturday will pay big dividends in 
comfort, satisfaction and savings for 
years to come, etc.” 
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Home Expert 


Although he does not sell home 
furnishings, an Iowa merchant 
studied home furnishings, interior 
decorating, painting, wall paper- 
ing, landscaping and several other 
similar vocations, until he became 
known as a hofhne expert. Now he 
is a frequent lecturer on home 
building and home management 
topics at men’s and women’s clubs 
as well as parent teacher organiza- 
tions in his area. This additional 
publicity makes his store very 
popular in his community and 
brings him definite returns. This 








merchant, through such activities, 
is serving many people and is 
eventually serving himself. 


* * * 


Getting Prospects 


To stimulate his salesmen to get 
more business, a dealer offered 
prizes to his appliance salesmen 
for the most effective way of get- 
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Others have used them to advantage 


Why not try them in your own store? 


ting appliance prospects. The 
winner tramped the streets early 
each morning jotting down ad- 
dresses of houses in which ice cards 
were displayed. Then he sent 
direct mail to each address on 

































































electric refrigerators, and followed 
up a week later with personal calls. 
He made a high percentage of sales. 


* * * 
Snapshots 


Here’s an idea that almost every 
merchant can use to good advan- 
tage. A camera-minded merchant 
in the Middle West takes snap- 
shots of floats in parades as they 
pass his store, and sends a print to 
the organization or firm sponsor- 
ing the float. The pictures are shot 
from the opposite side of the 
street, so that the merchant’s store 
is prominently discernible in the 
background. He has_ received 
numerous letters from various 
firms and organizations, thanking 


him for the pictures and com- 
plimenting him upon promoting a 
worth while advertising idea. 


+ * + 


Letters 

A St. Louis store offered prizes 
of $10.00, $5.00 and 15 of $1.00 
each to customers who wrote the 
best letters relating to methods of 
how the store could improve its 
stock and services. The results were 
amazing. Fully 40 per cent of the 
letters declared that stocks were 
incomplete or that the store was 
out of wanted items. Forty per 
cent also complained of too much 





or too little attention from sales 
persons. Only a few complained 
about prices being too high. 


- * * 


Pictures His Town 


One Minnesota retailer bought 
a movie camera, takes pictures of 
interesting people and events in 
his town and then runs them off in 
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a back room to anyone who is in- 
terested. This merchant has built 
such an interesting collection of 
local films that he is often asked to 
show his pictures before women’s 
and men’s clubs. Thus, through 
the many additional contacts he 
makes, he has paid for his movie 
camera many times over. Local 


LIKE TO TAKE PICTURES oF 
OUR CHARGE CUSTOMERS — 
BUT THEY*RE SLOW MOTION 








celebrations, Fourth of July pa- 
rades, Christmas scenes, baseball 
and football games give him movie 
material that has wide appeal in 
his locality. 


* * . 


Special Service 


Knowing that many customers 
do not know where to go to get 
special merchandise, one Okla- 
homa merchant maintains a spe- 
cial order department, where, free 
of charge, he will check up imme- 
diately on the sources where cus- 
tomers can buy merchandise not 
carried by his store. This brings 
many new people to his store, who 
know that he can tell them where 
to buy needed merchandise. He 
will even write to manufacturers 
for information on merchandise 
needed by anyone who comes to 
his store. The cost of such a ser- 


“ AND, OUR BUSINESS PAPER 
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vice is more than offset by the 
tremendous increase in traffic flow 
in his own store. 


+ * . 


Open Air Shows 


Saturday night business is boost- 
ed by many merchants in small 
towns in the Middle West and East 
each summer through free, open 
air movies once a week. In most 
places where this plan has been 
tried, it has been a success. The 
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merchants contribute $1.00 to 
$2.00 weekly to finance the show, 
and thus bring many new people to 
their town regularly. These per- 
sons usually buy at local stores 
before and after the show, which is 
staged in some nearby lot. 


* * * 


Watermelon Feast 


Located in an area where water- 
melons are a treat, a Wisconsin 
merchant annually sends his two 
trucks into a neighboring state 
where watermelons can be pur- 
chased cheaply and loads them 
with melons. Then he advertises a 
“Watermelon Feast” to be held at 
his store, with the whole town in- 
vited. A local band is on hand to 
furnish music, and the merchant 
and his staff serve as waiters while 
the crowd comes in for big water- 
melon slices. Naturally, the guests 
must file past excellent merchan- 
dise displays to get their slices. 
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This stunt doesn’t cost the mer- 
chant too much, and he considers 
it a good business building idea. 


* * * 


Direct Mail 


To induce more people from 
small towns and rural areas to 
come to their city to’ buy regularly, 
some 30 merchants in an average- 
sized Kansas city have cooperated 
since 1933 on a unified, 12 months, 
direct mail advertising and good 
will campaign which has brought 
splendid results. First, these mer- 
chants got the mayor to sign a let- 
ter of welcome to 25,000 people 
living in the nearby rural area, 
inviting them to the city to visit 
and buy. Along with this letter 
they enclosed a program of social 
and civic events for the coming 
month in their city, and also sent 
along a free parking permit, signed 
by the chief of police. This park- 
ing permit, pasted on a car wind- 
shield, allows rural residents to 
park their cars in the city’s busy 
downtown area as long as they 
wish. All monthly direct mail let- 








ters are sent out on a non-com- 
mercial subject by the cooperating 
merchants; usually some city wide 
social or civic event is stressed in 
all letters. Included regularly each 
month is a calendar of events. Each 
retailer sends out from 1000 to 
2000 of the letters on his own sta- 
tionery. A letter shop runs off the 
whole list of letters and mails them. 


* * * 


Kraut 


In one area where considerable 
cabbage is grown to make sauer- 
kraut, merchants stage a “Kraut 
Day.” For this event, the mer- 
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chants line up a program of speak- 
ers, including agricultural experts, 
and give farmers and their families 
a free feed of sauerkraut, wieners 
and coffee. They also honor the 
well known farmers in the area, 
with the toactmaster telling how 
important farming is to the com- 
munity. This promotion is always 
successful. 


* * aa 


Handy Man 


In his spare time, one Middle 
West merchant repairs water bags, 
bathing slippers, and other or- 
dinary rubber goods free of charge 
for customers and prospects alike. 
This service has brought him a 
great deal of extra business and 
built good will, children and adults 
dropping into his store to thank 
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him for some small repair job he 
did for a member of the family. 
The time the merchant devotes to 
such “handy man” activities is 
charged to advertising, and mighty 
good advertising it is. 
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AUTIONING against the use 
‘$ of any “standard” arrange- 
ment for small stores, un- 
less investigation shows such ar- 
rangement best for the store in 
question, a new publication of the 
Bureau of Foreign and Domestic 
Commerce sets forth the principles 
underlying arrangements or re- 
arrangements suitable to the spe- 
cific location. Under the title 
“Store Arrangement Principles,” 
the booklet, written by William H. 
Meserole and Harry P. Warhurst, 
of the Marketing Research Divi- 
sion of the Bureau, interestingly 
analyzes the problem before the 
merchant about to rearrange his 
store as well as that of the new 
merchant or one who enters a new 
trade territory. 
Basic layouts and photos, sev- 
eral of which are from the files of 
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Store Arrangement 








The object of store 
arrangement 1s to 
show as much as 1s 
possible and to 
protect what must 


be protected 


HarpwarRE AGE, illustrate the 
points made. In an introductory 
outline the following headings at- 
tract the reader’s attention: 

Retail Stores Before General 
Use of Packaging. 

Retail Stores in the Package 
Age. 

Buildings. 


Principles 
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Adaptation to Changing Condi- 
tions. 

Improved Layout. 

Standardization. 


Despite the rules that have 
grown up around store-manage- 
ment, say the authdrs, the object 
is still to show as much as possible 
and protect what must be pro- 
tected in recognition of the limits 
set by the goods offered for sale. 

Building limitations may pre- 
vent the use of exact standards, 
and each merchant must adjust 
when necessary and plan accord- 
ing to his own needs. Few can 
build to suit themselves, and even 
when they can, there are control- 
ling influences such as the shape 
of the lot available. Consumers 
have come to accept such trading 
difficulties, often without recogniz- 
ing them. Communities change, 
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This type of island arrangement, used in the Warner Hardware Co. 
Broadway store, Minneapolis, Minn., creates added display surface. 


and new types of distributors may 
supplant the non-adapting mer- 
chandiser who no longer possesses 
a store wherein the customer may 
trade with pleasure and economy. 

“Store Arrangement Principles” 
takes up the factors of depart- 
mentalization and items that should 
be displayed openly in considera- 
tion of their value, bulk or perish- 
ability. It points out that the mer- 
chant who has been in business for 
some years should re-examine his 
store and merchandise and check 
up on its present effectiveness. He 
may find that devices now useful 
to others can be adapted to his 
own store’s needs. The booklet 
sets forth the ways in which im- 
proved layout may be accom- 
plished, pointing out, also, that 
no amount of improvement in 
store layout or arrangement may 
be regarded as a cure for poor 
management, which presupposes 
understanding, sufficient capital 
and a satisfactory location. 

By increasing sales efficiency. 
improved layout tends to reduce 
the wage expense per dollar; elim- 
inates unprofitable store functions 
and unnecessary expense; reduces 
amount of inventory investment 
for a given volume of sales; re- 
duces losses from theft and deteri- 
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oration of stock. Increase in 
profitable volume may be sought 
through larger sales due to im- 
proved layout or by stressing, in 
display, the higher margin items. 

Since a real difference exists be- 
tween improvement and mere 
change, layout change should be 
designed to accomplish truly gain- 
ful purposes or be considered an 
expense only. 

Admitting the probable truth of 
the statement of many that there 
are more important problems fac- 
ing retailers today than that of 
store layout, there are ample indi- 
cations that improved layout has 
a bearing upon important prob- 
lems. It tends to increase volume, 
it provides more favorable work- 
ing conditions, thereby improving 
labor relations. Increased sales 
without increased expense make 
higher wages possible. Consumer 
demand and personnel education 
are simplified in the well-arranged 
or well -departmentalized store; 
manufacturer cooperation is aided 
by a better outlet possible through 
improved layout; the whole store 
as well as deserving items get bet- 
ter advertising; service to custom- 
ers is facilitated. It is thus ap- 
parent that store layout is direct- 
ly or indirectly connected with 





practically every phase of retailing. 
Every store is constantly chang- 
ing, and though some simple 
planned arrangement has original- 
ly been adopted, the steady intro- 
duction of goods, new fixtures, 
new equipment, new services, new 
personnel, etc., constantly bring 
about minor layout adjustments, 
with the result that a gradual and 
slow loss occurs, frequently un- 
noticed. Examples of conditions 
that fatigue and worry the mer- 
chant are: slow service to custom- 
ers, complaints, ill-kept stock, ex- 
cessive inventory, pilferage, as 
well as others that add to the gen- 
eral confusion. Surveys have 
shown that many sales are lost be- 
cause the items requested could not 
be found, other sales are lost be- 
cause items were not visible to 
customers. The total effect of 
many small changes eventually 
calls for a complete reconsidera- 
tion of the whole store layout. 
When a store property is se- 
lected, a given cubic capacity is 
bought. Display surface is also se- 
cured. The ability to store a retail 
stock in the property is so inher- 
ent that it is a secondary consider- 
ation. The main problem is, ob- 
viously, to secure sufficient dis- 





Since it 1s not required for selling space, this 
orea 13 partitioned otf trom the rest of the 
Store. /t is avatlable for use for storage, 
service department, Iwing quarters, or for 
other purposes. 


This part of the seling space ’s generally 
oMotted to that department of merchandise 
that does the greatest amount of processing, 
weighing out transformation, cutting, efc. 


These two areas A the front of the 
Store are allotted h the balance of 
the merchandise, which is separated 
and placed or citer side of the 
store according fo helationship and 
similarity, and with due regard 
to promotional benefits 
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Show windows and entrance 














Illustrating the basic use of space 
in retail stores. 
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This corner of the Crouch Hardware Co., Fort Worth, Texas, shows 
how cases are arranged to invite display and avoid congestion. 


play area and to use it to the best 
advantage. Display area of walls, 
windows and floor has a natural 
attention value per unit of space 
as well as a rental cost per unit 
that can be calculated. The aim 
is to utilize this display area and 
to increase its amount by the 
judicious use of fixtures which ex- 
pose more goods to the eye or 
hand. 

In every store, the problems of 
space, shape, goods and records 
are present; therefore, a more or 
less standard basic layout has de- 
veloped. Fig. 1 shows the general 
shape of the property occupied by 
the typical retail merchant. At 
this stage of the arrangement prob- 
lem all merchants have the same 
basic considerations to deal with. 
Fig. 2 indicates the broad depart- 
mentization in three common kinds 
of business—the combination gro- 
cery store, commercial type drug 
store and the hardware store. 
Small business can be conveniently 
set up in three departments: (a) 
for record keeping purposes, (b) 
for purposes of stock arrangement 
and display and (c) for ease in 
servicing in view of customer 
wants and specialized skill of 
clerks. 

In the hardware store a differ- 
ent set of conditions is found from 
those of the drug and grocery 
stores, and they vary greatly from 
hardware store to hardware store. 
Some hardware merchants stress 
wheel goods; others stress farm 
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implements; and still others lean 
toward housefurnishings and ap- 
pliances. While the basic prob- 
lems of the hardware store layout 
arise from the same considerations 
that affect layout in other kinds 
of stores, solution is more difficult 
because of the great number of 
items carried in the typical hard- 


ware stock. Much hardware mer- 
chandise does not display to 
advantage and there is a wide vari- 
ance in commodity coverage as 
between stores in this kind-of-busi- 
ness classification. 

The question of which type of 
display, “open” or otherwise, is 
best, can be answered only by con- 
sidering the special requirements 
of the goods to be displayed. The 
type of display which any item of 
merchandise theoretically should 
be given depends upon the follow- 
ing characteristics: 

“Value of the Item.—Compare 
precious stones with newspapers. 
Jewels are never on open display, 
but are always “shown” by a sales- 
person. Their value is so high 
that theft cannot be risked. Pro- 
tection against pilferage of news- 
papers is rarely an important ele- 
ment. 

“Bulk of the Item.—Compare 
the risk of theft and damage be- 
tween storage batteries and electric 
automobile horns. In the display 
of batteries, danger of loss or dam- 
age is scarcely an element, mainly 
because of the weight of the object. 
(Continued on page 81) 
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How various types of business conform to the basic use of space. 




























INTER is the season of the 
year during which the 
homeworkshop enthusiast 


makes the most of his hobby. And 
it is also the time for the hardware 
dealer to attract the attention of 
the homeworkshop enthusiast to 
the tools and equipment carried in 
the hardware store. 

The suggested window display 
on this page is directed at the man 
who rides the homeworkshop hob- 
by and is directed at him alone. 
The window is of the balanced type 
with two steps of pedestals flank- 
ing the work bench and with the 
large sign in the background call- 








ing the attention of the “hobby- 
rider” to the various articles on 


display. Each pedestal step holds 
a single item, the balance repos- 
ing on the bench and on the floor 

















‘Tools and Games Give an 


in the foreground of the display. 
It’s a formal treatment but the 
very nature of the merchandise 
shown makes any other kind of 
treatment difficult. 

The sign at the back of the dis- 
play is the eye catcher and the 
small chart in the upper center 
of the page shows how it may be 
drawn to scale. Practically every 
item in the window has a polished 
surface so it might be well to 
keep away from very light colors 
for the fixtures and background. 
Dark red, green, plum color serve 
as an excellent background for 
tools and it might be well to use 
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them. The sign could be in even a 
darker shade than the rest of the 
display or might well be in black. 

The workshop enthusiast is 
seriously minded as a rule so 
something must be done to attract 
the more frivolous members of 
the family. And the display on 
this page is intended to do that 
very thing. Card table and chairs, 
games of all kinds—from check- 
ers to archery outfits—are dis- 
played attractively in an unbal- 
anced layout which carries the eye 
from upper right to lower left. The 
sign at the upper right section of 
the background catches the eye and 
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an | Opportunity for Display 


tells the story of the purpose of 
the display. 
Lighter colors can be used ef- 





YOUR 


fectively for background and fix- 
tures of this window. Green, yel- 
low or tan will do very well. It 
might be well to inject a brighter 
note in the sign and use a combi- 
nation of bright green for the 
leaves and orange for the sign it- 
self. The hunter can be in white 
and the lettering in black. The 
chart at the top shows how this 
sign can be easily drawn to scale. 
One thing to remember in each of 
these windows is not to overdo it. 
Show enough merchandise but not 
too much. The Harpware AGE 
interchangeable display fixtures 
are used in each display. 


HUNT ENDS 
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ADGETS build traffic and 
(; traffic builds sales and in 
view of this fact R. J. 
Atkinson, Inc., Brooklyn, N. Y., 
has a year ‘round gadget depart- 
ment and devotes an entire win- 
dow to the line at least twice a 
year. And the idea pays dividends 
because the store enjoys from five 
to six turnovers annually on a 
gadget stock having a retail value 
of from $350 to $400. 

Most men and women, with a 
little change in their pockets, are 
interested in buying gadgets, 
whether for the kitchen or for use 
in mixing a variety of beverages 
—soft and otherwise. Just what 
constitutes a gadget is a question 
lots of people cannot answer. All 
they know is that they get a kick 
out of looking at, buying and 
possessing them. Russell A. At- 
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Gadget windows like this are used twice a year for the 


purpose of attracting patrons during the slack seasons. 


R. J. Atkinson, Inc., Brooklyn, N. Y. 


eatures (sADGETS 


kinson says, “We contend a gadget 
is any small size labor-saving de- 
vice. The term originated in the 
navy and was used to describe any 
object for which navy men could 
think of no proper name, or to 
designate any object with a techni- 
cal name.” 

At least twice a year Atkin- 
son’s devote an entire window to 
gadgets and amplify the display 
with a few electrical appliances 
such as a vacuum cleaner, electric 
irons and electric coffee makers. 
Because there is a wide variety of 
5, 10 and 25 cent items and odd 
priced lines at 59 cents, 79 cents 
and other prices smacking of the 
“bargain” idea, interest is immedi- 
ately kindled. 

Windows, similar to the one 
shown on this page, are used for 
several weeks in August and in 


January when sales are slack. 
“Gadget windows will pull people 
into the store”, says Mr. Atkinson. 
“People come into the store after 
having been attracted by one or 
two items that hit their fancy, and 
will often buy several dollars 
worth of gadgets and other mer- 
chandise. Often a gadget window 
will attract folks who have not 
previously been in the store. After 
that first visit they will continue 
shopping in our store. Other 
people, who frequently visit our 
main floor, will, after seeing a 
gadget window, go into our base- 
ment store for the first time to 
look at the display and will then 
see our appliances and other lines 
in the basement that they might 
not otherwise have seen.” 
Gadgets are always on display 
in the basement, on a special gad- 
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The regular gadget department features about 120 items 
on the board and all are marked for name, use and price. 
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get board. “Although 10 and 25- 
cent gadgets are the best sellers,” 
says Mr. Atkinson, “our board 
features values as high as $1.00 
to $2.50. When we get new items 
that are out of the ordinary run 
we place them on the board right 
away. We stick to fast moving 
gadgets. If they do not move well 
we discontinue selling them. No 
attempt is made to keep seasonal 
items in this department. The use 
of a gadget window is a good idea 
because about one out of four 
people attracted by such a display 
will also buy other merchandise.” 

About 150 different gadgets are 
stocked at all times at Atkinson’s 
and the display board will accom- 
modate about 120 items. The 
board was made up in the store. 
Cards are black and white and 
have three holes punched in them 
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Increases traffic and gets from five 


to six annual turnovers on stock with 


a retail value of from $350 to $400 


for hooking over nails so that 
items may be easily changed 
around or replaced. Keeping 
stock, in Atkinson’s gadget depart- 
ment, is a very simple matter. 
Underneath the counter on which 
the board is supported are lettered 
drawers, letters on the drawers 
corresponding with letters marked 
on the gadget cards. With this 
system stock is taken from the re- 
serve drawers without interfering 


with the appearance of the display 
boards. 

This department is located be- 
tween a giftwares display and a 
section given over to bathroom 
accessories. The gadgets are also 
near the model kitchen display so 
that people visiting that depart- 
ment for a moderately priced item 
are also made aware of the fact 
that higher units of sale are 
offered by Atkinson’s. 
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ADVANCES 


Kraft Paper Products. 
Two Sizes Non-Metallic Sheathed Cable. 
Porcelain Insulating Knobs, Tubes, etc. 
Some Furniture Lines. 


DECLINES 


Some Cotton Work Gloves. 
Stock Window Shades. 
Stove Pine. Accessories. 

Some Roller Skates. 
Some Croquet Sets. 


ADVANCES EXPECTED 


Harness. 


PRICES REAFFIRMED 
Tackle Blocks. 


Cotton Work Gloves-—Jobbers 
have just received from leading 
glove makers new price schedules 
effective Jan. 16, which show certain 
sharp reductions. For example, the 
popular 8-ounce white canton flan- 
nel glove has been dropped about 
12% cents per dozen pairs from 
former prices. Jersey gloves, ac- 
cording to quality, are down 10 to 
174% cents. Competitively priced 
leather palm gloves are reduced 
about 15 cents, with better qualities 
down approximately 35 to 50 cents 
per dozen pairs. 


* * 


Window Glass, Paints, Etc.— 
The Bureau of the Census an- 
nounces sales of paint, varnish and 
lacquers, reported by 680 establish- 
ments. Total sales of these com- 
panies during November, 1938, were 
$26,253,314, compared with $30,007,- 
078 for October, 1938, and $26,105,- 
315 for November, 1937. Window 
glass production in December— 
1,300,000 boxes—gained 13.6 per 
cent over November, and 5.1 per 
cent over December, 1937. A de- 
cline in price on stock window 
shades of about 10 per cent was 
effective Jan. 9. 
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Leather Products — Harness 
and strap-work prices are very 
strong. With hides about 1244 cents 
per pound against 84 cents six 
months ago, and leather price higher 
and very firm, manufacturers of har- 
ness state that they will be forced, 
in the near future, to advance prices, 
perhaps as much as 10 per cent. 


+ &, 


Waterproofed Kraft Papers— 
Some mills have announced that 
prices of all major Kraft paper prod- 
ucts for January shipment have been 
advanced 5 to 10 per cent. The same 
companies report that production 
and shipments of Kraft paper bags 
and Kraft board in 1938 set new 
peaks. 


Stove Pipe and Elbows— 
Opening price announcements have 
been put out by some makers of 
stove pipe and accessories. Quota- 
tions are reduced about 30 cents per 
100 joints on pipe, and about 5 cents 
per dozen on elbows, below the last 
previous sheets issued last June. 
Sheet metal wood heaters, in several 
grades, are included in the current 


new price lists, but with no changes 
from former quotations. Recent in- 
dustry reports to the U. S. Depart- 
ment of Commerce show the total 
value of orders booked for air con- 
ditioning systems and equipment by 
125 manufacturers, in November, 
was $2,958,000. These manufactur- 
ers in November, 1937, reported 
sales of $3,121,000. During the first 
11 months, orders totaled $38,002,- 
000 against $59,272,000 in the same 
1937 period. 


Tackle Blocks— Prices on 
tackle blocks have been reaffirmed 
for the first quarter. 


* + 


Electrical Cable, Etc-—React- 
ing partially after the November 
decline, the two sizes of non-metallic 
sheathed cable involved are ad- 
vanced, No. 14-2 by $1.00 per 1000 
feet, and No. 12-2 by $2.00. Higher 
quotations are appearing from man- 
ufacturers of porcelain insulating 
knobs, tubes, etc.—which, however, 
in some cases will not take effect 


until Feb. 1. 


Roller Skates—Croquet, Etc. 
—Orders for roller skates have been 
earlier and better than last season, 
including no small amount of busi- 
ness for current shipment, due to the 
open weather in many localities. 
Prices recently put out are down five 
to 10 per cent below those of last 
spring. Improved design and finish 
on certain lower-priced numbers 
should aid in this season’s sales 
totals. Leading manufacturers have 
announced their 1939 story on cro- 
quet sets. Here, too, there are 
many improvements, and with prices 
marked down an average of 2% to 
5 per cent. Indications are that this 
will be a better baseball season than 
last, and last year was better than 
the season before. There seems to 
be a growing interest in baseball, 
especially in the smaller towns. In- 
terest in softball is growing in the 
cities. Sales of dog goods have 
been increasing during 1938, mak- 
ing it the best season ever, for 


HARDWARE AGE 





Jew vw | 
/\ | 





F 
4 
b 








bf 
te 
f 


— 


See 














Sees ee = 





Kia Mtoe wusinesst 


quarters of 1938 to 85 in the third 








many distributors. Early sales for value of household appliances sold 


1939 are starting off still better. 


quarter and 105 in the final quarter, 


by manufacturers in 1938 was ap- 


sor * * * an increase of 40 per cent. One of proximately $127,000,000 against 
con- Electrical Manufactures—The the factors justifying this optimistic $175,000,000 in 1937, the survey 
t by electrical manufacturing industry outlook for the industry in 1939 is states. This includes kitchen and 
iber, will register gains of 20 to 25 per the greatly improved inventory situ- table : appliances, electric ranges, 
ctur- cent over last year, according to a ation. Stocks of some of the major electric water heaters, vacuum clean- 
rted survey prepared by the National appliances have been reduced to ers, washing machines, and fans. 
first Electrical Manufacturers Associa- one-third of what they were at this ee * 

)02,- tion. The association’s index went time last year. Particularly is this Poultry Supplies—These lines 


true of refrigerators and ranges. The 


are moving out exceptionally well. 


ame from a level of 75 in the first two 
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Of Wholesale Hardware Sales and Collections on Accounts Receivable 
act- i By Geographic Regions, For November, 1938 














a E (COMPILED BY THE BUREAU OF FOREIGN AND DOMESTIC COMMERCE.* U. S. DEPARTMENT OF COMMERCE, IN 
i. COOPERATION WITH THE NATIONAL ASSOCIATION OF CREDIT MEN) 
ad- ‘ 
000 
her 
jo Sales Reported Percent** of collections 
ing f : f during month to 
yer, Ss Firms accounts receivable at 
ae a Nov. 1938 Re- _ beginning of the month 
‘ec & porting percentage Thousands of Dollars porting 
z Sales change from Collec- 
tions 
Nov. OTe a Nov. Oct. Nov. Nov. Oct. 
"te. 1937 1938 EKys 1938 1938 1937 pak I.) 
en e 
on, NEW ENGLAND 39 1.5 iLs 1,012 1,027 1,139 65 58 56 
1Si- 
he MIDDLE ATLANTIC 131 a) 14.3 4,991 5,463 5,822 60 54 52 
es. t EAST NORTH CENTRAL 74 9.7 4.9 7,259 8,038 7,636 58 60 57 
ive bi 
ast | WEST NORTH CENTRAL 61 + 2.7 9.6 5,260 6,124 6,819 61 50 61 
ish SOUTH ATLANTIC 67 13 10.6 2,896 2,932 3,241 50 61 53 
ers 
les EAST SOUTH CENTRAL 27 +10.1 5.9 2,349 YK! 2,497 53 62 54 
oa WEST SOUTH CENTRAL 24 + 6.9 2,923 2,735 3,003 54 54 57 
ire MOUNTAIN 16 6.7 ‘ 1,095 1,174 1,296 68 56 52 
es 
pa PACIFIC iy} 3.7 4,689 4,766 5,131 67 57 57 
1is UNITED STATES, TOTAL 481 32,374 33,392 356,683 54 66 54 
an 
an 
a wy Stuth Atlantic (Del, D.C, Fla. Ga, Md. N. C., 8. C. Ve. 
New England (Conn., Maine, Mass., N. H., R. L., Vt.) - Va.) 
. ‘ y . wy East South Central (Ala., Ky., Miss., Tenn.) 
in- Middle Atlantic (N. J., N. Y., Pa.) , West South Central (Ark., La., Okla., Texas) 
he East North Central (Ill., Ind., Mich., Ohio, Wis.) Mountain (Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, 
ve West North Central (Iowa, Kan., Minn., Mo., Neb., N. D., Wyo.) ‘ 
k 8. D.) Pacific (Calif., Ore., Wash.) 
' ‘ **These figures should not be related to sales figures for current month. They represent only ratio of collections during that month 
‘or to accounts receivable at beginning of month. 
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With high priced eggs and low- 
priced grain, compared to a year 
ago, farmers are raising more chick- 
ens. Some poultry supplies manu- 
facturers are working two and three 
shifts per day to keep up with the 
demand, and prophesy a shortage 
later in the season. 
7 a Sa 


Furniture and Home-Furnish- 
ings—At Chicago this month have 
been held several “market” showings 
of national importance in the field of 
furniture, house furnishings, toys, 
curtains and draperies, floor cover- 
ings, gifts, electrical appliances, 
lamps and glassware, along with 
special meetings of the trade asso- 
ciations sponsoring the events. In- 
cluded were the first annual National 
Washer and Ironer Show and the 
exhibits of the Housefurnishings 
Manufacturers Associations.  At- 
tendances and buyer interest were 
much ahead of last year, with busi- 
ness during the opening week run- 
ning 20 to 48 per cent ahead of the 
similar period at the January, 1938, 
shows. Optimism generally prevails 
among retailers and manufacturers, 
with expectations for the largest 
January ordering ever experienced. 
Prices on the new lines of furniture 
and new models of various house- 
hold appliances are about five per 


cent higher than fall of 1938 prices, 
but are generally about on a par 
with prices early last year. 


> ©@ @ 


Agricultural and Garden 
Tools—Movement of stocks into re- 
tail dealers’ hands is now picking 
up. The good volume of early fu- 
tures showed the low condition of 
retail stocks. 

” * * 

Commodity Prices—In the 
latest issue of the leading indexes, 
commodity prices were moderately 
lower. However, prices of sensitive 
raw materials and farm products 
have now advanced 9 per cent and 
20 per cent respectively above the 
1938 lows. Compared with the year 
ago levels, today’s average is still 
short. On Jan. 12 the Moody Index 
(Dec. 31, 1931 = 100) stood at 142.3 
per cent—a year ago 152.1 per cent. 

* * - 


Steel Production—Miscellane- 
ous manufacturing industries are 
showing signs of a pickup after cur- 
tailments for annual inventory tak- 
ing says The Iron Age in its Jan. 19 
issue. The farm implement trade is 
accounting for a good share of cur- 
rent steel and pig iron orders at 
Chicago, stove plants in the Belle- 
ville section of Illinois have resumed 
operations after a shutdown of sev- 
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eral weeks, and higher foundry 
operations in several areas have 
brought increased pig iron shipments 
this month. At Cleveland, for ex- 
ample, they will probably exceed 
those of the best month last year. 
Steel ingot production for the week 
is estimated at 53 per cent of the 
industry’s capacity, a slight rise over 
last week. Individual companies are 
experiencing contrary trends, de- 
pending on the products they make. 
An independent company which has 
lost eight points in its rate in the 
past two weeks attributes the loss 
almost entirely to lower sheet and 
strip mill operations. Some com: 
panies have completed shipments 
against the low-priced sheet and strip 
commitments of last October and 
new tonnage is not coming in rapidly 
enough to replace them. Tin plate 
orders are improving but at a slow 


rate. 
* * * 


1938 Retail Sales—The U. S. 
Department of Commerce reports 
that retail sales were off some 12 
per cent in dollar volume in 1938, 
totaling about $35,000,000,000, com- 
pared with nearly $40,000,000,000 
in 1937 and $49,000,000,000 in 1929. 
The report said the actual “item” 
quantity of goods sold in 1938 more 
closely approximated the 1937 vol- 
ume than did the dollar value, be- 
cause the retail price level for the 
year averaged below that of 1937. 
The automotive group, which ac- 
counted for about 11 per cent of all 
sales made during 1938, showed a 
35 per cent loss. Furniture and 
household appliance sales dropped 
17 per cent. Lumber and building 
materials sales declined about 11 per 
cent. Sales by farmers’ supply and 
general stores showed a similar drop. 


* + © 


Industrial Activity—The As- 
sociated Press composite index of 
industrial activity, for the latest 
January week reported, stood at 92.0 
per cent of the 1929-1930 average. 
A year ago it was 74.4 per cent. The 
index comprises the important ele- 
ments of carloadings, steel mill and 
cotton manufacturing activity, auto- 
mobile output, electric power pro- 
duction, and residential building. 
The latter, incidentally, set a new 
1938-39 high during the week. Car- 
loadings for the week ending, Jan. 
7, due to the added Jan. 2, holiday, 
were 3.9 per cent under the opening 
1938 week, but electricity output 
gained 1.4 per cent, in the same 
comparison, despite the handicap. 
For all of 1938, carloadings totaled 
30,468,000 cars, as against 37,670,- 
000 during 1937. The total produc- 


tion of soft coal in 1938 is estimated 
at 34214 million net tons, compared 
with an estimated output of 44214 
million tons in 1937, a decrease of 


22.6 per cent. 
* ” * 


The Lumber Industry—Lum- 
ber shipments by 511 firms, in the 
week ended Jan. 7, gained 10 per 
cent over the corresponding period 
of 1938, by report of the National 
Lumber Manufacturers Association. 
New orders booked in the first week 
of the year were 0.3 per cent above 
the corresponding 1938 week. Dur- 
ing the Jan. 7 week, the industry 
stood at 46 per cent of the 1929 
weekly average of produetion and at 
49 per cent of average 1929 ship- 


ments. 
* & * 


Building Contributes Largely 
—New construction started in De- 
cember was the greatest for any sim- 
ilar period since 1928 and lifted the 
year’s volume to a new eight-year 
peak, according to a survey reported 
by the F. W. Dodge Corp. This au- 
thority estimated December awards 
at $389,439,000, an increase of 29 
per cent over the November volume 
and 86 per cent over the December, 
1937, level. Awards for all of 1938 
were estimated at $3,196,928,000, the 
largest annual figure since 1930, and 
10 per cent over the 1937 total. Con- 
struction in 1939 will be aided by 
the holdover of “almost the entire 
program of public subsidized hous- 
ing, the moderate upward trend in 
utility construction, and strong in- 
dications of large volumes of private 
residential building still to come,” 
the report said. 

* * * 


Farm News—Stocks of corn 
on farms as of Jan. 1, 1939, were 
1,797,000,000 bushels, according to 
report of the Bureau of Agricultural 
Economics, representing an increase 
of 124,000,000 bushels as compared 
with a year ago. Wheat stocks are 
now 281,000,000 bushels. A year 
ago stocks totaled 208,500,000. Oats 
stocks now stand at 685,500,000 
bushels. All holdings are far above 
the 1928-1937 average for grain 
stocks at Jan. 1. Corn in farms at 
the present time amounts to 78.9 per 
cent of the 1938 crop. Wheat stocks 
are 30.2 per cent, and oats stocks are 
65.1 per cent of the 1938 yield. A 
number of senators are supporting a 
proposed substitute farm bill, which 
would repeal the crop control act 
and federal treasury subsidies. The 
new bill would attempt to guarantee 
the farmer cost of production, plus 
salary and a return on his invest- 
ment. 
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THE TRUE TEMPER LINE IS COMPLETE 


The creators of TRUE TEMPER also lead the field in medi- 
um quality merchandise and so-called competitive grades. 


They manufacture a quality or grade to meet every 
requirement and every purse. 


The design, utility and value of each grade sets the pace 


that others follow. 


“Cash in” on TRUE TEMPER preference—stock and sell 
all three qualities. 


1. Reduce your Sales Expense ... TRUE TEMPER 
Products sell themselves. 


2. increase Customer Goodwill . . . Buyers like to 
trade where they can get the brand they prefer. 


3. Increase Turnover ... Carry only one stock —the 
TRUE TEMPER line is complete—it supplies all needs. 


4. Reduce Markdowns . .. You need not cut the price 
to sell TRUE TEMPER Products—they already represent 
the best values. 
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TRUE TEMPER 
“Garden Club Tools 


THE NAME —“Garden Club” is selling magic to every lover 


of home and garden. 





THE LINE—a selection by gardeners themselves of the ten 


most wanted garden tools in popular size. 


THE TOOLS are all good quality, sturdily built, modern in 
design, and beautifully finished. 
THE BEAUTIFUL LABEL in five colors adds a strong selling 


touch. 


THE PRICE—popular prices of $1.00 to $1.20 per tool—which 


shows you a good profit. 


THE TRUE TEMPER GARDEN TOOL HOLDER on which these tools are displayed 


is yours for only $3.00 per dozen—a fraction of its cost to us. Erect it 


in your store as a display—use it as a sales builder! The coupon below 


will bring you complete information. Write to: 


THE AMERICAN FORK & HOE CO. e Keith Bldg. ¢ Cleveland, Ohio 


Name 


MA Please tell us more abuut the “Garden Club” tore name 


)) yi Tools, TruE Temper Garden Tool Holder, PaaS 
TO and other TRUE TEMPER sales makers for 1939. 
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service pay its way and 


sell new receiving sets 


N the radio department of the 
I J. Riodan Company, Colo- 
rado, Texas, is a blueprint 
map of Mitchell County, of which 
Colorado is the founty seat. The 
map shows every tract of land on 
record, outside the city limits, and 
the name of the owner. 

In this map are stuck a number 
of pins with large colored heads. 
All the pins colored red represent 
radio sets of the make the firm 
handles. The pins with yellow 
heads represent radio sets of other 
makes. Each pin is placed on the 
farm or ranch of a radio set own- 
er, so that anyone can glance at 
the map and see instantly just who 
the radio receiving set owners are 
in the county, outside of the city 
limits, and how sales of the make 
featured by this company compare 
in number with all other makes. 

Nowadays the radio department 
of the Riodan store uses the map 
frequently to prove its argument 
that the set handled must be good, 
because so many rural people are 
buying it. The salesman points to 
the map and calls attention to the 
fact that there are considerably 
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The J. Riodan Company of 


Colorado, Texas, makes its 


in a limited trade area 


oes a $20,000 Radio 


Business in a Small Town 










Here is the sales map that aided the firm 
in building a $20,000 radio sales volume. 


more red pins than all others com- 
bined. 

This sales map is one of several 
factors that have enabled this hard- 
ware firm to build up a profitable 
$20,000 radio business in a small 
town with a limited trade area. 

“We originally built up the map 
for our own convenience in spot- 
ting customers and prospects,” ex- 
plains J. Roidan, owner of the 
store, “but we find that it is excel- 
lent sales material when comparing 
our radio with other makes. When 
a prospect sees that there are more 
of our radios in the county than 
all other makes combined, he can’t 
help being favorably impressed. 

“We either know in about what 
part of the county he lives when he 
comes in or we ask him during the 
course of the conversation. Learn- 
ing where he lives, we then ask him 


to look at the map with us and we 
find his place (or the place he 
lives if he rents) and then we point 
to the tacks in the vicinity of his 
farm and call out the names of the 
persons in that section who have 
our radios. We ask him to check 
with some of his neighbors about 
the quality of our instrument, if he 
still is not convinced when he 
leaves the store.” 

It is interesting to note by this 
map that usually where you see one 
red pin you see two, three or pos- 
sibly half a dozen close together. 
That is because when the company 
sells a set in a neighborhood where 
it has no other units, it uses that 
sale as a sort of “clinic.” The man- 
agement refers prospects in that 
section to this original purchaser 
and neighbors visit a lot and see 
each other’s radio sets. One set 
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in a neighborhood helps to sell 
others. 

Mr. Roidan believes, however, 
that the foundation of his radio 
business is his service department. 
It is equipped with practically 
every modern unit necessary for 
testing and repairing any make of 
receiving set and is in charge of 
L. J. Taylor, a practical radio tech- 
nician who has spent his vacation 
the past four years taking special 
radio service training courses. 

“By establishing a reputation as 
expert service men,” Mr. Roidan 





with his set and wants to know 
what it is, he first sees a large 
sign directly above the service de- 
partment, apprising him of the 
fact that our minimum service 
charge is 75 cents,” said Mr. Roi- 
dan. “We also explain that fact to 
him, if he is new in the store and 
possibly unfamiliar with our meth- 
ods. 

“We look into the set. If there 
is nothing actually wrong with it, 
we tell the owner so and naturally 
there is no charge. But when we 
find something wrong, we tell him 


A section of the J. Riodan Company’s radio department. 


explains, “we are able to induce 
radio set owners of all types of 
sets to come to us for service. 
Naturally, when we can have a lot 
of worn-out sets coming into the 
department for repairs, we have a 
good chance of selling these own- 
ers new sets.” 

The company, however, does not 
make the sales of new sets carry 
the service department. It is more 
than self-supporting, besides prov- 
ing a distinct asset in the sale of 
new merchandise. 

In order that it may make a 
profit and at the same time prevent 
set owners from abusing the ser- 
vice, the company makes a flat 
minimum service charge of 75 
cents for all sets handled. The 
company picks up and delivers 
sets for service within the city 
limits. Customers outside the city 
limits must bring in their own sets. 

“When a set owner comes in and 
tells us there is something wrong 
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and charge him for it. We do this 
to protect ourselves as well as to 
make money. 

“Without this minimum charge, 
a lot of set owners could bring 
their radios in here, we would test 
them out and tell them what was 
wrong. Then the owner would 
thank us, take his set and go home. 
As soon as he could get around to 
it, he would order the necessary 
parts from some mail-order house 
and put them in himself. 

“Suppose we tell a man he needs 
a new set of tubes? He has the 
privilege of buying his tubes where 
he wishes, naturally; but when we 
charge him 75 cents for telling 
him, we will not have done our 
work for nothing, even if he 
doesn’t buy tubes from us. We 
have a great many rural custom- 
ers who have battery trouble. We 
tell a man, for example, that he 
needs a new C battery for his set. 
He’s probably a mail-order addict. 





anyway; so when he learns from 


us what he needs, he sits down and 
orders his battery. But we charged 
him 75 cents for the information, 
so we haven’t lost anything.” 

The company holds out a defi- 
nite inducement for these mail- 
order customers to buy the needed 
parts from its service department. 
The minimum service charge may 
be 75 cents; but that is applied to 
whatever parts or service the cus- 
tomer may order. Hence, if a 
customer buys a dollar’s worth of 
service or parts, they actually cost 
him only 25 cents, because he 
would have paid 75 cents for the 
service, anyway. 

When selling a new set to a 
rural customer, the firm sells him 
definitely on the idea of bringing 
it in when anything goes wrong. 
Of course it protects all customers 
on the regular guarantee feature 
of the new set. This is done to pre- 
vent customers asking the service 
department to drive out to the 
country to inspect crippled sets. 


Tests Prospects’ Sets 


The firm has a portable tube- 
tester and carries a supply of tubes 
and other minor equipment when 
calling on set owners in town, so 
that a set may be tested and prob- 
ably repaired without bringing it 
to the shop. 

Radio sets are sold on time, the 
firm collecting approximately 10 
per cent of the price at the time of 
sale. This installment feature has 
added materially to volume with- 
out any trouble in collections. By 
allowing liberal purchase terms, 
the company has greatly expanded 
its appeal especially in town. For 
example, a Negro porter bought 
an expensive set at the store and 
agreed to pay $2.50 a week for 45 
weeks. After he had not missed 
a payment for five months, he 
bought an electric range and 
agreed to pay two dollars a week 
for 30 weeks. He not only paid 
for both units without missing a 
single Saturday but in the mean- 
time bought merchandise on open 
account and paid for that at 50 
cents a week. 

“You never know who your best- 
paying customers are until you do 
a little speculating,” Mr. Roidan 
states. 
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There’s a lot of extra business for you in 
Lockwood’s latest developnrent—a com- 
plete, new line of high grade cylinder 
locks. It covers thoroughly the special re- 
» quirements of modern office and institu- 
3 tional buildings. You know how Lockwood 
" has taken command and brought new busi- 
> Plain Lateh | Bott ness in the residential and stock field. With 
4 icici: dete Rabbeted Front this important new line of standardized locks, 
‘ Lateh Bolt protected Cylinder you can make the same good profits in the con- 
- tract field. 
. A Lockwood Dealership is a live, paying proposition. 
) ye ee of the THE “5100” SERIES 
f 5100” Series is Heavy, smooth-working mortise cylinder knob locks made in 
S a wide range of functions for all types of doors in modern 


(1) Interchangeability in a stand- 
ard mortise. 


(2) “Equipoise” knob action. 
Turns easily in either direc- 
tion, and overcomes objec- 
tion to the “one-way” action 
of ordinary lock construction. 


buildings. They are made with regular, armored or rabbeted 
fronts and with plain or anti-friction latch bolts. All are 
interchangeable in the same imortise and can be furnished to 
a standard template. 





THE “T5000” SERIES 


A “Thin” series similar in design and function to the “5100” 
series, but made particularly for use on thin doors of either 
wood or metal. The width of the front for all locks in this 
(3) Choice of regular fronts, or series is one inch. 
armored fronts (with pro- 
tected cylinder set screws) ; 
also choice of plain or anti- 


friction latch bolts. 





RESERVE YOUR COPY OF NEW BOOKLET NOW! 


A new booklet entitled “The Lockwood Line of Cylinder 
Locks” is now in preparation. It will present the most thor- 
oughly modernized line in existence. Illustrated by an entirely 
new method, these locks are compactly arranged for quick 
comparison and easy selection. The booklet will save the 
busy hardware man many hours on contract work. Reserve 
a copy—now. 


Lockwood Hardware Mfg. Co. 


Division of Independent Lock Co. Fitchburg, Massachusetts 


(4) Complete range of functions 
for all types of installations. 
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‘Time Stands Still— 
We Pass 


By SAUNDERS NORVELL 


EMPUS FUGIT — time 

passes—such is the idea of 

time, but it seems to be a 
better idea and a more correct 
one, that time stands still—we 
pass, especially when we reach 
the upper brackets in age. We 
are then sadly reminded by the 
passing of our friends of how 
transitory even at its best, this 
life is. 

The very beautiful tribute writ- 
ten by the editor of the HARDWARE 
Ace to Herbert J. Hodge is well 
deserved. I knew Mr. Hodge for 
many years. My arquaintance 
with him dates back to the time 
he was in the hardware business 
in Abilene, Kansas. Afterward, 
when he became an association 
secretary, he gained the confi- 
dence, good will and respect not 
only of retail merchants in Kan- 
sas and surrounding states, but 
also of jobbers and manufactur- 
ers in the hardware and imple- 
ment lines. Never before in the 
history of business in this coun- 
try has common honesty, integrity 
and common sense been needed 
as much as now. Mr. Hodge’s 
life should stand out as an ex- 
ample especially to the new, on- 
coming generation of hardware 
men in this country. 


. * . 


In December, following a cus- 
tom of many years, I sent a Christ- 
mas card to my old friend, George 
E. Scott, president of the Ameri- 
can Steel Foundries Co., with 
head offices in Chicago. Just be- 
fore Christmas I received a letter 
from him written from the Kahler 


Hotel, Rochester, Minnesota. He 
wrote—“I came up here about two 
weeks ago for an operation on my 
throat which was entirely success- 
ful and from which I hope to 
make a complete recovery. Hope 
to leave for home in about a 
week.” His cheerful, friendly let- 
ter was lying on my desk when, 
this morning in the New York 
Times 1 read of his death. The 
article stated that after the oper- 
ation on his throat pleurisy de- 
veloped and he had a heart attack 
of which he died. 


A Fine Character 


George E. Scott was one of the 
finest characters I ever knew. 
When I became the sales manager 
for the Simmons Hardware Com- 
pany, George was traveling on an 
Illinois route with his headquar- 
ters in Bloomington. It was my 
custom in those’ days to make 
trips with the salesmen. One day 
George met me at the station in 
Bloomington. That was our first 
meeting. Probably neither of us 
thought that this was the begin- 
ning of a life-long friendship. 
When I returned to St. Louis, I 
recommended that we place an- 
other salesman in that territory 
and that George be assigned to 
me as an assistant. This was done 
but I did not hold him long as 
my assistant. Wallace T. Sim- 
mons, who had just become presi- 
dent of the company, after a few 
months, took him from me and 
made him his assistant. Upon 
the death of George Wilson of the 
buying department, George Scott 
was assigned to his position and 


naturally, in that position as buyer 
of tinware, enamelware and house- 
furnishings goods, he came in con- 
tact with the leading manufactur- 
ers of the country. He occupied 
this position for several years 
when the late William Kelley, of 
the Simplex Company, took him 
to Chicago and made him an offi- 
cial in that company. Later he 
became associated with Mr. La- 
mont, afterward Secretary of 
Commerce in Washington, under 
President Wilson, in the American 
Steel Foundries Company. When 
Mr. Lamont became Secretary of 
Commerce, Mr. Scott was elected 
president of the company and 
continued as president until the 
time of his death. 

He was not only a far-sighted. 
clear-headed business man, but he 
found time to become interested 
in many cultural sides of life. In 
Chicago he had a handsome apart- 
ment facing the lake. In this 
apartment he kept a rare collec- 
tion of Chinese porcelains and old 
English silver. He collected pieces 
of porcelain and silver for a num- 
ber of years and his collections 
are among the best in the country. 

Mr. Scott was a great lover of 
the out-of-doors. He was fond of 
fishing and hunting and he fre- 
quently entertained his friends at 
his bungalow in the North Woods. 
His love of outdoor life led to his 
becoming the head of the Izaak 
Walton League. He devoted a 
great deal of his time to the 
League, a large part of which 
was given over to the very un- 
pleasant job of collecting money; 
however, as a collector, his pleas- 
ant manner, his rare smile and his 
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gift of telling a tactful story was 
a great help. He was one of the 
master salesmen of the country, 
but his salesmanship was never 
of the aggressive kind. 

During the World War he of- 
fered his service to the Red Cross 
and with the Red Cross he gained 
a national reputation, as he also 
did as a director of The Boy’s 
Club of America. He served as 
general manager of all Red Cross 
activities in Washington and as a 
member of its war council. He 
had been a member of the central 
committee, the national governing 
body of the organization, since 
that time. He was a close friend 
of the late President Theodore 
Roosevelt and of the latter’s sons, 
Kermit and Theodore. 

In 1931 he was one of the five 
business leaders named to raise 
$8,800,000 for the Emergency Re- 
lief Fund, before State and Fed- 
eral money became available in 
the depression. 

At the time of his death he 
was a director of a number of 
banks and trust companies as well 
as of The Chicago Daily News, 
the H. Cannon Company, The 
Griffin Wheel Company and the 
Simplex Railway Appliance Com- 
pany. 

It is a story full of interest, 
this passage of George E. Scott 
through the years, from the trav- 
eling salesman for a hardware 
jobber up to the responsibilities 
he was holding at the time of his 
death, and illustrates again the 
great opportunity for character, 
intelligence and energy in this 
country. 


The First Meeting 


At that first meeting of ours in 
the railroad station, I could sense 
that he was somewhat suspicious 
of this new sales manager who 
came to cover his territory with 
him. Of course, the first thing I 
had to do was to gain his confi- 
dence. The story of our trip 
around Illinois and our experi- 
ences with various customers 
would be a tale well worth tell- 
ing. Finally when it was all over, 
I suggested that he come with me 
to Chicago to the World’s Fair 
which was then running full blast. 
We spent several grand and glori- 
ous days and nights together and 
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when we parted I had promised 
to help get him a job in the house. 

Now the interesting fact devel- 
oped that 10 years after this 
event, on one of my visits to Chi- 
cago, Mr. Scott met me at the 
train with his own car and chauf- 
feur and took me to his luxurious 
apartment facing the lake. How 
different from our first meeting in 
Bloomington! 


Genius for Friendship 


Beyond the fact that George E. 
Scott was a man of the highest 
character, that his word was as 
good as his bond and beyond the 
fact that he was endowed with an 
unusually keen intelligence, I am 
sure that all his friends will agree 
with me that his outstanding char- 
acteristic was his charm of man- 
ner. There probably has been no 
more popular man in Chicago 
than George E. Scott. He had a 
genius for making friends. 

I attended a dinner in his honor 
at the exclusive Hundred Club 
and I am quite sure that every 
one of the hundred most distin- 
guished men in Chicago were 
present at the occasion to do 
George honor. 

Now he has passed into the 
great beyond. I am glad that I 
sent him the Christmas card as 
it brought me in return his friend- 
ly Christmas letter. How little I 
knew it meant “finis.” 

I remember reading a poem 
about Abraham Lincoln (the au- 
thor’s name I do not remember). 
There is a simile in this poem I 
have never forgotten. Lincoln was 
portrayed as a “great tree that 
stood towering above the other 
trees on a mountain top.” When 
this tree fell with a crash it left 
“a vacancy against the sky.” I do 
not think I ever read a better de- 
scription of what happens at the 
passing of great and good men. 

All of us should try to live so 
that when our time comes as in 
the case of Mr. Hodge and Mr. 
Scott, our passing will leave a 
“vacancy against the sky.” 


* * a 


C. M. Markle, president of the 
Markle Steel Company of Hous- 
ton, Texas, is a veteran hardware 
man. Years ago he traveled in 


Texas and was a successful sales- 
man. He became head of the sport- 
ing goods department of the Sim- 
mons Hardware Company. Later 
he went into the shot business, 
building a shot tower near St. 
Louis. Finally he settled in Hous- 
ton and is now the head of a large, 
prosperous steel business. Photos 
of his warehouse, from which he 
distributes steel in all of its various 
forms for several steel companies, 
indicate that it is the last word in 
efficient equipment for handling 
this class of business quickly and 
economically. 

As the years have passed, Mr. 
Markle and myself have exchanged 
letters. Recently, after quite a lit- 
tle correspondence, he sent me a 
large scrap book that is almost an 
encyclopaedia of the hardware 
business of some 25 to 50 years 
ago. In this scrap book were 
numerous letters written to Mr. 
Markle by hardware men from all 
over the country. In glancing 
through its pages, I was surprised 
and interested to find a letter that I 
myself wrote to him from Paris, 
France. That letter had done some 
traveling, from Paris to Texas and 
now back to me in New York. I, 
also, happen to have a number 
of scrap books and historical ma- 
terial in connection with the hard- 
ware business. 

Now Charlie Markle and myself 
both agreed that, when we passed 
away the immediate members of 
our families would not be especial- 
ly interested in all this hardware 
history but, it does seem a shame 
to have it wasted and to have all 
these mementos of the characters 
who are important figures in the 
history and development of the 
hardware business destroyed ? 


Hardware History 


I therefore suggested to Chas. J. 
Heale, editor of Harpware AGE, 
that he establish a historical de- 
partment of the hardware business 
in connection with the archives of 
HarpwarE Ace. I feel quite sure 
that scattered over the country in 
private hands there is very valu- 
able matter that would be of inter- 
est not only to the present genera- 
tion but to coming generations of 
hardware men. 

This data should be arranged 
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with a view toward both its nation- 
al scope and its local interest. For 
instance, someone wants a detailed 
history of the hardware business 
of the Pacific Coast. Where could 
it be found? This is true of al- 
most every section of the country. 

Mr. Heale has accepted the idea 
with enthusiasm. Therefore, when 
Mr. Markle and | have gone over 
our collections to remove material 
that is of only personal interest, 
we propose to turn them over to 
Harpware AGE as a nucleus for 


this centralized collection. We 
hope our example will be followed 
by many others in the hardware 
business. 

Let me say with a smile and a 
twinkle of the eye, that both our 
collections need cleaning out. Mr. 
Markle, for instance, from the time 
he was a young salesman and to 
the present day, has always been 
an ardent sportsman. He has loved 
nothing more than a duck shoot- 
ing expedition. It is curious to 
note in his scrap book how he has 
interspersed records of his success 


W. Neal Gallagher Again Heads 
Washer & Ironer Mfgrs. Ass’n. 


Re-elected at Chicago meeting, 


Jan. 11, 1939. 


Jos. Bohnen continues as secretary-treasurer, lat- 
ter office being added. R. D. Hunt, A. H. Labisky 


and L. C. Upton 


T its annual meeting held at 
La Salle Hotel, Chicago, IIL., 
Wednesday, Jan. 11, 1939, the 
American Washer & Ironer Manu- 
facturers’ Association re-elected 
W. Neal Gallagher, Automatic 
Washer Co., Newtown, Iowa, to 
serve another term as president. 
Vice-presidents chosen were: R. D. 
Hunt, The Dexter Co., Fairfield, 
lowa; A. H. Labisky, The Barton 
Corp., West Bend, Wis., and L. C. 
Upton, The Nineteen Hundred 
Corp., St. Joseph, Mich. Joseph 
Bohnen, hereafter serves as secre- 
tary-treasurer, the duties of trea- 
surer having been added incident 
to his re-election as secretary. 

The executive committee will 
comprise: Mr. Gallagher; H. W. 
Altorfer, Altorfer Bros., Co., 
Peoria, Ill.; G. A. Neff, The Birt- 
mand Electric Co., Chicago; W. K. 
Voss, Voss Bros., Davenport, Iowa; 
G. M. Umbreit, The Maytag Co., 
Newtown, Iowa, and J. W. Wicht. 
General Electric Co., Bridgeport, 
Conn. 

At the opening of the meeting 
President Gallagher reviewed the 
past year’s work, emphasizing the 
progress during National Washer 
& Troner Week. He particularly 
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chosen as 





vice-presidents. 


stressed the need for greater par- 
ticipation in future events of this 
nature and the need of better in- 
forming all distributors. He ex- 
pressed, on behalf of the industry, 
thanks to HARDWARE AGE and other 
hardware and electrical business 
papers which cooperated in help- 
ing to promote this event. 

A. N. Thompson, The Maytag 
Co., Newton, Iowa, reported on 
the work of the traffic committee 
which he served’ as_ chairman, 
which was followed by a publicity 


J. R. BOHNEN 





in duck shooting all through the 
records of the hardware business! 
When one goes back to 25 years 
ago and sees where Charlie and 
his party cleaned up some 75 to 
100 ducks in a day it makes one 
a little envious. 

By this advance notice in Harp- 
warE AGE the writer does not as- 
sume any responsibility for this 
historical collection—it is simply 
an advance word. Later, Mr. Heale 
will write more in detail on the 
subject. 





W. NEAL GALLAGHER 


report by Wm. Shaw who handles 
that activity for the association. 

Mrs. J. Borsodi, The School of 
Living, Suffern, N. Y., told of her 
unbiased experiments to determine 
the comparative costs and efficiency 
of commercial laundry work and 
laundry work done at home with 
modern home laundry equipment. 
Her experiments, which were quite 
extensive, indicated clearly that 
the home laundry saves the clothes; 
costs much less and is generally 
more satisfactory. 

Miss Catherine Fisher, director, 
Good Housekeeping Institute, New 
York City, urged greater attention 
to bring home laundries out of “the 
shadows” and out of the basements 
in American homes. 

Frank E. Watts, The Electrical 
Dealer told of the need for greater 
and more general cooperation with 
all factors interested in selling 
power, equipment, sundries, etc., 
that a better volume and better 
profit might be realized by all in- 
terested. 
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@ There’s a new pace-setter in the Thermos line! There’s new style— 
new sales-appeal in the ‘Streamliner’’ Lunch Kit for workmen. 
Attractive design . . . a new rustproof metal handle that fits the hand 
and drops down flush against the top when not in use. . . sturdy new 
snap fasteners designed to hold and look right with this modern 
kit. Interior is ventilated at the top—and golden lacquered to prevent 
rust. Available with choice of Thermos brand pint vacuum bottles, 


Send for folder describing Th Ss 
held securely in the lid by a patented bracket. sel salient 0am let 


brand vacuum bottles and Thermos 


THE ONLY brand lunch kits for workmen and 


children ...or Thermos brand ice 

tubs, jug sets an her vac 
1 0 IS A REGISTERED TRADE MARK tien ” d other vacuum 
REFERRING ONLY TO PRODUCTS OF* ware specialties for home and office. 


TRADE MARK BEG US PAT OFFICE 


THE AMEBIC AN TFRERMOS GOTTILE COMPANY, NORWICH, CONN. 
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TAKING THE MYSTERY OUT OF 





BUILDERS HARDWARE. 


(Continued from page 26) 


type and function of door in 
office buildings as well as for 
many other buildings we _ will 
eventually study and you should 
know about them. 

Many of the finest and largest 
office buildings in the world are 





Inside plate. 


equipped with unit locks which 
have given universally good ser- 
vice throughout the country. They 
come in horizontal and vertical 
types and in many designs. 

Inner office doors from office re- 
ception rooms usually have cyl- 
inder locks, as for example Fig. 6. 
Communicating locks, similar to 
Fig. 8 with a turn piece on both 
sides and no key or closet door 
locksets which are just latch sets 
are sometimes used in unit locks. 

These last three illustrations are 
all of the unit type but I trust you 
understand that the usual mortise 
locksets with all these functions of 
operation are available. A review 
of locks, schools of design and 
lock trim from the Intermediate 
Course will refresh your memory 
on them. 

Letter boxes with an_ inside 
hood for the entrance doors to 
offices should also be considered. 
Figs. 9 or 10 show them. 

Apartments are much like 
office buildings in hardware treat- 
ment as far as entrance doors or 
store doors are concerned. Many 
apartment houses, however, have 
vestibule doors which are always 
locked but are operated by ten- 
nants’ keys as we studied Maison 
System in Chapter 38 or by an 
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electric door opener, like Fig. 11 
which is operated from each apart- 
ment by means of an electric push 
button. Of course these vestibule 
doors have to have door closers. 

Substantial locks are frequently 
furnished on the entrance doors to 














Fig. 10—Vertical top hinged 
letter box chute. 


each individual apartment as 
would be the case were it a private 
home, a double bolt lockset being 


used for security. On these par- 












ticular doors it is also well to 
specify chain door fasteners. 

For the interior of the apart- 
ment the regular practice of hard- 
ware trim you learned in both the 
Elementary and _ Intermediate 
Course will stand you in good 
stead. You would use the same 
procedure for a bedroom, bath- 
room or closet door in an apart- 
ment that you would use in a 
private home. 

Various types of apartment 
house letter boxes in an apartment 
vestibule are often a part of the 
builders’ hardware contract but 
these vary to such an extent that 
I will merely mention them in 
passing. 

On page 27 of this chapter I 
have introduced another distinc- 
tive feature of the course—one 
that has taken a great deal of work 
but one that I believe you will 
find extremely valuable. 

It is a suggestion chart of 
various manufacturers’ items 
which are used particularly in 
office buildings and apartments— 
in that feature it is no different 
than the comparative charts you 
have studied. 

Here, however, you will find a 
forward step for I give you sug- 
gested specifications for three 
priced jobs: A—B—C type or 
price range groups of these par- 
ticular buildings so that you may 
select the type of hardware to fit 
three types of pocketbook. 

In many cases I would recom- 
mend items of the same number 
for B and C type as for A because 
it is either made in only one 
quality or I feel the importance of 
the item warrants that expenditure 
even in a type C building. After 
a study of your own manufac- 
turer’s catalog you may want to 
substitute another number for the 
one I suggest but at least it will 
be a guide to you in writing speci- 
fications. 

Our next chapter contains an 
interesting study of builders’ hard- 
ware for modern school buildings. 


Fig. 11—Electric 
door opener. 
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TENANTS DEMAND FULL 
PROTECTION TODAY 
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That’s why landlords in dozens of 
cities find Reading Roller Bolt 
Locked apartments and offices 
easier to rent. To tenants they tell 
this story of additional security... 


Double locking 1” into the jamb 
makes it impossible to pry Read- 
ing Roller Bolts from their seat. 
Free rotation makes them saw- 
proof. Case-hardened tool steel 
protects against chiseling. 


Owners realize the growing de- 
mand by tenants for increased se- 
curity. You'll find Reading Roller 
Bolt Locks a help in gaining their 
orders and increasing their satis- 
faction with your services. With 
this lock you can also offer Read- 
ing’s “Master Control Plan” of 
master keying and Reading’s pat- 
ented removable cylinders. 


A match for the toughest compe- 
tition, this combination of pat- 
ented protective devices will make 
your selling job easier and lessen 
price competition. Ask a Read- 
ing Hardware engineer for details. 


JIMMY PROOF AND SAW PROOF, 198 of these patented Reading Roller 
Bolt Locks are making rentals easier at 200 W. 20th St., New York City. 
Their double throw action and livin revolving ‘‘roller”’ bolt assembly provides in- 
creased security — helps sell timid tenants. ° 








ul 





A quarter turn of a special key removes 
this cylinder core from the lock. 


Reg. U. S. Patent Office 








FOR ADDED PROTECTION OF 
APARTMENTS AND OFFICES 


Pictured at left is Reading’s removable 
cylinder. By its use, lock combinations 
can be altered in less than 30 seconds. 
Simply exchanging cylinder cores 
makes it possible to deny entry to for- 
mer key holders. Keys need not be 
collected or locks replaced. Combined 
with Reading Roller Bolts in apart- 
ments and offices it makes security 
more positive — changes more con- 
venient. 


ESTABLISHED 185 2 








READING, PA. 


READING HARDWARE CORPORATION 


Branches...NEW YORK, PHILADELPHIA, CHICAGO, SAN FRANCISCO 
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TYDINGS-MILLER LAW REPEAL 
HINTED BY THURMAN ARNOLD 


By L. W. MOFFETT | 


Washington Representative | 
of Hardware Age 





For the first time since the | 
Tydings-Miller resale price main- | 
tenance law was put on the sta- 
tute books, the Department of | 
Justice has hinted that it may | 
seek repeal or revision of the 
law on the grounds that it con- 
flicts with the Sherman anti-trust | 
law. 

This was indicated by Assis- | 
tant Attorney General Thurman 
Arnold, head of the Justice De- 
partment’s anti-trust division, | 
who did not specifically indicate | 
the extent to which the Depart- | 
ment would go in revising the 
law but merely that “legislative 
reconciliation is necessary” with 
the Sherman Act. 

He cited a particular case in 
Maryland, home of Senator Mil- 
lard Tydings, co-sponsor of the 
Tydings-Miller law, in illustrat- 
ing his point that “glaring con- 
tradictions” sometimes arise 
when different legislative poli- 
cies are applied to the same busi- 
ness situation. The case involved 
some bids advertised for by the 
Procurement Division of the 
Treasury Department, the 
Government’s purchasing agency. 

Out of the 21 bids filed, most 
of which were identical to the 
last decimal, Mr. Arnold recalled, 
one was substantially below the 
others and a Baltimore dealer 
receiving the award was later 
charged with having violated the 
Maryland Fair Trade Act, a 
price maintenance statute which 
dovetails with the Tydings-Miller 
Act. The Assistant Attorney | 
General noted that the jury 
failed to indict but added that 
that doesn’t relieve dealers from 
confusion and apprehension over 
the price maintenance statute. 
In this case he said the two laws 
had come to a “head-on 
lision.” 

The Justice Department’s atti- 
tude toward the Tydings-Miller 
law, under which price agree- 
ments between manufacturers 
and distributors can be made on | 
trade-marked articles without 
running afoul of the anti-trust 
law, has not been entirely clear 
since the measure was passed 


col- 
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| but 


although it has generally been 
understood that the Department 
did not favor the bill. While 


it was still pending, one report 


gained some circulation that the | 


Attorney General had approved 
the measure but this was sub- 
sequently denied with the state- 
ment that approval covered only 
the phrasing of the bill. 

Since that time officials of the 
Department have 
avoided any mention of the law. 
This also has been true of the 
Federal Trade Commission al- 


| though before passage the com- 


mission attacked the measure 
with vigor and became identified 
as its principal Administration 
opponent. President Roosevelt, 
too, voiced opposition to the bill, 
reflecting the FTC’s objections, 
later signed the measure 
when it came to his desk at- 
tached as a rider to a District of 
Columbia revenue bill. 


scrupulously | 


| own company. Mr. Pahl was af- 
Schlemmer & Co. for more than 
50 years and is well known 
throughout the hardware 
trade. Charles Miltenberger, who 
had Leen associated with Ham- 
macher, Schlemmer & Co., in its 
wholesale hardware, tool and 
mill supply division for more 
than 35 years, will also join the 
Masback organization. Messrs. 
Pahl and Miltenberger will be- 
come members of the recently 
enlarged industrial department 
of the Masback organization. 





Discontinuance of the whole- | 
| sale hardware, tool and mill sup- | 


ply division of Hammacher, 
Schlemmer & Co., on Feb. 1, 
1939, does not affect the retail 
business of that organization. 
The Masback Hardware 


directly adjoining its present 
quarters. Alterations are being 
made on the addition and the 
combined buildings will give the 
company a total of 150,000 
square feet of floor space. 


AUGUST PAHL JOINS — 


MASBACK HARDWARE 


The Masback Hardware Co., | 
Inc., Hudson and Van Dam Sts., | 
New York City, wholesale hard. | 
ware distributor, has announced | 
that August Pahl, who has taken | 
over the wholesale hardware, 
tool and mill supply division of | 
Hammacher, Schlemmer & Co., 
New York City, will become as- | 
sociated with the Masback Hard- | 
ware Co., Inc., as of Feb. 1, | 
1939, instead of organizing his | 





AUGUST PAHL 


MANAGES NEW REMINGTON 
ARMS DEPARTMENT 


D. W. 
named manager 
shooting promotion of the newly 
organized Peace Officers’ Section 
of the Remington Arms Com- 
payy, Inc., Bridgeport, Conn., of- 
ficials announced recently. 

Mr. Flannigan was transferred 
to Bridgeport f:om Remington’s 
St. Louis office, where he was 
assistant district manager, Jan- 
uary 1. He is a well known 
exhibition shooter and has been 
connected with the ammunition 
business for the past 25 years. 

The new department has been 
organized to provide a clearing 
house of information on arms 
and ammunition for law enforce- 
ment ovganizations. 


Flannigan, has been 


WEAVER MFG. ACQUIRES 
MOR-WIN DAMPER 

The Weaver Mfg. Co., Rheems, 

Pa., has acquired the sole manu- 

facturing and selling rights of 


| the Mor-Win reversible cast iron 


damper formerly made by Mor- 
Win Products, Inc., New York | 
City. 





filiated with Hammacher, | 


Co., | 
Inc., recently announced the ad- | 
dition of the nine-story building | 


in charge of | 
’ 8 | tory. 


| E. T. FRAIM, 2nd, DIRECTS 
SALES FOR FRAIM LOCK 
Edward T. Fraim, 2nd, has 

been appointed general sales 

manager for the E. T. Fraim 








E. T. FRAIM, Il 


Lock Co., Lancaster, Pa. He 
will make his offices at Lancaster. 

William Ramsay, who has been 
connected with the company’s 
sales department since 1925 and 
sales manager for the past six 
years will head a new branch 
office in Chicago, Ill, having 
charge of the Mid-Western terri- 


HENDERSON HEADS SALES 
FOR DURHAM DUPLEX 


The Durham Duplex Razor 
Company, Mystic, Conn., an- 
nounce the appointment of Dun- 
can H. Henderson as general 
sales manager. Mr. Henderson, 
who has been with the company 
for the past 14 years, will direct 
the sales of the Durham Duplex 
and Enders Speed Razor, Wade 
& Butcher cutlery and the Du- 
plex Dog Dresser line. 

Prior to his connection with 


| the sales department, Mr. Hen- 


derson was export manager. He 
also created and developed the 
Durham Duplex line of dog 
stripping and grooming tools. 
Mr. Henderson states that long 
range plans, including national 
advertising, are already well de- 
veloped for increased promotion 
of both the old and newer Dur- 
ham products. 
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CONGRESS RECEIVES WILDLIFE 


CONSERVATION RECOMMENDATIONS 


Committee suggests passing stream pollution 


control 


bill, appropriate additional 


funds 


and full amount of arms and ammunition tax 


be used to aid state 


(Washington Bureau 
of HARDWARE AGE) 

The House Committee on Wild- 
life Conservation, which was 
created by the 74th Congress and 
ordered continued by the 75th 
Congress to study all matters 
concerning wildlife resources and 
to make recommendations for 
remedial action, has suggested to 
Congress that it pass a stream 
pollution control bill, that it ap- 
propriate additional funds to fou= 
government agencies concerned 
with wildlife conservation and 
that the full amount realized from 
the present excise tax on arms 
and ammunition be appropriated 


in the future for use under the | 
Pittman-Robertson Federal Grant- | 


in-Aid to States Act. 

The 15-man committee, headed 
by Representative A. Willis Rob- 
ertson, Democrat of Virginia, 
noted that the Barkley-Vinson 
bill, which was passed by both 
Houses last session but which 
was vetoed by President Roose- 
velt because of the method pre- 
scribed for approving project 
appropriations, had the approval 
of its membership. 


Chairman Robertson recom- 


mended in his report that Con- 


conservation projects. 


| and the purpose for which these 








gress pass a bill similar to the | 
Vinson measure but rewriting the | 
measure to meet the objections | 


raised by the President. 

Two bills written with this 
end in view already have been 
introduced in the House. Sub- 
stantially identical to the Vinson 
measure, the new bills would 
make available loans or grants to 
states for carrying out approved 
stream pollution control projects 
but would not cover more than 
one-third of the total cost of each 
project. A third bill, for the 
most part identical to the others, 
is expected to be sponsored by 
Representative Bland, Democrat 
of Virginia, and be given the 
right-of-way in the House. 

The four Government agencies 


' 


for which Chairman Robertson’s | 


committee asked additional funds 
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would be used follow: 

The Biological Survey—for in- 
creasing personnel in wildlife 
refuge administration; for re- 
search on wildlife problems with 
particular attention to fur bear- 
ers; and for the completion of 
the refuge program; 

The Bureau of Fisheries—for 
a well-balanced program on a 
year-to-year basis for constructing 
additional fish cultural facilities 
and laboratories; for fisheries re- 
search vessel authorized by Con- 
gress in 1934; and for the em- 
ployment of well-trained _ per- 
sonnel in fields of operation and 
investigation ; 

The Forest Service—fo: 
creasing personnel for wildlife 
management work on the more 





in- | 
| of the most effective means of | 
re- | 


important forests; for buying, ex- | 


changing, and raising game for | 


transplanting and restocking pur- 
poses; and for additional land 
for winter range; and 

The Park Service—for addi- 
tional trained personnel for wild- 
life management and research; 
and additional land for year- 
round range. 

The committee pointed out 
that, while Congress is authorized 
to appropriate annually an 
amount not to exceed the :evenue 
from the 10 per cent excise tax 
on arms and ammunition, it ap- 
propriated only $1,000,000 of the 
$3,250,000 collected during the 
fiscal year 1937. The committee 
recommended that “the full 
amount so realized be appro- 
priated in the future.” 

Other recommendations made 
by the committee included: 

1. That the program of the 
Civilian Conservation Corps, 
which the committee said has 
been of value in the national field 


} 





of wildlife restoration and con- | 


servation, be continued along its 


present lines, with special em.- | 


phasis on the restoration and 
conservation program; 
2. That all possible emphasis 


| 
| 
| 


be placed on the “present alarm- | 


ing condition” of fur resources 
and that “positive, carefully 
planned action be taken looking 
toward replacement and conser- 
vation” ; 
3. That 
Conservation Act be amended to 
authorize seizure of automobiles, 


| boats, guns, and other equipment 
used in unlawful taking of wild | 
birds or animals on Federal ref- | 


uges and sanctuaries, and to give 


power to the courts to order such | 


seized property forfeited as an 
addition to any fine that may be 
imposed ; 

4. That the Lacey Act 
amended to remove the provision 


be 


requiring specific contents of the | 
package shipped in interstate or | 


foreign commerce to be labeled 
on the outside of package; and 
5. That in the promulgation of 


Federal shooting regulations for | 


the 1939 season consideration be 
given to permitting the use of a 
limited number of _live-goose 
decoys. 

The committee called public 
education in conservation “one 


preserving our wildlife 
sources,” and suggested that no 
expense be spared to carry out 
an educational program by the 
Federal Government. It expressed 
the view that private conservation 
agencies are doing valuable work 
in 
Government in Washington ought 
to take “its full share of the 
responsibility.” Specifically, it 
suggested that the Bureau of’ 
Fisheries and the Biological Sur- 
vey, if provided with more lib- 
eral appropriations, could publish 
and distribute bulletins dealing 
with technical conservation prob- 
lems “phrased in language the 
laymen and school children can 
understand.” 


STANDARD ELECTRIC 
MFG. CO. ELECTS 


The Standard Electric Mfg. 
Co., Toledo, Ohio, manufacturer 
of electric ranges and heating 
devices will be manned by the 
following officers elected at a 
recent stockholders meeting: 
president, Charles A. Pierson; 
vice-president and general sales 


manager, H. H. Venable; vice- 
president, V. K. Perkins, and 
secretary-treasurer, F. |. Tait. 


the Migratory Bird | 


this direction but that the | 


E. M. NAYLOR PURCHASES 


| MULTI-SEAL MFG. CORP. 
| 


| Controlling interest in the 
| Multi-Seal Mfg. Co. has recently 
been purchased by E. M. Naylor, 





E. M. NAYLOR 


who is affiliated with the Naylor 
Pipe Co., 1231 E. 92nd St., Chi- 
cago. The company has been re- 
organized with new capital as 
the Multi-Seal Corp. Under Mr. 
Naylor’s management, plans are 
in progress for improved manu- 
facturing facilities, better pack- 
aging and a more aggressive 
sales program. 


WOOSTER BRUSH HOLDS 
SALES MEETING 


The Wooster Brush Company 
held their semi-annual sales 
meeting at the factory in Wooster. 
Ohio, Jan. 4-7. The entire sales 
force was on hand to hear Clifi 
Foss, vice-president and sales 
manager, and Walt Foss, presi- 
dent and general manager, tell 
of plans for the coming Spring 
season. Also present were 
Wooster’s Chinese bristle buyer. 
Henry Lee, and Henry’s beautiful 








Chinese wife. 


DECATUR & HOPKINS GETS 
REMINGTON CUTLERY LINE 


Decatur & Hopkins & Co., 288 
290° Congress St., Boston, Mass.. 
has been appointed distributor in 
the New England states for cut- 
lery line manufactured by the 
Remington Arms Co., Bridgeport, 
Conn. The line includes all items 
suitable for distribution in those 
states. 
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HIBBARD’S HOLD ANNUAL SALES MEETING, 


DISCUSS 8-POINT MERCHANDISING PLAN | . 


On December 28, 1938, Hib- 
bard, Spencer, Bartlett & Co., 
wholesale hardware distributors, 
brought all of their salesmen to 





Cc. J. WHIPPLE 


Chicago headquarters for a three- 
day annual sales conference. The 
meetings were held at the Hotel 
Knickerbocker. Frank B. Kauf- 
man, vice-president in charge of 
sales, welcomed the salesmen and 
acted, throughout the convention, 
as chairman. 

C. J. Whipple, president, in the 
opening address, pointed signifi- 
cantly to consumers’ approval, 
through their purchases, of the 
merchandising practices of chain 
food and drug stores of some 14 
years ago. The consumers’ re- 
sponse to open display of mer- 
chandise, plain marking of selling 
prices, the advertisements and 
loss leader practices of these 
syndicates, Mr. Whipple observed, 
pointed clearly to needed changes 
in hardware selling practices if 





| chain stores from their respective 


the hardware dealers were to 
hold the consumer trade, com- 
petitively. 

The Hibbard Merchandising 
Program as first presented in 
1934 was the answer to Mr. 
Whipple’s earlier observations 
and belief in dealer-jobber inter- 
dependence for profitable selling, 
he said. The improvements in 
this program of merchandising 
since its inception brings to deal- 
ers, Mr. Whipple stated, a ser- 
vice as complete as that extended 
by mail-order houses and by 


headquarters. 





The general theme of the con- 
ference was “Streamlined Mer- 
chandising” and to its study the 
program was devoted. 

A. J. Kwitek, merchandise 
supervisor, and W. J. Claussen, | 


vice-president in charge of credits, | 


Frank B. Kaufman, vice-president, 
and J. B. Morrison, manager of | 
dealers’ service department, each 
spoke at the Wednesday morning 
session. 

Mr. Morrison’s talk at this ses- 
sion was dramatically presented 
against a succession of tableaux 


| designed to emphasize his theme, 


} 


“Streamlining Marches On.” In 
this manner he showed the great 
improvements in styling in such 


fields as: transportation; fash- | 
ions; autos, etc. Merchandise | 
development and finally stoze 


modernization for traffic building | 
was shown to be a real necessity. 
Mr. Morrison concluded with a 
mass showing of the dealer sales 
promotion material associated | 
with the Hibbard 8-point Service. 

Sales division group meetings 
were held during the afternoon | 
session. 





| and methods as “Mr. Sellmore.’ 


Following the banquet on Wed- 
nesday night a two-act playlet 
proved of intense interest. “Mr. 
Sell-Little,” a less-than-enthusias- 





FRANK B. KAUFMAN 


tic salesman, following a talk 
with his boss, submits to a check- 
ing-over at a clinic of sales man- 
ager surgeons. Each fault was 
identified and a remedy sug- 
gested. The play concludes when 
“Mr. Sell-Little” emerges from 
the clinic reborn in enthusiasm 

Further group’ meetings filled 
Thursday’s program. 


Among those who spoke were: 
| C. W. Vance, Steubenville, Ohio; 
A. S. Gronemeier, Mt. Vernon, 
W. F. Baldwin, Poplar 
Bluff, Mo.; Keith W. Perry, For- 
est City, Iowa; Mrs. W. H. Alth- 
off, West McHenry, Ill.; and H. 
Clay Latham, Hillsboro, Il. 

These speakers’ comments were 
well received as were the talks 
by the following Hibbard sales- 
men: J. L. Collins; G. H. Wright, 
O. J. Warner, C. H. Fry and 
M. Sartor. 

The convention was concluded 
with messages from Mr. Whipple 
and Mr. Kaufman. 


ALBRECHT MANAGES SALES 
FOR ANKER-HOLTH MFG. 


As part of the Anker-Holth 
Mfg. Company’s expansion pro- 
gram, G. F. Albrecht has been 
appointed general sales manager. 
Mr. Albrecht comes to the com- 
pany with many years of sales 
management experience in the 
agricultural field. For the past 9 
years he was associated with the 
James Mfg. Co., manufacturer of 
a line of dairy and poultry equip- 
ment. With that concern he 
served in various executive ca- 
pacities including being in charge 
of the legal department, north- 
west sales manager, and assistant 
to the president and general man- 
ager. 

The Anker-Holth Mfg. Co. 
makes its headquarters at Port 





A unique development in job- 
bers’ conventions featured in the 
Friday morning meeting. Seven 
dealers, each of whom had previ- 
ously subscribed to the Hibbard | 
8-Point Plan of Merchandising | 
and store modernization, ad- | 
dressed the meeting. Each, in | 
turn, told of the effect of this | 
merchandising plan and recounted 
their experiences in applying it. 


Huron, Mich. 


McCULLOCH REPRESENTS 
CUTLERY FIRM 

J. T. McCulloch is now asso- 

ciated with W. R. Case & Sons 

Cutlery Co., Bradford, Pa., as 

representative in Connecticut, 

Rhode Island and Massachusetts. 











Celebrating its 50th anniversary, the Keystone Steel & Wire Co., Peoria, Ill., gathered its entire sales force for one of the most suc- 
cessful sales conventions of its history, Dec. 27, 28, and 29. Keynote of the meeting was the 50th anniversary sales and advertising 
campaign. History of the company was traced from the first crude, hand-made fence weaving machine invented by Peter Sommer in 
1889. Housed in a little frame shed on an Illinois farm, it was the first Keystone factory. Highlight of the three-day session was the 
Founder’s Day banquet when the sales force was joined by a large delegation from the Keystone plant and offices. 
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Farm Fence Goes Electric! 


ek he 8 


ae 


o this great development 


=the 


Patented 





For 
High-Line or Battery 


Complete range of models 
and prices 




















Here's how it works 
PRIME CONTROLLER takes current from 
light socket or 6-volt battery, puttin, it 
on the fence wire in intermittent flashes. 
Stock touching wire receive sting, and 
they keep away from all wires. 


PRIME Display and Advertising 
materials boost your sales... 
A complete kit of tested and proven sales 
builders is available to every PRIME dealer 
— display rack, handsome signs, compelling 
movie trailers, newspaper ads for your local 
paper, direct. mail material, catalogs, etc. 





Just as the history-making inventions 
of the past have piled up profits for 
those who were wise enough to get 
behind them, so the PRIME Electric 
Fence CONTROLLER offers you a 
business-building opportunity today. 
For this is the greatest development 
in farm fencing since the invention 
of barbed wire. 


With the PRIME, farmers save as 
much as 80% on fencing costs, time, 
and work. They’re more successful, 
using modern, profitable methods. 
For they use only one wire on light 
stakes for horses, cattle — one wire 
for hogs, moving the fence as they 
need it, rotating pasture, hogging 
down corn, etc. 


Tens of thousands of leading farm- 


Write or wire direct — today. 


i ome 


= J : } => 
Electric Fence CONTROLLER 





ers use and endorse PRIME. Famous 
farms, prize herds, are fenced with 
Prime. 40 universities, Government 
conservation groups use PRIME. 
PRIME dealers report real extra profits. 


Some dealer in your territory is cer- 
tain to “go to town” with PRIME 
this year, for PRIME’S great farm 
paper advertising campaign is reach- 
ing thousands of farmers in your 
trading area, creating a real demand. 
And that demand must be satisfied. 


PRIME is the original successful elec- 
tric fence, built for safety and de- 
pendability by an organization with 
30 years’ experience making quality 
equipment. 

Send for 32-page catalog and the prof- 
itable dealer proposition and prices. 


PANEL - AL 








- 


These arePrime’s 


mal, dry, very dry soil. 
3. Safety Transformer 
that farmers want and 4. Short Meter — shows any 


shorts on fence line. 


need for successful 


High-Line Controller 

. Moto-Chopper — split-second 
timing for safe, effective 
shock, long life. 


Qu ality Features 2. Dry W eather Switch for nor- 


5. Safety Circuit Breaker 
6. Short Signal Light — shows 
full shorts on fence. 


electric fence 7. On and Off Switch 
8. Fuse Plugs 
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YOU can count on this nationally known trade 
mark identifying a nationally known manufacturer 


of roller skates to increase YOUR sales! Produc- 
ing roller skates that would satisfy every require- 
ment as to quality and price is a job to which 
UNION HARDWARE applied itself over 70 years 
ago. How well this task has been fulfilled is at- 
tested by the fact that today UNION HARD- 
WARE Roller Skates are unquestionably the coun- 
try’s best known and fastest selling brand. Plan to 
translate the universal popularity of UNION 
HARDWARE Roller Skates into more and better 
business this season. Arrange with your jobber to 
stock or replenish the complete UNION HARD- 
WARE line. He can supply you. 


In addition to the 
well - known No. 5 
model illustrated, 
UNION HARD- 
WARE offers 
many other styles 
for both outdoor 
and rink skating. 
Catalog No. 17 il- 
lustrates and de- 
scribes them all. 
Write for yourcopy. 





imEeWVEE  & we 
HARDWARE COMPANY 


aw BE awa 
TORRINGTON. CONN. 


NEW YORK OFFICE IS|' CHAMBERS STREET 
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A. L. MARTINSON JOINS 
E. C. ATKINS & CO. 


A. L. Martinson has become 
associated with E. C. Atkins and 
Co., Indianapolis, Ind., as repre- 
sentative in the Pacific North- 
west in the states of Washington, 








A. L. MARTINSON 





Idaho, and Oregon calling on 
the hardware jobbers and the 
retail hardware dealers. He suc- 
ceeds M. N. Shaw who has pur- 
chased the Nampa Tractor Co. at 
Nampa, Idaho. 

Mr. Martinson comes to At- 
kins after more than 20 years 
of association with the Marshall- 
| Wells Co., Portland, Ore. 
| joined Marshall-Wells in 1918 at 
Duluth and spent 10 years in the 
sales end of 


| associate program. During his 
| service with Marshall-Wells he | 
| made a wide acquaintance among | 
hardware dealers in the Pacific | 
Northwest. Three years ago he| 
took over the tire, oil and auto- | 
motive department, buying and | 


merchandising those lines for 
| Marshall-Wells. 
In his new position, Mr. 


| Martinson will work out of At-! 

kins’ Portland office, 235 S. W.| 
| ma | 
| First Ave. | 
| | 


| V¥. C. REDD TO ADDRESS 
CALIFORNIA DEALERS | 


Veach C. Redd. Cynthiana, | 
Ky., president of the National 
| Retail Hardware Association will 
| be a principal speaker at the 
| annual convention and hardware 
| and housewares show of the 
Southern California Retail Hard- 
ware Assn., March 1, 2. and 3, 
1939 at the Roosevelt Hotel, 
Hollywood, Calif. Another guest 
speaker will be Ralph W. Car- 
ney, The Coleman Lamp and 
Stove Co., Wichita, Kan. 

As a fitting theme for its ex- 
hibition, the association has 








adopted, “Hardware Business 


| 1026 Rives-Strong Bldg., 
Angeles, Calif. 


| Minn., 


He | 


the organization. | 
| In 1929 he was transferred to | 
| Portland to further the company’s | 


Marches On” and for its con- 


| vention sessions, the theme “Sell 


Hardware”. The exhibits will be 
placed in the hotel’s Blossom 
Room (ballroom) and its Floren- 
tine Room (dining room) as well 
as the mezzanine, public parlors 
and various rooms. The con- 
vention rooms will also be on 


| the mezzanine floor. 


Secretary of the Southern 
California Retail Hardware Assn. 
is J. V. Guilfoyle with offices at 
Los 


OIL DIVISION, HEATING AND 
COOKING MFRS. ELECTS 
At a meeting of the oil divi- 


sion, Institute of Cooking & Hea- 
ing Appliance Mfrs. Assn., which 


| represented at least 70 per cent of 
|the production of pot-type oil 


burning space heaters, Russell 
N. Hanson, president, American 
Gas Machine Co., Albert Lea, 
was reelected chairman 
to serve during 1939. Members 
of the executive committee elec- 
ted to serve with Mr. Hanson 
are: A. T. Atwill, Quaker Mfg. 
Co., Chicago, Ill., Albert Kahn. 
Estate Stove Co., Hamilton, Ohio. 
P. S. Russel. Detroit Lubricator 
Co., Detroit, Mich. and T. M. 
Sourbeck, American Stove Co.., 


Cleveland, Ohio. 


REVERE COPPER & BRASS 
PROMOTES GALBREATH 


Revere Copper and Brass, Inc., 
Rome, N. Y., has appointed Louis 
J. Galbreath as technical advisor 
for the New York district sales 
division with headquarters at 75 
E. 45th St., New York City. Up 
to the time of his present gp- 
pointment, Mr. Galbreath headed 
Revere’s product development de- 
partment. 


500 ATTEND BROOKLYN 
HARDWARE EXHIBITION 


The annual manufacturers 
hardware show of the Brooklyn 
Hardware Association attracted 
500 members of the trade from 
all parts of the metropolitan 
area. The show, which included 


| exhibits sponsored by 25 manu- 


facturers of hardware, house- 
furnishings and allied lines, was 
held Jan. 12, in the Johnston 
Bldg., Nevins and Fulton Sts.. 
Brooklyn, N. Y. 

Arrangements for the highly 
successful one night exhibition 
were in charge of Ralph S. Allen. 
Diamond Expansion Bolt Co., sec- 
retary of the Brooklyn Hardware 
Association. A. H. Dow, Bald- 
win, L. L, is president of the 
association. 
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HARDWARE ASSOCIATES, INC., 


FORMED, 


ALSO HARDWARE MERCHANDISING CORP., 
BY G. SUMNER WILSON AND CHAS. DAW 


G. Sumner Wilson and Charles | 


Daw have organized the Hard- 
ware Associates, Inc., and the 
Hardware Merchandising Corp., 





G. SUMNER WILSON 


with headquarters at 1200 Se- 
curity Bldg., 189 West Madison 
St., Chicago, Ill. It is the 
announced functions of these 


organizations to improve the com- | 


petitive status of wholesale hard- 
ware firms who participate in 
Hardware Associates, Inc., and 
through them to improve the 


competitive status of their retail | 


hardware dealer-customers. These 
two firms were incorporated, un- 
der the laws of Illinois, on 


October 4, 1938 and established | 


offices, as indicated, on Novem- 
ber 1, 1938. Since that time 21 
wholesale hardware firms have 
affliated and officers have been 
elected. 


It is proposed to develop not | 


only purchasing facilities but 
also to arrange sales promotion 
programs; merchandising cam- 
paigns; advertising helps, etc. 
featuring many goods branded 
“Ever Best,” a registered trade- 
mark and brand name. 

The Hardware Associates, Inc., 
with which participating whole- 
salers affiliate, have elected the 
following officers: C. C. Schaefer, 
The Schaefer Co., Decatur, Ind., 
as president; Sherill Sherman, 
Roberts Hardware Co., Utica, 
N. Y., as vice-president and A. 
J. Becker, Ohio Valley Hardware 
& Roofing Co., Evansville, Ind., 
as secretary - treasurer. 
officers with W. E. Muir, Luthe 
Hardware Co., Des Moines, Iowa; 
W. C. Weaver, McWhorter, 
Weaver & Co., Nashville, Tenn., 
and R. L. Cowan, House—Has- 
son Hardware Co., Inc., Knox- 
ville, Tenn., comprise the board 
of directors. 

The Hardware Merchandising 
Corp., which serves in a buying 
capacity, has for officers Mr. Wil- 
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These | 


son as president and Mr. Daw 
as treasurer. Mr. Wilson is a 
former president of the National 
Wholesale Hardware Association 
and for many years was vice- 
president of Decatur & Hopkins 
Co., Boston, Mass. More recently 
he has been president of Stoll- 
berg Hardware Co., Toledo, Ohio. 
. Mr. Daw has specialized in mer- 
chandising programs and for 11 
years was associated with U. S. 
Tire & Rubber Co., New York 
City. 

ABT MADE BARCALO 

FIELD SALES MGR. 


The Barcalo Mfg. Co., Buf- 
falo, N. Y., manufacturer of 
wrenches, pliers and other drop- 
forged tools, has announced the 
promotion of Gerald N. Abt to 
the position of field sales man- 
|ager. Mr. Abt, who was for- 
|merly assistant secretary of the 
| company, will have direct super- 
| vision of the men in the field, 
| working with them and assisting 
| A. W. Kirton, secretary and trea- 
surer, in determining matters of 
| general tool policy. Mr. Abt has 
| been with the company for 13 
| years starting as a clerk and 
salesman. 





| BILLINGS APPOINTS TOOL 
| DIVISION SALES MANAGER 


| Hartford, Conn., has appointed 
|W. D. Endres sales manager in 
| charge of its merchandise tool 

division succeeding W. Roy 
| Moore, who recently resigned. 
Mr. Endres has been divisional 
| manager of the company’s Chi- 
| cago branch office and warehouse 
‘and has done extensive mer- 
chandising and sales promotional 
| work for the past several years. 
| He has also had considerable ex- 
| perience in sales direction. 





SANDVIK SAW & TOOL 
MOVES TO CHICAGO 


| The Sandvik Saw & Tool Corp. 


| has moved its offices and ware- 
| house from Minneapolis, Minn., 
|to 11 North Jefferson St., Chicago, 
| Ill. Nearly a half century ago the 
business was established in 
Minneapolis by Alfred Andresen. 
After a few years of marked suc- 
cess in the import of Swedish 
| hardware specialties, he incor- 
porated under the name of 
Western Importing Co., which 
latter firm, the Sandvik company 
absorbed in 1929. The Sandvik 
organization makes the move to 
| Chicago in order to serve better 
| the industrial trade in the Mid- 
| dle West. 


The Billings & Spencer Co., | 











Thats why it's 
easy to Sell 


eline 


SPECIAL 
HEAT-RESISTING 
HANDLES 







eH iz" 


DIAMETERS 


ies EXTRA HEAVY 


SILVER FINISH 
COLD ROLLED STEEL 


The women of America buy De Luxe 
Fry Pans in such enormous quanti- 
ties because they know that here’s a 
quality product that lasts for years. 
De Luxe Fry Pans, seamless and one- 
piece, should last for years, because 
they’re stamped out of extra-heavy 
silver finish cold rolled steel. Yet 
they can be sold at a low price, and 
still pay you a nice profit. Ask your 
Jobber’s Representative. 





SCHLUETER MFG. CO., ST. LOUIS, MO. 
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“GIMME SOME TACKS,” 


says the Guy with the Gun 




















Closing time Saturday, this guy with the gun 
hotfoots in and says, “Gimme some tacks!” 
“Yessir,” I says. “What are you going to use 
‘em for? We carry CROSS Sterilized TACKS 
for every purpose—” “Okay, skip it,” he 
says, “I wanna blow the tires of any car fol- 
lowing me.” “Ah,” I says, “then you want 


No. 8 Bill Posters’ Tacks.” 


Then from force of habit, I started talking 
related items: “Say, you'll need a mask, won't 
you? I’ve got some nice 
Hallowe’en—” “Gimme 
the tacks,” he growls and 
runs out. 


That’s the only tack cus- 
tomer I’ve ever had who 
wouldn’t buy anything 
else. 


Sold in the distinctive 
Red, Black and White 


Packages. 


“a 
S.. 
fh. SP 

a 


CROSS CO., INC. 
East Jaffrey, N. H. 


Cross 9% 
Storibized TAC KS 


Uniformly Strong—Not a Cripple in a Carload 
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BICYCLE CONVENTION PREDICTS 


BRIGHT PROSPECTS FOR 1939 


Enthusiastic meetings were held total was made in the last three 


by the Cycle Trades of America, 
New York 
City, and its allied associations, 


Inc., Chanin Bldg., 





HORACE M. HUFFMAN 


The Bicycle Manufacturers As- 
sociation; The Cycle Parts and 
Accessories Association, and the 


Cycle Jobbers Association held, 


Jan. 11-13, at the Commodore 
Hotel, New York. While the bi- 
cycle volume for 1938 did not 
equal that of 1937, the percentage 
of decrease in comparison to that 
of many other industries was 
much smaller than was expected. 

The prospects for 1939 are very 
bright with low dealers’ and man- 


ufacturers’ stocks and the _ in- 


creased interest of the public in 
the bicycle. The manufacturers 
with foresight are all prepared to 
take care of the anticipated in- 
crease in business without capital 
expenditures, and from a produc- 
tion and financial standpoint are 
in excellent condition. As a gage 
of increased interest in the bi- 
cyclé as a means of fun, health, 
and economical transportation, is 
the fact that of the last 11 years’ 
production, 50 per cent of the 





H. C. BROKAW 





years. 

Included among the business 
transacted at the various meet- 
ings, was the election of officers 
and directors for 1939. The Bi- 
cycle Manufacturers Assn. elected 
the following: president, Horace 
Huffman, Huffman Mfg. Co., Day- 
ton, Ohio; vice-president, M. P. 
Rieger, Arnold, Schwinn & Co., 
Inc., Chicago; secretary-treasurer, 
A. H. Mellman, Cleveland Weld- 
ing Co., Cleveland. The Cycle 
Parts & Accessories Assn. elected 
as follows: president, C. B. Wil- 
liams, Williams Steel Wheel & 
Rim Co., Utica, N. Y.; vice-presi- 
dent, H. C. Abbott, Hartford Steel 
Ball On. Hartford, Conn.; trea- 

|surer, E. J. Lobdell, Lobdell 
| Emery Mfg. Co., Alma, Mich.; 
| secretary, George Zahn, Stewart- 
Warner Corp., Chicago, Ill. The 
jobbers elected: president, N. C. 
Cohen, Rhode Island Cycle Co., 
Providence, R. I.; vice-president, 
H. P. Hansen, Chicago Cycle & 
Supply Co., Chicago, IIl.; trea- 
surer, F. A. Baker, F. A. Baker 





E. H. BROADWELL 


| & Co., New York City; secretary, 
Alec Scaison, Progressive Cycle 
& Auto Supply Co., New York 
City. 

Officers elected for the Cycle 
| Trades of America, Inc., were: 
| president, H. C. Brokaw, Shelby 
| Cycle Co., Shelby, Ohio; first 
| vice-president, Horace Huffman, 
Huffman Mfg. Co., Dayton, Ohio; 
second vice-president, N. R. 
Clarke; treasurer, F. A. Baker, 
F. A. Baker Co., New York City; 
| secretary, N. C. Cohen, Rhode 
| Island Cycle Co., Providence. 
| R. IL, and assistant treasurer and 
| manager, E. H. Broadwell. 
| The convention was concluded 
| with a dinner-dance and enter- 
tainment for the members and 
| their guests in the Grill Room of 
‘the Commodore Hotel. 
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N. Y. HARDWAREMEN HEAR | June, July and August meetings | 


in the form of two golf parties 
and a fishing trip, the fishing 
party to be held in July. 


MAGISTRATE SAVARESE 


Thirty-five members and guests 
attended the Jan. 17 meeting of 
the Hardware Trade Association, —=— 


held in the Railroad Machinery WHITENACK. JR.. COVERS 


Club, 30 Church St., New York | 
City, and heard Hon. Anthony P. NEW YORK FOR CORBIN 


Savarese, magistrate in Queens Oscar Whitenack, Jr., has been 
County, speak on his experiences | appointed salesman for the New 
as a jurist. Judge Savarese told | York Metropolitan area for the 
of cases both humorous and | Corbin Cabinet Lock Co. and 
tragic which had come before | Corbin Screw Corp., New Brit- 
him concerning automobile ac-| ain, Conn. He will make his 
cidents, juvenile delinquency, | headquarters at Corbin’s New 
health complaints, etc. The meet- | York office, 96 Lafayette St. Al 
ing was presided over by W. E. | Westphal will continue to handle 
Clapp, Yale & Towne Mfg. Co., | Metropolitan sales from his desk 
president of the association. | at the New York office. Mr. 

Robert Doti, Igoe Bros., as | Westphal has been calling on the 
chairman of the entertainment | New York trade for more than 
committee, announced that plans | 20 years. He is treasurer of the 
were being made to hold the | Hardware Boosters of New York. 





(Photo courtesy of Detroit News) 

Here is E. C. Shinners, Buhl Sons Co., Detroit, Mich., making 
his contribution to the Detroit Old Newsboys’ Goodfellow Fund. 
The gentleman on the right is Police Commissioner Pickert of 
Detroit. This is the Old Newsboys’ Silver Jubilee. Since their 
inception, 25 years ago, the Goodfellows have instituted an an- 
nual drive, preceding the holidays, to spread Christmas good- 
fellowship among the poor of Detroit. 

Mr. Shinners is one of the best-known hardware men in that 
section of the country. As territorial manager of Buhl Sons, he 
has covered almost every nook and corner of Michigan, North- 
east and Northwest Ohio, northern Indiana and Central Wiscon- 
sin. He is just short of a 50-year record in the hardware trade. 
In 1895 he became associated with Fr ,» Del ter & Co., 
Detroit wholesale hardware firm. Since 1900 he has been asso- 
ciated with Buhl Sons Co. 

At the same time as he made his own contribution, Mr. Shin- 
ners handed the police commissioner a contribution from Leon 
Smith, dean of Detroit salesmen and a member of the Buhl Sons 
organization. The commissioner is autographing a special Good- 
fellow edition of the Detroit News, which each donor received. 
Mr. Smith has been actively associated as a salesman with Buhl 
Sons Co. since 1880. He is a member of the HARDWARE AGE 
Fifty Year Club. His services in the world war merited him the 
rank of Brigadier General. 
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For Greater Profits... 
Cultivate Customers with 





The Planet Jr. line of farm and garden im- 
plements offers every factor that contributes 
to profitable selling. The line is complete 
and covers every vegetable growing need 
for both amateur and professional growers. 
It is recognized as the standard of quality by 
growers everywhere and has been exten- 
sively advertised for more than 60 years 


Hundreds of dealers will testify that the 
profits on Planet Jr. are generous, and that 
no line could be more successful in assur- 
ing complete customer satisfaction. 


Illustrated above is Planet Jr. No. 4 
Combination Hill and Drill Seeder, Wheel 
Hoe, Cultivator and Plow. It typifies the 
manufactur- 
ing skill and 
efficiency in 
use that marks 
every item in 
the Planet Jr. 
ea line. 
S. L. ALLEN & COMPANY, INC. 


Also makers of Planet Jr. Garden Tractors 
3483 N. 5th STREET, PHILADELPHIA, PA. 










Below is Planet Jr. 
No. 17 Single Wheel 
Hoe, Cultivator and 
Plow. A popular 
seller. A great time 
and labor saver. 


Planet Jr. 


FARM AND GARDEN TOOLS 
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- OPENS BIG 
NEW PROFIT FIELD 


@ An instant hit. Think of it— 
an ELECTRIClawn mower. And 
backed by powerful advertising 
in Time, American Home, Better 
Homes and Gardens! 

The Roberton Electric Mower 
ails itself. Ic works—you walk. 
Priced low census to Fe the 
tremendous market of homes 

with medium-sized lawns. 
Nationally oe buted by Gen- 
eral Electric Supply Corporation 
branches and leading hardware 
and electric distributors. 





WRITE NOW FOR 


THESE PROFIT FACTS 

You can cash in on the 

advertising campaign in 

these big national maga- 

zines—ask your distribu- 

tor or write d'rect to fac- 
tory NOW! 


An Appliance with Proven Appeal 


Cuts mowing effort as much as 90% ... Precision 
built; reel and cutter bar are 3/1,000ths of an 
inch apart...No cutting clatter, no exhaust. 
Rubber tires...Easy handling, trim as you mow. 
No complicated parts... Switch automatically 
shuts off if debris stalls reel... A power mower 
for the large or medium-sized lawn .. . at « new 
low price to make volume sales. 


ROBERTON MANUFACTURING COMPANY 
102 Sheridan St., Michigan City, ind. 












ON YOUR 
NEXT ORDER - 





CORTLAND 


RAND 


SCREEN WIRE CLOTH 


@ When customers ask for a screen that will “stand 
up“—reach for the Cortland brand. You can sell 
any Cortland Wickwire grade with full confidence 


that underneath the attractive finish there is full 













gauge Open Hearth Steel quality, tough and rust- 
resisting and lasting. 
¥ CORTLAND GRAYWICK — ¥_ULTRA-PREMIER 
y CORTLAND BLACK V CORTLAND BRONZE 
ALSO CORTLAND COPPER 
tell your Jobber 


Play safe “Cortland” 


WICKWIRE BROTH 


CORTLAN OR 2 Ww yO ‘ 
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R. M. REPP ENTERTAIN 
LOGAN-GREGG EMPLOYEES 
As the Logan-Gregg Hardware 


Company began its 109th year in 
Pittsburgh, Mr. and Mrs. R. M. 





R. M. REPP 


Repp entertained the employees 


and their wives at a dinner, 
January 7th, at the Roosevelt 
Hotel. One hundred and twenty 
participated in this enjoyable 
occasion. 


A pause for reminiscing seemed 


| Alter, each of whom has been 





appropriate. Excerpts were read 
from accounts of the early “Stock | 
Suppers”, which were held once 
a year after inventory had been 
taken. The older men supple- | 
mented these accounts by retell- | 
ing incidents from their past ex- 

periences and giving their early | 
impressions of the hardware busi- 
ness. 

Mr. Repp began his career in 
the year in which the Logan- 
Gregg Hardware Company cele- | 
brated its semi-centennial, in | 
1881. Starting as a bill clerk, | 
he worked into the sales depart- | 
ment and was made general 
manager in 1896, when the firm | 
was incorporated. In 1918 Mr. | 
Repp was made vice-president | 
and upon the death of Mr. | 
George B. Logan in 1929 aa | 
elected president of the company. | 

Jacob Lang, who is starting | 
his 64th year with the organi- | 
zation, holds the longest service 
record. Especially outstanding 
are also the records of W. D. 
Heesom, Cyrus Lewis, and W. E. 






















































with the company for fifty years 
or longer. The 25 oldest em- 
ployees have given a combined 
service of more than a thousand 
years to this wholesale hardware 
firm. 


BRISBIN HEADS MOTOR 
EQUIPMENT ASSN. 


A. H. Eichholz, general man- 
ager of the Motor & Equip- 
ment Manufacturers Association, 
Fisk Bldg., New York City, 
announces that at the Jan. 10 
meeting of the MEMA Board of 
Directors the following were 
unanimously elected as the 1939 
MEMA officers: president, D. S. 
Brisbin, Columbus - McKinnon 
Chain Corp., Tonawanda, N. Y.; 
vice-president, D. H. Daskal, Per- 
fection Gear Co., Harvey, IIl.; 
secretary, J. H. Cattell, Warner- 
Patterson Co., Chicago, IIL.; 
treasurer, C. P. Brewster, K-D 
Manufacturing Co., Lancaster, 


Pa. 

The MEMA Board reappointed 
the following members to repre- 
sent the association on the 1939- 





D. 8S. BRISBIN 


1940 ASIS Joint Operating Com- 
mittee: chairman, J. M. Spangler, 


National Carbon Co., New York, 
Dm: 2s . Browster, K-D 
Manufacturing Co., Lancaster, 


Pa.; B. G. Close, King Quality 
Products Co., St. Louis, Mo.; 


| Malcolm McCormick, Walker 
| Manufacturing Co., 


Racine, Wis. 








THOMPSON FAIR TRADE 


CONTRACTS 


AVAILABLE IN THREE STATES 


As reported in the news pages 
of the last issue of HARDWARE 
Ace, The Henry G. Thompson 
& Son Co., New Haven, Conn., | 
manufacturers of Milford, Hy- 
Grade and “T” brand hacksaw | 
blades, is planning to establish 
fair-trade resale price mainte- 
nance contracts in the 43 states 





that have fair-trade laws. The 
company now announces that in 
addition to the Minnesota con- 
tract, previously announced, con- 


| tracts have been made in Okla- 
| homa and Michigan, and that in 


these three states (Minnesota, 
Oklahoma, and Michigan) all re- 
tailers have been offered such 
contracts. 
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NED SWIFT ELECTED PRESIDENT | 
CENTRAL STATES HARDWARE CLUB | 


Ned R. Swift, Stanley Works, | and Kreauter & Co., was chosen | 
was elected president of the | as the new vice-president and | 
Central States Hardware Club at | Ben Leve, The Carborundum Co., | 

| continues as secretary-treasurer. | 
| Three directors elected for three | 
| year terms are: Mr. Beaudin, 
| Frank J. Koch, McKinney Manv- | 
| facturing Co., and J. D. McCue, | 
| Russell & Erwin Mfg. Co. These | 
three had served as one year | 
term directors last year. 

About 75 members and guests 
attended and enjoyed the good 
fellowship as well as the splendid 
| dinner and entertainment a - 

tures. Mr. Swift was acting | | thy S | S t/ ne 
 cmadlill prior to his election, | n e a es po ig 
due to the illness of President | 
Coleman. - } 








The established recognition of a time- 
honored name is your best guide—as it is 
for your customers. In rivets, that name 
is recognized by the T R & S Co. trade- 
mark—rivets made by the world’s largest 
and oldest Tubular and Split Rivets fac- 
tory—every rivet perfect, 100% usable. 
accurately gauged to drive easily and 
clinch with non-brittle smoothness. 





SCRUGGS REPRESENTS | 
ANDROCK LOCK WASHERS | 


| 
| Effective January 1, 1939, And- 
| rock Spring Lock Washers will 
be represented throughout the 
that organization’s first annual ; southeast by Julian C. Scruggs 
dinner at Gus’ Restaurant, Chi- | & Co.. of Nashville, Tenn., ac- 
cago, Ill., Wednesday, January , cording to an announcement made 
| by executives of The Washburn 
| Company, Worcester, Mass., and 


' Rockford, Tl. 


This line will be an addition to | TUBULAR RIVET & STUD Co. 


the other Androck lines of kitch- . ‘ 
| enware ak’ has. ane World's Foremost Producers of Rivets 


| have been formerly handled in Wollaston 
| this territory by Scruggs & Co. ee ee te is 

The appointment is effective in 
| the eight southeastern states of 
| Alabama, Florida, Georgia, North 
| Carolina. South Cavolina, Ten- 
nessee, Virginia and West Vir- 





NED SWIFT 


Massachusetts 





| ginia. 





J. E. RUSSELL NAMES 
SALES REPRESENTATIVE | 
Henry G. Klein, manufacturers | 
| representative, 1410 Merchandise | 

BEN LEVE | Mart, Chicago, has been ap- 

| pointed national sales repre- | 

11, 1939. He succeeds Allan J. | sentative for the “Arrow Claw” | 
Coleman, manufacturers’ agent,| weed puller made by J. E. Rus- | 
who served as first president. | sell, 1358 Greenleaf Ave., Chi- | 


Geo. H. Beaudin, J. Wiss Sons cago. 


' | 


| 








CONSUMER COOPERATIVES MUST COMPLY | 


WITH WAGE-HOUR LAW REGULATIONS | 


Consumer cooperatives which;some member-employees may | 
' ‘ . “- 
had hoped to obtain exemption properly be exempted by the law, | 


under the Fair Labor Standards |the reason for the exemption | 
must be based on a provision in 








PRODUCED BY 
HELLER STREAMLINED CABINETS 


} q Increase your 1939 sales with the New Attrac- 
tive Modern Heller Streamlined Store Fixtures and Equip- 
ape pri _| ment. Heller has incorporated many new features to make 
no a cifically providing for your own individual store stand out for attractiveness in 

at exemption. ' | displaying your stock to best advantage. The outlay is 
“The Fair Labor Standards! gyrprisingly modest! 


Act,” he explained, “provides no | @ INVESTIGATE AT ONCE—Let Heller help you 
express exemption in favor of | ™ake 1939 your biggest year! Send as many details of your 





Act on the grounds that no em- 
ployer-employee relationship ex- 
ists between the organization and 
their member-employees, have 
been advised by Wage Hour 








\dministrator Andrews that no 
justification exists for exemption 
on that basis. 

While not attempting to make 
the ruling applicable to all types 
of organizations calling them- 
selves cooperatives, the Adminis- 
trator pointed out that while 


JANUARY 26, 1939 





cooperatives as to do some other | 
statutes and the provisions in the 
Act defining the employer-em- | 
ployee relationship cover the re- | 
lation of the ordinary cooperative | 
to its workers regardless of | 
whether or not they are stock- | 








holders or members.” 


store as possible and Heller will help you plan by mail, with- 
out cost or obligation. 


ILLUSTRATED LITERATURE SENT FREE 


W. C. HELLER & CO. 


139 Bryant St. 20 Vesey St. 
Montpelier, Ohio New York City, N. Y. 
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FIRE HERO PRAISED 


Alan C. Sweetser of The 
Stanley Rule and Level Plant, | 
New Britain, Conn., and a resi- | 
dent of the Hotel Burritt in that 


large surplus of this type of mer- 
chandise.” 

Mr. Mason declared electric 
refrigeration dealers can now set 
out to tap a higher replacement 
market. The figures, he said, 
show that many electric re- 
| frigerators in the United States 
| are outmoded and ready to be 

replaced by the efficient, ad- 
| vanced models the industry’s fac- 














ALAN C. SWEETSER 


city, was credited with having 
ably held down a fire in the ho- 
tel, preventing its spread from 
the suite in which it started, un- 
til the 


first firemen arrived on 
the scene. Mr. Sweetser dis- | 
covered the fire and quickly 


flashed word of it to the down- 
stairs desk which started spread- 
ing the alarm within the hotel. 
At a sales conference of The 
Stanley Works, Mr. Sweetser was 


presented with a gold watch by 


L. W. Young, treasurer of the | 
also | 


Hotel Burritt Corp. and 
treasurer of The Stanley Works. 
The watch was fittingly in- 
scribed in appreciation of 
courageous job he did. 
further honor, Mr. Sweetser was 
made a regular member of the 


New Britain fire department and | 


his fire badge was presented to 
him by C. F. Bennet on behalf 
of Chief William Noble. 


NASH-KELVINATOR HEAD 
SEES INCREASED SALES 


Because of present encouraging 
business signs, the electric re- 
frigeration industry can expect 
an increase in sales volume from 


the | 


As a} 


tories are now producing. 


| DIETZ NAMES WEST COAST 


| FACTORY REPRESENTATIVE 


H. M. Pforsich Co., with offices 
and_ Los 


at San Francisco 
Angeles, Calif., has been ap- 
pointed factory representatives of 
R. E. Dietz Company, New Yo:k 
| City, manufacturer of Dietz Lan- 
| terns for the western territory 
| embracing the 11 states west of 
| Denver and including the city of 
| El Paso only in Texas. 

H. M. Pforsich 
| known in the western territory as 
| factory representatives for such 
| lines as Ames-Baldwin- Wyoming 
| Co., New York Wire Cloth Co., 

L. R. Nelson Mfg. Co., and Cin- 
cinnati Tool Co. The inclusion 
of the Dietz lines will engage the 
entire attention of the principals, 
Harry Pforsich and Ted Hall. 
Joseph Ludes who formerly 
represented Dietz in the West, 
| has discontinued his traveling 
He is resident in Chi- 


| activities. 
cago, and a member of the Harp- 
warE Ace Fifty Year Club. 


HURLEY MADE VICE-PRES. 
OF PNEUMATIC TOOL FIRM 


Neil C. Hurley, Jr., was elected 
a vice-president of the Indepen- 
dent Pneumatic Tool Company at 
a special meeting of the board 
of directors. Mr. 
| been secretary of the company 
for the past four years. 
He joined the company in 1932 
upon graduation from the Uni- 
| versity of Notre Dame and has 
| been active in the direction of 
sales for the company’s electric 
tool division. 


20 to 25 per cent during 1939, , 
George W. Mason, president of | 


Nash-Kelvinator Detroit. 
Mich., told distributors of the 
corporation’s Leonard Refrigera- 
tion Division at the series of con 


Corp., 


ventions which began in Detroit, | 


Jan. 6 and ended Jan. 14. 
“The elements that made 1938 

a poor year for the electric re- 

frigeration industry are removed 


as far as 1939 is concerned,” de- | 


clared Mr. Mason. “For 
thing, we are entering 1939 with 
only a small, normal carry-over of 
prior-year merchandise, while the 
advent of 1938 found our sales 
problems much complicated by a 


one 
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G-E BUILDING MATERIAL 
MANAGER IN CHICAGO 
RETIRES AFTER 48 YEARS 


William H. Colman, manager 
of General Electric’s 
tion material building sales in 
| Chicago for many years, retired 
on Dec. 31 after 48 years of as- 
sociation with the company. His 
connection dates from 1890, when 
he joined the mailing depart- 
ment of the Chicago office. Later 
he became a part of the supply 
department, and during 1892 and 
1893 was concerned with sales to 


the Columbian Exposition and to 
industries who were exhibiting at 
that world’s fair. After the close 
of the exposition, Mr. Colman 
was placed in charge of the De- 
troit office of the supply depart- 
ment, moving up to become assis- 
tant manager of the Chicago dis- 
trict in 1908 and manager in 
1909. 

When General Electric mer- 
chandise department assumed 


| responsibility for supply lines in 


1923, Mr. Colman was named 
manager of the central zone with 
headquarters in Chicago. When 
the present construction material 
building equipment sales organi- 





Co. are well | 


zation was set up in 1930, he was 
likewise made manager in Chi- 
cago, continuing until his retire- 
ment. 


| PLAN HARDWARE BUILDING 


FOR NEW YORK CITY 


With the completion of the 
modernization work on a building 
at 253 Broadway, New York City, 
which had housed the now de- 
funct Hardware Club, plans are 
under way for establishing the 
building as an office and display 





FRANKEL RECEIVES NEW 
WESTINGHOUSE LAMP POST 


Adolph Frankel has been ap- 
pointed sales manager of special 
products of the Westinghouse 
Lamp Division, Westinghouse 
Electric & Manufacturing Com- 
pany, Bloomfield, N. J., it has 
been announced by Henry J. 
Hoffman, manager of the Special 
Products Department of the 
Westinghouse Lamp Division. He 
will be responsible for sales of 
Sterilamps, electronic tubes, X- 
ray tubes and all other products 
of the Westinghouse Lamp Divi- 
sion, except lamps. 

Mr. Frankel will make his 
headquarters at the Bloomfield 
plant, where he started work in 
1917. His first job was at the 
packing counter in the advertis- 
ing department. Later he was 
transferred to the executive sales 
department of the company in 
New York, where for five years 
he handled merchandising and 
marketing for the Westinghouse 
Lamp Division. In 1938 he was 
made merchandising manager of 
the Lamp Division and _ took 
direct charge of distribution and 
marketing of the Westinghouse 





room center for manufacturers of | 
hardware and allied lines. E. R. | 


Masback, president of the Mas- 
back Hardware Co., 326-338 Hud- 


| son St., New York, and the Trin- | 


| trical merchandise, toys, building 
| materials, plumbing equipment, 


Hurley has | 


construc: | 





ity Church Corp., owners of the 
property, are cooperating to carry 
out this program. 

If a sufficient number of hard- 
ware and allied tenants are se- | 
cured, all available space in the 
building will be reserved for 
manufacturers and/or representa- 
tives of hardware and allied lines, 
including housewares, paints, elec- 


etc. 

A small selected group has in- 
terested itself in this project and 
will ‘endeavor to recreate a Hard- 
ware Club to be located in the 
building. It will be the objective 
of the Club to furnish to the 
tenants meeting rooms for group 
meetings for their industry, and 
dining rooms where food will be 
served directly from the Long- 
champs Restaurant, which occu- 
pies the street floor. Member- 
ship will be on a select basis but 
dues will be nominal. 

On the same floor as the Club, 
the Masback Hardware Co. pro- 
poses to install a model hardware | 
store where for a nominal fee, 
tenants may display their wares 
along with the complete line of 
hardware and allied products. If 
these plans materialize, the build- 
ing will be suitably renamed. It 
is also hoped that the program 
will be completed before the 
opening of the New York World’s 
Fair. 


Sterilamp. 


CROSLEY DISTRIBUTORS 
MEET IN CINCINNATI 


The Crosley Corp., Cincinnati, 
Ohio, opened a two-day conven- 
tion, Jan. 6, of its distributors in 
the United States and Canada 
with an attendance of nearly 200 
distributors and their repre- 
sentatives at the Netherland Plaza 


Hotel. The 1939 models of 
Shelvador refrigerators, house- 
hold and automobile radios, 


ranges, washers and other prod- 
ucts made by the company were 
introduced. 

The meeting was opened by 
Thomas W. Berger, general sales 
manager, who introduced Powel 
Crosley, Jr., president of the 
corporation. Mr. Crosley out- 
lined the general plans of the 
company for 1939 and expressed 
himself in most optimistic terms 
over business prospects. 

Other speakers on the program 
were Powel Crosley III, and 
C. R. D’Olive vice-president, 
Thomas W. Berger, general sales 
manager, and John S. Garceau, 
advertising and sales promotion 
manager. 


BROWN, INC., REPRESENTS 
GENERAL HARDWARE CO. 


Arthur H. Brown, Inc., Cam 
bridge, Mass., has been ap- 
pointed New England distributor 
for the General Hardware Co., 
Milwaukee, Wis., and warehouse 
distributor for the Acme White 
Lead & Color Works, Detroit, 


| Mich. 
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JEWEL 
BENCH STONES 


Jewel Bench Stones are made of either alumi- 
num oxide or silicon carbide, in both single 
and combination stones. Available oil filled at 
the factory and specially wrapped for clean 
handling in your store. Every tool user has a use 
for one of these stones. Most home owners are 
unapproached prospects for Jewel Abrasives! 


Other Jewel molded abrasives include 
Grinding Wheels in tool room sizes up to 


JEWEL 
FLOOR SANDING SHEETS 
come to you pre-cut to fit every 
floor sanding machine. The tedi- 
ous job of cutting to a pattern is 
all done at the factory—more pre- 
cisely than possible by hand. Men 
who do floor surfacing will be 
quick to realize the time and labor 
saving advantages of Jewel ready- 
to-use sheets. Available in two 
abrasives and all grits. Send for 
new folder that tells the correct 


sheet for every machine; the right 



















“READY-PACK” 


A sales-making counter display for 12 packs 
each of 20 assorted Jewel Flint sheets. 





SHELF BOX 


Cover stays on to keep contents clean, yet 
single sheets pull out easily. 9” x 11” sheets of 
both Jewel Flint and Jewel Emery are packed 
this handy way. 


Ask your jobber or write direct for information on 











8” x 1”, and Shaped Stones in square, trian- 
gular, round, half round and taper round 
shapes for die and tool work. Both Wheels and 
Stones are made in a complete assortment of 
sizes and grits. Wheels are packed in attractive 
individual cartons, labeled for quick selection. 


grit for every job. Write today! our Complete Line of Coated and Molded Abrasives. 


ABRASIVE PRODUCTS 


JEWELOX @ JEWEL EMERY @ JEWEL GARNET JEWELITE @© JEWEL FLINT © NEW PROCESS 
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Mid-States fence does last longer. It has to, because it’s made by the patented 
“Galvannealed” process which fuses a heavy layer of protective zinc into the 
copper-bearing wire itself. 

This patented process gives you a “plus” selling point. It gives you satisfied custom- 
ers, profitable business, and the opportunity to increase your reputation for reliability. 


Take on Mid-States fence this Spring and get in on this good business. 
MID-STATES STEEL & WIRE CO. Dept. M-91 Crawfordsville, Ind. 


MID STATES 


“GALANVEALED” ENCE 


JANUARY 26, 1939 77 





IT PAYS TO SELL MID-STATES FENCE ! 











OBITUARIES 








EDWARD W. McCARTY DIES AT 63 


Was a Director of Many Hardware 
Manufacturing Concerns 


The passing of Edward W. 
McCarty, Jan. 6, at the age of 
63, following an illness of several 
years, takes from the hardware 
industry a man of great promi- 
nence. Mr. McCarty was well 
known throughout the hardware 
industry in the United States and 
was loved by all who knew him. 
He enjoyed a most enviable 
reputation for his fine character, 
helpful spirit and keen business 
ability. Although he retired from 
active business in 1932, because 
of poor health, Mr. McCarty con- 
tinued his affiliation with the 
hardware industry as a director 
of several hardware and _ allied 
line manufacturers. 

On Aug. 1, 1932, Mr. McCarty 
resigned as _ vice-president in 
charge of sales of The American 
Fork & Hoe Co., Cleveland, Ohio, 
although he continued at that 
time as a director of the com- 
pany. At the time of his retire- 
ment, from active 
continued as a member of the 
board of directors of the follow- 
ing companies: Worcester Lawn 
Mower Co., Worcester, Mass.; 
Alaska Freezer Co., Winchendon, 


business, he | 


McCarty and his brother, Harold, 
New York City, who is affiliated 
with The American Fork & Hoe 


Co., survive. 








E. W. McCARTY 


at St. Bernard’s Church, White 
| Plains, N. Y., in which com- 
| munity Mr. McCarty lived for 


| many years, his remains were in- 
terred in Holy Cross Cemetery, 
| Brooklyn, N. Y., January 9. 


Mass.; Canadian Shovel & Tool | 


Ont., 
Co., 


Co., Hamilton, 
Skelton Shovel 


Catharines, Ont., Canada. He was 
the founde- of the Canadian 
Shovel & Tool Co. and of the 
Skelton Shovel Co. 

When he retired Mr. McCarty 


had enjoyed 38 years of success, | 
| Frank L., and George A. Yost, | 
secretary of the Lucas company. | 


prominence and respect through- 
vat the hardware industry. For 
many years he was secretary of 
J. C. McCarty & Co., New York 
City, one of the earliest if not 
the first commission agency sales 
organizations in the hardware 
held. 
sons of the late J. C. McCarty 
founder of J. C. McCarty & Co. 

Edward W. McCarty served as 
vice-president in charge of sales 
of The American Fork & Hoe 
Co., from the time of its merger 
in 1930, with the Skelton Shovel 
Co. and Kelly Axe & Tool Co., 
until his retirement. 

Mr. McCarty was born in 
Brooklyn, N. Y., and attended La 
Salle College in New York. He 
was a member of the Royal 


Canadian Yacht Club, the West- 
chester Country Club and the 
Club. 


Crescent Athletic Mrs. 





Canada; | 
Dunkirk, | 
N. Y., and Welland Vale Co., St. | 


He was the oldest of three | 


FRANK YOST 


Frank Yost, 85, one of the 
founders of the Lucas Machine 
Tool Co., Cleveland, Ohio, passed 
| away recently. Mr. Yost helped 
organize the machine tool firm 
in 1900. He retired about 15 
years ago. Sucviving are two sons, 


RUSSELL B. TEWKSBURY 


Russell B. Tewksbury, chair- 
man of the board of The Oster 
Mfg. Co., Cleveland, Ohio, passed 
| away, Jan. 1, at his winter home 


old. 

Mr. Tewksbury was one of the 
founders of The Oster Mfg. Co. 
in 1893. As head of the Oster or- 
ganization which manufactures 
pipe and bolt threading equip- 
ment, his ardent interest and un- 
tiring effort will have a lasting 
effect on the industry and his 
influence will be greatly missed. 

He assumed the presidency of 
the company in 1898 and held 
that position until five years ago, 





| when his son, Roger G., suc- | 






Following services | 


| in Sarasota, Fla. He was 79 years | 


| ceeded him and he became chair- 
| man of the board. He was also 
| a director of the Cleveland Trac- 
| tor Co. and the Electric Railway 
| Improvement Co. of Cleveland. 
| His widow, two sons, and a 
| daughter survive. 


GEORGE E. SCOTT 


George E. Scott, president since 
| 1929 of the American Steel Foun- 
| dries, Chicago, passed away Jan. 
| 11 in Rochester, Minn. Mr. Scott 
went to a clinic at Rochester for 
a minor operation. Pleurisy de- 
veloped and he had a heart at- 
tack of which he died. 

Before he was elected to the 
| presidency of the American Steel 
Foundries, he served 24 years as 
| vice-president and previously had 
| been associated with the Sim- 
| mons Hardware Co., St. Louis, 
| Mo. He had also made a na- 
tional reputation as a leader of 
| the American Red Cross, a direc- 
tor of Boys’ Clubs of America 
and the Izaak Walton League. He 
was an active supporter of wild- 
life conservation. 

Mr. Scott was a director of the 
Chicago Daily News, the Harris 
Trust and Savings, the Personal 
Loan and Savings Bank, the H. 
Channon Co., the Griffin Wheel 
Co., and the Simplex Railway Ap- 
pliance Co. He leaves his widow, 

three sisters and four brothers. 





CLARENCE E. MANRY 


| 

| Clarence E. Manry, 58, proprie- 
tor of the Manry Hardware Co., 
| Edison, Ga., passed away recently 
| of a paralytic stroke. He was a 
member of the board of county 
| commissioners for many years and 
was about to enter his second 
term as a state legislator when 
| he was stricken. His widow, two 
| sons, and three daughters sur- 
| vive. 


GEORGE W. DEEGAN 


George W. Deegan, 59, vice- 
| president and general manager of 
the Sam Spier Hardware Co., San 
Antonio, Tex., passed away, Jan. 


leaves his widow and a son. 


WAIDE H. BROWN 


Waide H. Brown, president of 
the Cutler Hardware Co., Water- 
loo, Iowa, passed away recently 
at a Cedar Falls hospital. He 
had been associated with the Cut- 
ler company for 40 years, start- 
ing as a salesman in 1898. 


4, at his home in that city. He | 


WILLIAM GROS 


William Gros, 72, president of 
the Williams and Tanner Hard- 
ware Co., Fort Plain, N. Y., 
passed away recently following 
an illness of three weeks. Mr. 
Gros entered the employ of the 
company in 1893 and during the 
reorganization of the firm in 1936 
was made president. He leaves 
his widow. 


LOUIS SCHUMACHER 


| Louis Schumacher, treasurer of 

the Ziegler & Schumacher Hard- 
| ware Co., Scranton, Pa., passed 
away Jan. 5 following an illness 
| of several weeks’ duration. He 
was 75 years old. 








JULES CREISSEN 


Jules Creissen, 77, president of 
the Creissen Hardware Co., 3209 
Park Ave., St. Louis, Mo., passed 
away recently. He leaves a son, 
Eugene J. Creissen and a daugh- 
ter. 


C. CLYDE SANSBURY 


C. Clyde Sansbury, 39, proprie- 
tor of the Sansbury Hardware & 
Paint Co., Timmonsville, S. C., 
passed away recently. His widow 
survives. 


WILLIAM W. HUMPHREY 


William Wayne Humphrey, 
manager of the furniture depart- 
ment of Hibbard, Spencer, Bart- 
lett & Co., Chicago, passed away, 
Jan. 1, after an illness of two 
weeks. He leaves his widow. 





FRANK KEESE 


Frank Keese, 62, engaged in 
the hardware business at La- 
vonia, Ga., for many years, passed 
away, Jan. 5, following a stroke. 
Befoze conducting his own busi- 
ness, he had traveled for the Gray 
& Dudley Co., Nashville, Tenn. 
He leaves a son and two daugh- 
ters. 


BURLEY C. BURLESON 


Burley C. Burleson, 38, sales- 
man for the Stanly Hardware Co., 
| Albermarle, N. C., passed away, 
Jan. 5, after a three weeks’ ill- 
ness. He leaves his widow, a son 

| and a daughter. 





JAMES E. MORGAN 
James E. Morgan, 69, promi- 
| nent hardware merchant of Bar- 
ker, N. Y., passed away at his 
home there after an extended ill- 
ness. He was former president 
of the Barker Board of Educa- 
tion, former village clerk and ac- 
tive in fraternal and church af- 
fairs. 





HARDWARE AGE 
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THOMAS LAUGHLIN CO. 
TO ERECT NEW PLANT 


Eighteen buildings owned by 
the Thomas Laughlin Co., Port- 
land, Me., between 133 and 155 
Fore St. and on Hancock and 
Newbury Sts., will be demolished 
and a one-story, modern steel 
plant will be erected on the 
grounds at a cost of between 
$100,000 and $150,000, it was an- 
nounced by Donald S. Laughlin, 
president. 

Officials of the company, which 
has productd marine and indus- 
trial hardware for nearly 40 coun- 
tries of the world, said they were 
planning construction of “one of 
the finest drop forge plants in 
the country” in expectation of 
“returning good business.” The 
new plant is expected to be com- 
pleted by March 15. 

The Thomas Laughlin Co. was 
organized in 1866 and has been 
in its present location since 1890. 
The company will continue pro- 
duction throughout the razing 
and construction. 

The new plant which will be 
pre-fabricated and completely 
fire-proofed, will have floor space 
of 60,000 square feet, which com- 
bined with floor space in the two 
remaining buildings will provide 


a total area of 90,000 square feet. | personal loan 





The buildings which will be re- | 
tained for storage and offices are 
the present office building at 143 
Fore St. and the cement building 
on Newbury St. The new steel | 
plant will be powered with Diesel | 
motors run by a power plant 
within the grounds. 
Officers of the company in ad- | 
dition to Mr. Laughlin are Olcott 
S. Payson, vice-president and 
Robert S. Laughlin, treasurer. 


NEW YORK GROUP HEARS 
CREDIT TALK 


At the Jan. 16 meeting of the 
Central New York Retail Hard- 
ware Assn., in the Hills Bldg., 
Syracuse, N. Y., N. D. Bartle, 
manager, Syracuse Credit Bu- 
reau, Inc., delivered a talk on 
“Retail Credits and Credit Con- 
trol.” Mr. Bartle described the 
development of the credit agency 
with which he is associated and 


to which many hardware dealers | 


are subscribers. He commented 
on the collection of grouped 
claims through a well-managed 
assistance corporation which 
pools claims of several creditors 
and then works out a_ budget 
plan for the debtor. This group, 


| throughout 
| The following radio stations were 





he said, differed in its aims and 


methods from the finance and | 
=e | : 
organizations. | leaving college. 
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Franklin |. Greene, president of 
the association, presided at the 
meeting, which 30 dealers at- 
tended. 


WASHER-IRONER PROGRAMS 
OVER 151 RADIO STATIONS 


The American Washer & Ironer 
Manufacturers’ Association, Chi- 
cago, is now providing washer 
and ironer scripts for weekly 
broadcasts to 15] radio stations 
the United States. 


recently added to the group 
broadcasting the scripts supplied 
by the association: KVEC, San 
Luis Obispo, Calif.; KRQA, 
Santa Fe, N.M.; KFJB, Mar- 
shalltown, Iowa; WNAD, Nor- 
man, Okla.; KUTA, Salt Lake 
City, Utah; KVNU, Logan, Utah 
and KGY, Olympia, Wash. 


PHIL STRATTON JOINS 
A. BALDWIN & CO. 


Phil Warren Stratton has been 
appointed vice-president of A. 
Baldwin & Co., wholesale hard- 
ware firm of New Orleans, La. 
He was formerly vice-president 
of the Stratton-Warren Hardware 
Co., Memphis, Tenn., with whom 
he had been associated since 


to Reduce 
Sales Resistance! 


TORO HOMELAWN 


Dealers who want to sell a power mower that is new and 
in step with the times, are choosing the Toro Homelawn. 
The neatness, strength and freedom from complicated 
mechanism of these mowers will appeal 
to the prospective buyer, whether he 
is buying for a home, school, hospi- 
tal or industrial plant. 

Toro Homelawn mowers will be 
stocked by leading jobbers and sold 
on a fair profit basis. 


Why Not Write Today? 


TORO MANUFACTURING 


MINNEAPOLIS 


$84.50 
To 
$98.50 


RETAIL 








$100 FOR BEST BUILDERS’ 
HARDWARE WINDOW 
To encourage the display of 
builders’ hardware in retail hard- 


| ware stores, The Stanley Works, 


New Britain, Conn., is offering 
three hundred dollars in cash 
prizes for winning windows dis- 
playing builders’ hardware. First 
prize will be $100; second prize, 
$75.00; third prize, $50.00; . 
fourth prize, $25.00, and five 
prizes of $10.00 each will also be 
awarded. The judges, whose de- 
cision will be final, will include 
three prominent trade paper men. 
While the window display need: 
contain only 50 per cent of Stan- 
ley items, all windows must in- 
clude the new five-piece, colorful! 
window display material and the 
window sticker, which Stanley 
will furnish to all entrants. Each: 
competing store must maintain: 
the window display for two weeks 
during March and all entries 
must be received by the Contest 
Editor, The Stanley Works, by 
March 31. The photos become the 
property of the company. The 
Contest Editor will furnish full 
particulars and forward the dis- 


| play material. 









Features 


MOTOR: 
% H.P. 
MOTOR SUPPORT 
BASE: Cast formed 
aluminum alloy 
HANDLE: Tubular 


steel, 34” in diameter 
with 1-34” handle bar. 
SHARPENING: End- 
less round belt fur- 
nished for sharpening 
blades with motor. 


4-cycle, 


Built in Two 
Sizes 
18 and 21 inch 


CORPORATION 


MINNESOTA 
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A 1,500,000 Unit Market a 1939 





for Electric Refrigeration 





R. C. COSGROVE 


PPORTUNITIES before the 
QO nation’s electric household 
refrigeration industry dur- 

ing 1939 are bigger and better 
than they were even 15 years ago 
when the business was in its in- 
fancy. Despite the comparatively 
inactive sales year we had for 
electric refrigerators in 1938 this 
coming year of 1939 should de- 
velop 1,500,000 refrigerator sales. 
And bear in mind, this esti- 
mate is not founded on wishful 
thinking, but on concrete facts, 
one of the most startling being 
that today there are 1,300,000 
more wired homes without elec- 
tric refrigeration than there were 
in 1923. Fifteen years ago only 
43,000 electric refrigerators were 
in use. In that year less than 
10,200,000 homes in the country 
were wired; today more than 22,- 
800,000 homes are wired and 11,- 
270,000 of them have electric re- 


frigeration. That leaves today 
11,530,000 electrically wired 
homes without the benefits of 


modern electric refrigeration. 
Let us analyze this market. 

Most authorities predict that 500,- 

000 new homes and multi-family 
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Electric refrigeration is absent from 


more wired homes today than in 1923 


By R. C. Coscrove 


Manager, Household Refrigeration Dept. 
Westinghouse Electric § Mfg. Co. 
Mansfield, Ohio 


dwellings will be built during 
1939. Paring 100,000 from this 
figure for conservatism’s sake, 
that leaves a 400,000 potential re- 
frigerator market in the cities. 

Rural electrification is coming 
to some 300,000 farm homes in 
1939. On the basis of past ex- 
perience, about one-third of these 
farm homes, or 100,000, will pur- 
chase electric refrigerators dur- 
ing the year 1939. The number 
of people who are becoming dis- 
satisfied with their present electric 
refrigerators which they bought 
a number of years ago amount to 
something like 250,000. Over 
1,400,000 refrigerators in use to- 
day were purchased seven years 
or more ago. 


Replacement Sales 


Aside from this new construc- 
tion and improvement market, a 
vast opportunity for refrigerator 
sales will be opened by reason 
of replacements. We _ estimate 
that 250,000 “old-vintage” refrig- 
erators will be replaced with 1939 
models. This is a safe figure, 
when you realize that there are 
1,400,000 refrigerators which have 
been in use at least seven years. 
But also remember that obsoles- 





cence is not the only reason for 
refrigerator replacements. One 
survey of 770 replacements dis- 
closed that 16 per cent of them 
were made because the former re- 
frigerator was too small; better 
than 13 per cent resulted from 
a desire to enjoy the conveniences 
of the new models; about the same 
percentage was credited to the 
new design and style appeal; 15 
per cent were based on a desire 
to reduce operating costs; and 
only 22.6 per cent traced their 
cause to mechanical trouble in the 
old refrigerator. 

The refrigeration industry had 
come to regard itself as a depres- 
sion-proof business. It had seen 
sales climb year by year almost 
without exception. In 1929 there 
were 778,000; in 1930, 791,000; 
1931, 906,000; 1932, 798,000; 
1933, 1,016,000; 1934, 1,284,000; 
1935, 1,567,000; 1936, 2,000,000; 
1937, 2,250,000. But in 1938 
sales dropped. However, they 
dropped only to 1,150,000 and 
that, despite an inactive market, 
was a better showing than any 
other years except 1934 to 1937. 

Industry plans for 1939 justify 
my confidence, however, that this 
upward trend will be resumed 
again. In addition to general im- 
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proved business conditions and an 
expanding market because of rural 
electrification, new housing and 
building plans, added other homes 
that are being wired, and the re- 
placement market, the industry is 
offering the consumer greater 
values than ever before. 

The refrigerators of 1939 give 
the consumer more convenient and 
efficient refrigeration for his dol- 
lar than ever before, and these 
outstanding values are supported 
by large, aggressive advertising 
and merchandising programs. 

In brief, the electric refrigera- 


tor industry has grown up and 
the refrigerator itself has become 
an automatic kitchen appliance to 
protect food, and consequently 
the health of the nation. It used 
to be our experience in the early 
days of the industry to receive 
telegrams like this from our deal- 
ers: “REFRIGERATOR ARRIVED 
STOP PLEASE SEND ENGI- 
NEER.” 

Today you simply plug in the 
refrigerator cord, and I might add 
that the industry itself is plugging 
in too for a big 1939. 





Store Arrangement Principles 


(Continued from page 45) 


In the display of electric horns, 
far more protection is required 
against both dangers. 

“Regulation by Government.— 
Contaminable foods, poisons and 
certain other drugstore products, 
arms and explosives, and liquors, 
among others, may be displayed 
only under certain protections that 
might not be employed but for 
regulation governing the mer- 
chant’s freedom of action. 

“Staple or Impulse Character.— 
‘Openness’ of display may create 
and sustain a higher demand for 
certain non-staple items. Compare 
pickles or relish with salt. No 
amount of display could more than 
temporarily increase consumer 
purchases of salt, while prominent 
display of pickles or relish might 
easily create a steady higher de- 
mand resulting from increased 
consumption. 

“Hazards.—Goods should not 
be displayed in a manner that 
creates a hazard. An ax would not 
be hung over the aisle of a store. 
Poisons are displayed in such a 
manner that their dangers are min- 
imized. 

“Packaging.—A generally high 
degree of ‘openness’ of display was 
scarcely possible until the trend 
toward packaging became marked. 
Packaging minimizes the adverse 
phases of open display by reduc- 
ing the danger of contamination, 
deterioration, or other loss. 

“Attraction.—Attractiveness to 
the consumer is a quality of cer- 
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tain merchandise that is not pos- 
sessed by others. Compare a drum 
of linseed oil with a set of fine 
tools. The merchant habitually 
tries to find ways to display the 
tools openly, but naturally tends 
to give less display to such items 
as bulk linseed oil. Some goods 
are packaged to make them more 
attractive. 

“Profitability. — Staples and 
fast-moving items in general re- 
quire little attention. Prominent 
display of such items is rarely re- 
quired. They are often placed in 
less prominent positions so as to 
draw customers farther into the 
store and thus expose them to the 
high-margin merchandise.” 

It is also stated that because of 
the basic similarity in layout be- 
tween small retail stores in all 
fields, that it is possible to list 
certain characteristics that are 
common to all well designed and 
well operated small stores. It is 
desirable that these characteris- 
tics be sought because of the fact 
that they provide promotional ben- 
efits or savings in expense. These 
characteristics are as follows: 

“A suitable and attractive store 
front. 

“Good signs identifying kind of 
business and store. 

“Attractive show windows suit- 
able for the kind of business. 

“Good sidewalks, easy entrance. 
store floor at street level. 

“Adequate illumination. 

“Sufficient department identifi- 





Standardize 
US poutry 
NETTINGS 





Atert dealers have 
been quick to recognize the spe- 
cific advantages of stocking and selling U. S. 
Poultry Nettings exclusively. By standardizing on 
U. S. HEXLOK and U. S. STRAITLOK, they 
now fill every demand of their trade and meet 
avery phase of competition with perfect hexagon- 
mesh and straight-line nettings from one de- 
sendable source. 

This simplifies buying, shipping, stocking and 
re-ordering. It enables the dealer to concentrate 
all sales effort behind nationally-advertised, 
trade-marked products with strong consumer ac- 
ceptance. It builds profitable repeat business. 


Made with LOCK-TWIST 

U. S. HEXLOK and U. S. STRAITLOK 
are made with the dependable LOCK-TWIST 
joints. More uniform, more symmetrical; roll out 
flat; easier to handle and cut; stretch perfectly; 
give greater consumer satisfaction; cost no more. 

Available in all standard widths and weights, 
Galvanized Before or After Weaving. All Copper- 
bearing Steel, pure zinc galvanized. Sold only 
through regular wholesale and retail trade channels. 


Ask your Jobber or write direct! 


INDIANA 
STEEL & WIRE CO. 


MUNCIE, INDIANA 
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HOME WORKSHOP HANDBOOKS 


A constant supply...in a brightly colored 
counter display. A powerful little “sales- 
man” for Homecrafting. Includes chapters 
on “Your Own Home Workshop”, “Avail- 
able Homecraft Literature”, etc. Helps create 
new lifetime customers ! 


¥ 


WINDOW SHIELD... bright, ofticiai- 


looking decalcomania that points out your 
store as “Headquarters for Home Workshop 
Supplies”... the reliable place to buy tools, 
cabinet hardware, finishes, abrasives, etc. 


S 


Hundreds of leading Hardware Merchants 
are taking advantage »f these better-business- 
builders—sent you rREE by CASCO Glue. 
There’s no cost to you. No deals to buy. 
No strings attached. Just mail the coupon! 


eS ¥a 


HOME 
WORKSHOP 
SUPPLIES 





250 Madison Ave., New York, N. Y. 
Gentlemen: Send me that FREE Homecraft Hobby 


Campaign material. 


My name 





Screet City. 








My jobber’s name 
Address 





























cation to permit easy customer 
progress to the department sought. 

“Sufficient aisle and circulation 
space to invite free movement 
about the store. 

“Use of light, color, and space 
to create the impression of size 
and spaciousness. 


“Easy point-to-point visibility 
throughout the store. 
“Relating departments and 


goods to create maximum number 
of multiple sales. 

“Placement of selected service 
and commodity stations to facili- 
tate circulation and convenience. 

“Accessibility of shelf merchan- 
dise to invite self-service where 
desired; achieved by eliminating 
excessive floor fixtures. 

“Absence of most of the larger 
fixtures designed exclusively for 
goods of one manufacturer. Such 
goods may be consolidated with 
regular inventory, in standard fix- 
tures. (Sales volume and margin 
produced may justify exceptions. ) 
“Adequate ventilation, to avoid 
| unpleasant odors and to protect 
merchandise. 

“Temperature in the store kept 
within the range of comfort, inso- 
far as reasonably attainable. 

“Adequate protection of goods 
against pilferage. 

“Elimination of hazards to life. 
limb, or property of customers and 





employees. 








“Maintenance of sanitary con- 
ditions. 

“Absence of obsolete equipment, 
fixtures, decorations, displays, or 
nonessentials that interfere with 
operations or take customers’ at- 
tention from buying. : 

“Conformance to regulations 
governing sanitation, fire hazard, 
licenses, and other matters. 

“Separation of service depart- 
ments that are separable from sell- 
ing: (a) to avoid confusion and 
customer dissatisfaction and (b) 
to facilitate the operation of sep- 
arated departments. 

“Limited use of uninteresting 
decorations. 

“Departmental arrangement cal- 
culated to promote the sale of 
high-margin commodities. Use of 
display that is best calculated to - 
promote the department, the item. 
or the kind of business. 

“Avoidance of unpleasant dis- 
plays, or displays that may offend 
any important proportion of the 
patronage. 

“Adjustability to expected peak « 
loads. u 

“Conformance, in general. to a 
habits of the people and the cus- 
toms of the kind of business.” p 

The booklet is obtainable for 10 b 

P 
e 





cents from the Superintendent of 
Documents, Washington, D. C. It a 
is No. 104 in the Domestic Com- ny 
merce Series. t 








gether from a 6-volt transformer. 


prominence. 


and cost approximately $15.00. And it attracted attention. 


AN ATTRACTIVE NIGHT WINDOW DISPLAY 





The above illustration is a night display recently featured by Robert 
Zempel, hardware dealer of Havana, IIl. 
and cattail background and a 7-watt blue electric light bulb gave the dis- 
play a pale, semi-dark appearance. 


the front of the window on an endless bicycle chain. 
right were suspended from another chain and were painted black for night 
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It is built with a swamp grass ; 

The gun flash and buzzer worked to- t 

The duck and shell cartons moved along e 

The ducks on the t 

The display was built from scrap parts by Glen A. Martin | 
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WESTINGHOUSE ELECTRIC KITCHEN FOR 1939 


The two 1939 models of Westinghouse electric refrigerators and 
ranges which are pictured above are right at home in the modern 
electric kitchen. Note location of refrigerator and range and 


their relation to cupboard space. 


The demonstrator is showing 


how the electric dishwasher is turned on and operated. 





Showing How Waste Eats Up Profits 


(Continued from page 35) 


that bill. You can never ‘make 
up’ losses. They are gone for- 
ever.” 

The salesman saw the manager’s 
point and agreed to collect the 
bill, which he did without any su- 
perhuman effort. Salesmen are 
especially prone to consider all 
their expenses in relation to the 
total volume they sell, whereas 
the right way for salesmen to 
consider their worth to the com- 
pany is on a basis of the probable 
profit on their sales production. 
Thus, a salesman will frequently 
say, “I sold $50,000 worth of 
goods last year and the company 
wants me to drive this car a sec- 
ond year.” But the treasurer of 
the company must look at it this 
way! The company earns 5 per 
cent on sales. That is $2,500 on 
the salesman’s production. Buy- 
ing a new car for $1.200 for the 
salesman would mean investing 
almost one-half of the potential 
profit on that salesman’s business. 

It is suggested that this chart 
be reproduced, preferably in en- 
larged form, and posted every- 
where throughout any organiza- 
tion, where the officers want more 
efficient and economical opera- 
tion next year. It should be 
posted in all stock rooms, where 
supplies are requisitioned, at all 
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machines where there is trimming. 
sawing, cutting, shearing; it 
should be posted in the mailing 
room, to remind people how easy 
it is to spend too much for post- 
age, and copies of it should be 
posted in the shipping room where 
it will serve as a reminder that 
many wastes result from improper 
packing. 


Cash Sales Increased 


50 Per Cent 
(Continued from page 38) 


trial accounts. Inasmuch as the 
largest sales volume is enjoyed 
between 1] a.m. and 2 p.m., part- 
time salesmen are needed during 
those hours. 

For years the Patterson Bros. 
store has catered to members of 
families whose names are known 
throughout the world — people 
who have long been in the social 
register, as well as to the hobby 
fan who must equip his homework- 
shop on a “pay as you go” basis. 
Following the Boer War the store 
sold and shipped to Boers a full 
boatload of hardware. The com- 
pany has furnished hardware for 
expeditions such as the Guggen- 
heim Expedition to South Amer- 
ica. 


Guaranteed 


Fully Insured 








Man-those Gwcost 
Electrite Fencers 
sure sell fast 


and give me a 
fine profit 


for 5 full 
years 


The stock records of hundreds of leading 
dealers prove that low cost Electrite 
Fencers make good on the sales floor and 
in the farm field. Where fencing costs are 
slashed 80% by this safe, proven electric 
Fencer, every farmer is a prospect and 
sales are easy to make. 

Priced to meet and beat mail order and 
chain store competition—and still deliver 
a good profit—you'll find Electrite 
Fencers worth investigation. The only 
low priced Fencer good enough to pass 
insurance requirements, Electrite carries 
Products Liability Insurance protection 
for the dealer; guarantees every Electrite 
unit to deliver five full years of satis- 
factory, trouble-free service. To build 
your business and completely satisfy all 
customers, Electrite provides every im- 
portant mechanical feature high priced 
Fencers offer. There are thousands in 
use—battery operated, high line and 
farm plant models—holding all stock 
under all soil and weather conditions. 
Sold exclusively by hardware jobbers and 
their dealers, Elec- 
trite provides a com- 
plete plan of dealer 
sales helps without 
charge. Ask your 
jobber for complete 
information or write 
direct today for the 
colorful, free Elec- 
trite Data Bulletin. 





Holds All Stock 


Electrite Fence Company 
219 Knilans Bidg., 


Whitewater, Wis. 














J. F. VAN DEREN, pres- 
ident of the Van Deren Hard- 
ware Company, Lexington, 
Ky., celebrated his 79th birth- 
day on Sept. 18, 1938, and 
can look back over 58 years 
spent in the hardware busi- 
ness. Mr. Van Deren left the 
farm when 21 years of age 
and in February, 1880, be- 
came identified with a retail 
hardware firm in Williams- 
town, Ky. In 1882 he joined 
the forces of Clark, Widie- 
field & Co. of Cincinnati and 
represented them on the road 
for two years. In 1885 he accepted a position with 
Simmons Hardware Co., St. Louis, Mo., to travel 
in central Kentucky and traveled for this organi- 
zation for the next eight years. In September, 1894, 
he bought out a retail store in Lexington, Ky., and 
two years later the business developed sufficiently large 
to branch out in the wholesale and retail combined. This 
method of distribution continued successfully until De- 
cember, 1937, when he liquidated his retail end of the 
business and became exclusively wholesale in a large 
establishment in Lexington under the same firm name, 
Van Deren Hardware Company. Mr. Van Deren has 
never been identified with any political positions. He was 
chairman of the local board of commerce for two years 
and has been a director in two banks. One of these 
banks has been discontinued and he is now a director 
in the Union Bank & Trust Company. He has spent his 
vacations each year hunting, fishing and golfing. He has 
fished and hunted throughout the Middle West, Far West, 
South and Canada and has canoed and camped for weeks 
at a time in remote sections of the country. He is an ex- 
pert fisherman and an excellent shot. A few years ago 
while hunting in Kentucky with a companion he bagged 
seventeen birds, with seventeen shells, on the wing. He 
missed two birds but had two doubles. Last year he shot 





J. F. VAN DEREN 
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Hardware Age 


Fifty Year 
Club 


only one day, bagging nine birds with eleven shells. The 
most remarkable part of his outdoor life came after he 
was 50 years old. He took up golf. Of this he says: “My 
best score was made several years ago when I was much 
younger than now, a 73, but the score that I am most 
proud of was made July 16, 1936, when I was 77 years 
old. I shot a score of 75, two less than my age and as far 
as I can find out no other man has equalled it. That is 
the score that I enjoy most. I have tried in every way 
to hear from any other source if anyone has equalled 
or bettered this record.” That’s a record for anyone to 
shoot at. 


HOWARD MANNING 
KIRK, president, Kirk, Hut- 
ton Co., New Castle, Pa., has 
been affiliated with that com- 
pany, and its predecessors, 
since Feb. 22, 1886. In his 52 
years with the firm he has 
served as salesman, junior 
partner, senior partner and 
president. His father, Henry 
M. Kirk, founded the business 
in 1861 and eventually had 
his three sons Howard Man- 
ning Kirk, Sr., Thomas S. and 
the late C. J. Kirk associated 
with him. The third gener- 
ation of the Kirk family is 
represented in the firm at the 
present time by H. M. Kirk, 
Jr., secretary and treasurer of the company, who has been 
associated with his father for 11 years. Mr. Kirk, Sr., is a 
past president of the Pennsylvania & Atlantic Seaboard 
Hardware Association and has been a member of the 
board of directors of the American Hardware Supply 
Co., Pittsburgh, Pa., dealer owned wholesale house, since 
1918. In New Castle he has been a member of the school 
board, president of the Community Loan fund. He is a 
32nd degree Mason and an active member of the First 
Presbyterian Church of New Castle. He particularly en- 
joys playing with his grandchildren, likes to get up early 
every morning and finds much joy in fishing, “whether 
we catch fish or not.” 


H. M. KIRK 
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PROTECTION <s 


No chain store, group buyer or mail order house 
can sell ROGERS Famous Liquid Fish Glue. 
Our policy of selling exclusively through the 
hardware jobber and dealer protects your profits! 


10,000.000 CONSUMER 


DEMAN D completes 


the FOUR best selling helps any 
manufacturer can offer his dealers! 
PRICE, QUALITY, PROTECTION 
AND NATIONAL ADVERTISING! 
..- makes it easier for YOU to travel 
the highroad of co- 
operation and more 
profits. 

PHONE YOUR JOBBER FOR DETAILS 
of the two Rogers deals that 
will get you off to a flying 
start behind the power of 
Rogers National consumer 
advertising! 


— 
























ROGERS 
Gloucester, Mass. 
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in Ojaportunity 


To Put More Money in 
Your Cash Register 


We have decided to add a certain number of respon- 
sible firms to our present outlets on a basis that will 
GUARANTEE you LARGER PROFITS than you can make 
on other advertised plant foods. At our prices, you'll 
also be able to get PROFITABLE VOLUME business from 
Greenhouses, Golf Courses, Landscape Gardeners and 
other quantity buyers. 

Remember—LOMA is recognized as America’s Finest 
Plant Food. Complete, scientifically balanced, 100% ef- 
fective. LOMA has been advertised nationally for a 
number of years. Our colorful and handsome new Bags 
and Canisters mark it as the quality product it is. 

For full information, WRITE TODAY. 


TENNESSEE CORPORATION 
61 Broadway New York City \\) 





For Everything 
Green That ——7 





Extra Profits for 
CAP SCREW 
Sellers 


Let TRIPLEX Cap Screws 
make money for you—they 
speed assembly, banish mis- 
fits, give customers insurance 


against breakage. Here’s a 





cap screw of fine steel, strong, 
uniform, accurately threaded. 
Shaved heads, washer faced, 
full finished—they look their 
quality, protect your judg- 
ment in buying them. Ship- 
ping service geared to your 


needs. Send for free sam- 





ples and prices, today. 
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IPLE 


— AND SET SCREWS, BOLTS, NUTS AND RIVETS 
5317 Grant Avenue ¢ Cleveland, Ohio * 


THE ey 





JANUARY 26, 1939 




















Gift Shop, 
Variety and 
Department 
Store has been 
waiting for this 
peucil to mark 


Cellophane packages 


Customers meed 
this CELLOPHANE’ 




















* 
Check 
gee Pencil 
0 BLACK CRED CO BLUE C0 GREEN 
C] WHITE 0 YELLOW 
Name 
Address 
City State 
° PENCL ——_— 
4/27 cS" Je) COMPANY, pxiavecPnia, 
85 











FOR RETAIL 
HARDWARE 
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New and Improved Merchandise—Display Helps—Sales Literature— 
Window Trims — New Packages — New Colors — Catalogs 


Stainless Stick Lubricant 


For lubricating without soiling metal. 
wood, rubber, glass, felt, leather, and 
ther surfaces. Said not to stain 





clothes or upholstery, and to prevent 
squeaks, rust, and wear. Furnished 
with counter display merchandiser, No. 
M-24—24 of the “universal size”; list 
price, $2.40; dealer’s price, $1.60, or 
in a counter display box, No. B-12— 
12 in box; list, $1.20; dealer’s price, 
80 cents. American Grease Stick Co., 
Muskegon, Mich. 


Folding Iron 


This iron with its 6-ft. cord packs 
completely into an attractive suede felt 
case which takes up a space only 1% 
in. thick and as long and wide as an 
ordinary iron. Weight of complete set 
is 2% lbs. Ironing surface is full size, 
smooth, has beveled edges and carefully 
designed point. By turning a switch 








irun can be accurately adjusted to the 
proper temperature for pressing silk, 
cotton, rayon, or wool. These “Dura- 
bilt” folding irons are priced between 
$2.96 and $5.95, retail, with the full 
automatic model, shown, at $5.95. Win- 
stead Hardware Mfg. Co., Winstead. 
Conn. 


Knife Sharpener 


Knife is drawn through one slot 
lightly to sharpen one side and then 
drawn through other slot to sharpen 
the other side of blade. Full instruc- 
tions are stamped on handle. Maker 
states design of knife sharpener elimi- 
nates hazard of tearing knife blade 
and destroying its temper. Only one 





sharpening wheel is used, with slot in 
housing on each side. Wheel is of 
diamond hard steel. Handles enameled 
in bright red and green. This “Nu- 
Action” sharpener retails for 10 cents. 
Edward Katzinger Co., 1949 N. Cicero 
Ave., Chicago. 


Transparent Mender 


“Transparent Liquasol” is a mending 
agent for wood, crockery, china, glass, 
pipes, plumbing, leaky radiators, etc., 
and is said to be particularly adaptable 
to furniture, crockery, china, and glass- 
ware where it is not desirable for the 
mending agent to show. Packaged 
in green and black tubes and mounted 
on green and black display cards, 4% 
by 4% in. Retails for 10 cents. Soldine 
Corp., 3909-i1 North Western Ave., 
Chicago. 






‘ge SPRING-ACT-0 


Silex Flasher Display 


Made of sparkling silver foil in the 
shape of a bullseye. Printed in red and 
green ink and is equipped with a 





flasher bulb which flicks on and off, 
giving the appearance of motion. In 
the center stands a new model Silex 
glass coffee maker. The copy lists the 
outstanding features of the new line. 
The Silex Co., Hartford, Conn. 





“Spring Act-O” Cord Set 


An improved spring take-up assembly 
combined with 8 ft. of heater cord and 
air-cooled plug is now being made by 
the Waage Mfg. Co., 3982 W. Barry 
Ave., Chicago, under the name of 
“Spring-Act-O,” as an electric iron re- 
placement cord and also as standard 
equipment on irons. The cord feeds 
through the funnel end of the spring 
which is anchored on the rear of the 
ironing board by clamp and swivel 
post, thus floating the cord above the 
surface of that board without twisting, 
tangling nor scorching. Spring takes 
up the slack but without tension. 


WAAGE IMPROVED 








ELECTRIC IRON CORD 
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Bennett Fireplace 


The .Bennett Fresh Air Fireplace is 
said to pour out volumes of heated 
fresh air to replace the air drawn up 





the chimney flue, eliminate drafts and 
send warmth into the farthest corners 
of the room and adjoining rooms. Re- 
placement air is introduced from out- 
doors through an intake to the heating 
chambers built into the fireplace and 
is thoroughly heated, while passing up 
the back wall and into the throat heat- 
ing chamber. It is sent into the room 
from grilles, located wherever con- 
venient. Bennett Fireplace Co., Nor- 
wich. N. Y. 


Myers Catalog 
The F. E. Myers & Bro. Co., Ash- 


land, Ohio, has issued its annual cala- 
log No. 71, complete with list prices. 
illustrations, and descriptions of the 
company’s line of hand and _ power 
pumps, water systems, hand and power 
sprayers, pumping jacks, cylinders, hay 
unloading tools and door hangers. This 
valnme replaces all previous editions. 





Enterprise Display 

This five-color flash sign, 15 in. 
square, can either be mounted on the 
back of the new “Enterprise” metal 
display cabinet or used as a separate 
unit in window or on counter. Dealers 


YOU CAN SEE THE DIFFERENCE 


Ee .. Gnd, TASTE the 
| DIFFERENCE 
Mi) ta 

is 


MEAT «na FOOD CHOPPERS 


4ENTERPRISE” 
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having the metal display cabinet re- 
ceive the flash sign free. Those who 
do not receive the sign free with an 
order for three or morc choppers. The 
Enterprise Mfg. Co. of Pa., Philadel- 
phia. 


Electric Lawn Mower 

The Roberton mower is powered en- 
tirely by electricity. It pulls itself. 
All the user need do is snap on the 


switch and guide it. Maker states there 
is no noisy exhaust or clashing of reel 


- 





and cutting bar. If debris stalls the 
reel, the switch automatically snaps off. 
Low, overall height of 10 in. over one- 
half of the mower makes it possible to 
trim under low hedges and_ shrubs. 
Roberton Mfg. Co., Michigan City, Ind. 


Charcoal Grill 


“Old Kentucky”—This charcoal broil- 
er is a modern type of the charcoal pail 
or brazier with the barbecue feature 
added. Suited for broiling, cooking. 









LL | 
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toasting, frying, as well as for barbe- 
cues. Designed for use outdoors and 
in fireplaces. Constructed of cast iron, 
it is finished in aluminum. Size of 
top grill plate is 11 in. in diameter. List 
price, $5.00; dealer’s discount, 40 per 
cent, f.o.b. foundry, Pennsylvania. 
United States Lock & Hardware Co.., 
200 Fifth Ave., New York City. 













Power Tools 


Walker-Turner Co., Inc., Plainfield, 
N. J., has issued a new catalog on its 
line of power tools. 


Bridgeport 


STEWART-WARNER 
OF CANADA, LTD., BELLEVILLI 








THE 
OUTSTANDING 
FURNITURE 
CASTERS 


Bassick 


“*DIAMOND-DART”’ 









FULL 
FLOATING 
BALL 
BEARING 


These are casters that every 
hardware dealer should feature! 


Two sizes with solid tread or rub- 
ber tread composition wheels. 
Ask yoor wholesale distributor for 
Bassick “Diamond-Dart” casters. 


THE BASSICK DISPLAY BLOCK 





Write for information and how to secure 
this display (8" x 12") that will double 
your caster sales. 


THE BASSICK COMPANY 





Connecticut 


Canadian Factory 


ALEMITE CORP 
ONTARIO 















Wiss Garden Tools 


This attractive wooden counter case 
of pleasing colors displays the full as- 
sortment of the Wiss garden tool line. 
Whe display makes the tools easily 





available for demonstration purposes 
and the display acts as a silent sales- 
man. It is 36 in. wide, 24% in. high 
and 19 in. deep. The English pattern 
shear illustrated here is a shock-proof 
hedge shear, having metal covered 
shock absorbers which are said to re- 
duce arm fatigue. Blades are full forged 





and handles are of non-splitting wood 
riveted through steel ferrules. Made 
in two sizes of blades—8'% in. length 
and 9% in. length. The No. 908 Hy- 


Power Pruner incorporates a new 





effortless cutting action that is claimed 
to simplify pruning. Maker states the 
thin, keen knife blade cuts through the 
wood with a smooth draw-cut action on 
the soft bronze anvil with ease and 
smoothness. Oversize hardened steel 
bolt and nut gives long wearing quali- 
ties. Blade length is 8 in. J. Wiss & 
Sons Co., Newark, N. J 


Wire Goods Catalog 


Catalog No. 437 of the Union Steel 
Products Co., Albion, Mich., has been 
issued, containing a wide variety of 
illustrations and reading matter cover 
ing clothes dryers, rubbish burners, 
kitchen wire goods and broilers 


Soldering Iron Stand 


Soldering irons of any size or make 
are said to be kept at a constant ad- 
justable temperature by the Hayes sol- 
dering iron stand with automatic heat 
control. Single unit consists of a base. 
containing an automatic thermostatic 


88 


switch and a simple bracket attached 
on top of this base to hold iron. When 
soldering iron is laid on stand, its heat 
is held at constant temperature until 
removed, at which time full current is 
automatically turned on. Unit is port- 
able and readily installed by merely 
plugging its extension cord into any 
outlet and plugging soldering iron covd 





into the receptacle on the unit. This 
device will handle all iron up to 2,000 
watts in 110 or 220-volt A.C. current 
and 500 watts D.C. current. C. E. 
Hayes, 3701 N. Broad St., Philadelphia. 
Pa. 


Prefocused Flashlight 


“Bullet Beam” retails for $1.00 com- 
plete with batteries. It is streamline 
in design, chromium finish. Has tear- 
drop, three-position locking switch; off 








-flasher—and on. Light is prefocused 
to give bright, round spot. No. 16 
counter display consists of six of these 
lights and 48 cells. Retail value of 
the No. 16 deal is $9.60; dealer’s cost, 
$6.43. Ray-O-Vac Co., Madison, Wis. 





“Climax”? Lunch Box 


Has double wire handle for style and 
comfort; push-button catch for ease in 
operation; padlock can be used if de- 
sired; three louvers for ventilation: 





larger food capacity; shapely cover in 
proportion to box and is finished in 
deep green baked enamel. The Hamil- 
ton Metal Products Co., Hamilton. 
Ohio. 


Auto Trailer Coupler 


Made in two sizes—No. 1 for trailers 
weighing up to 2,000 lbs. and No. 2 
for all weights of auto trailers. Former 
retails for $1.95 and the latter for $2.95 





They are packed in individual boxes 
especially for the hardware trade when 
ordered in dozen or case lots. Jagel- 
meyer Auto Camp Co., Bay City Mich. 


Colonial Hardware Display 

This display board is available from 
The Stanley Works, New Britain, Conn., 
for its line of Colonial Hardware. The 
board is finished in white, is 27 in. 
wide by 14 inches high. 
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New 
Townsend’s Rubber Tirea Lawn Mower 


“Next to the real is a picture of it”—and what a picture we have 
to show you—attractiveness, durable construction and easy cutting 
are built right into this New 1939 Model. 


And back of every Townsend Lawn Mower is 43 years of sustained 
reputation for building quality lawn mowers that sell readily and 
give complete satisfaction. 


Send for illustration, trade prices and full details of this latest 
achievement in the Townsend line. 


SAMUEL P. TOWNSEND LAWN MOWER CoO. 
BLOOMFIELD, NEW JERSEY 




















BARTLETT Hiatt PAINT Intensive Advertising to 
BLACK ANTISEPTIC PRUNING <@) 1150 OUND , 
c IKE ~ 30,721,000 Women 







BARTLET! MFC OM MICE 
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Magazines... 
18,981,000 
Radio... 
11,740,000 
Practically complete coverage of the household-supplies 
market in every state, every county, every city ... including 
your own. Gottschalk magazine and radio advertising . . 
the most extensive ever undertaken for a product of this 
nature ... frequently and effectively reaches nearly all those 
customers on whom you count for steady, profitable sales. 


You Profit Most When You Carry the 
Complete Gottschalk Line 


The standard Metal Sponge at 10c and 
the Junior at 5c; the big Bronze Ball for 

hard scouring, Kitchen Jewel with the 
handy knob, and Hand-L-Mop with the 
6-inch handle, each at 10c. 


Gottschalk's 


METAL SPONGE 


METAL SPONGE SALES CORP. 
Philade sane Pa. 


<_~- A ae, OTN 
Ty DOUBLE SHOT AT THAT PROFIT DOLLA 


2° WITH Sentinel DOUBLE-BARRELLED LINE! a 
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This Attractive Steel Display Rack 
Fully Stocked Costs You Only $4.75 


F.O.B. Detroit with 50¢ freight allowance. Retail value $7.05. 
Refills at same discount. Write for catalog. 












Here’s a fast-moving specialty which sells to State High- 
way Depts., City and County Parks, Tree Experts, Ceme- 
teries and Fruit Growers. Every tree-owner is a pros- 
pect. Rack Displays 6 4 pts., 5 pts. & 4 qts. | 


BARTLETT MFG. COMPANY 


3034 East Grand Blvd. Detroit, Mich. | 10° 
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Sentinel Radio Corporation - Dept. HW - 2222 Diversey Pkwy., Chicago 
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Tavern Household Items 


Floor Wax-Paste a high grade floor 
wax in paste form witha high Carnauba 
Wax content. Maker states it’s ideal 
for bringing out the natural grain in 








‘Ave PY) 2nd "Oo 
YER ¢ 
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hardwood floors and at the same time 
giving a _ hard, dust-proof wax 
coating. Said to contain no coarse 
granulated substances and may be ap 
plied with a minimum effort. Particu- 


larly suitable on finishes of varnish. 


shellac, or lacquer and enamel, tile or 
linoleum floor and is especially recom 


mended for use with power buffers. 


Sold in one-pound tins. The Electric 
Motor Oil is specially blended to pro- 














vide proper lubrication of electric 
motors of oil burners, vacuum cleaners, 
fans, refrigerators, washing machines. 
electric ironers and other household and 
shop appliances. Also for lawn mowers. 
bicycles, roller skates, tools and small 
machines. Attached to each can is a 
handy wall clip. Available in 8-oz. tins 
with spout. Socony-Vacuum Oil Co., 
Inc., 230 Park Ave., New York City. 


Electric Furnace Cleaner 


Removes winter’s accumulation of 


dirt, dust, and soot from the heating 
plant and chimney of the home. Cleans 
the furnace from the top of the chim- 
ney to the registers of the room. 
Cleaner employs a new type of fan 
design and construction, providing a 





double stage air movement which com- 
bines the desirable qualities for this 
purpose; of the fan, blower, and com- 
pressor. A set of straight blades and 
set of curved blades are used. A one- 
horse power electric motor supplies all 
of the power required. Fan operates at 
motor speed and is mounted directly 
upon motor shaft, eliminating need for 
belts or gears between power unit and 
fan. Trailer within which mechanism 
is mounted is of welded steel construc- 
tion. Bag is of heavy sateen canvas 33 
feet long by 6 feet in diameter, and 
this, together with all of the flexible 
and rigid sections of six-inch tubing, 
chimney brushes and other necessary 
attachments. is stored within the 
trailer. It is spring-mounted and 
equipped with standard automobile 
wheels and pneumatic tires. Has 
quickly detachable autohitch and weighs 
800 lbs. completely loaded. The Car/ 
FE. Swift Corp., Holland, Mich. 


Gibson Electric Ranges 


The 1939 line of electric ranges con- 
sists of four 39-inch models and two-42 
inch models, all equipped with closed 


Chromalox units, all of which have five 


speeds. An unusual development of 





the deep well cooker provides for a 


1500-watt closed Chromalox cooking 
element installed in it, rather than a 
600-watt open coil heating element. 
This extends the utility of the cooker— 
which is called the “kookall Speed 
Kettle”—providing for deep fat frying 
and otherwise extending the “cooking 
scope” of the deep well cooker. One 
standard size oven is used throughout 
the line, this being larger than usual 
size. Two heating elements are used 
in every oven. Two optional condiment. 
light and Minute Watchman sets are 
available. Gibson Electric Refrigerator 
Corp., Greenville, Mich. 


Samson Cordage Color Guide 


Samson Cordage Works, 89 Broad St.. 
Boston, Mass., have issued a_pocket- 
size combination sample card and chart 
which makes it possible to see at a 
glance how each of the 17 stock colors 
of Samson venetian blind cord blends 
or contrasts with various color back- 
grounds. Card also contains a sample 
of Samson ladder tape and the same 
chart may be used to determine the 
proper color of tape to use with various 
shades of cord. 


Electric Mixer 


priced electric food 


This popular 
mixer, complete with juicer attachment, 
has been added to the line of the Sam- 
son-United Corp., Rochester, N. Y. It 





is made by the Red Seal Appliance Co.. 
a newly formed division of the com- 
pany. The portable air-cooled motor 
unlocks from the die-cast unbreakable 
mixer frame and allows for hand mix- 
ing. Has three powerful variable motor 
speeds. Beater blades are stainless and 
a revolving ball-bearing base tray per- 
mits adjustment of the mixer bowl to 
the beater rods. Finished in durable 
enamel. 


“Nu Whip Junior” 


This is a home and small fountain 
model of the regular Nu Whip used in 
soda fountains. Works on simple pres- 
sure principle without electricity, wires, 
or moving parts. In the home, whipping 
cream is only one of its uses. In- 
struction booklet gives recipes for mak- 
ing 20 desserts—scrambled eggs, mayon- 
naise, pancakes, waffles, fruit whips. 
refrigerator ice cream, etc. Dealers can 
get repeat business on Whippet re- 
chargers. Both products are attractively 
packaged for shelf or counter, and 
Whippets come in convenient carton 
display. Retail price is $5.00. Food 
Devices, Inc., 60 E. 42nd St., New York 
City. 
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Gas Heater 


The KRW-Landis heater, according 
to the manufacturer, instead of deliver- 
ing a rising column of warm air, de- 
flects most of the heat downward in 






all directions at an angle of 45 degrees 
from the entire circumference of the 
circular mantel. Thus the floor and 
“living zone” are warmed first and ceil- 
ing area last. Other advantages claimed 
are economical operation and complete 
absence of fumes, odors and carbon 
monoxide gas. Heater has been ‘ap- 
proved by American Gas Association. 
It is light, compact and _portable- 

finished in crackle enamel in a wide 
choice of colors with chromium trim. 
Two different burners are available— 
for natural and manufactured gas. In 
addition to the design illustrated, KRW 
heaters are made also in wall, fireplace, 
and enclosed types. A unit heater for 
industrial and commercial installations 
is also included in the line. K. R. Wil- 
son, 810 Liberty Bank Bldg., Buffalo, 
WN. ¥. 


G-E Appliances 


Among the’ small appliances an- 
nounced by the General Electric Co., 
Bridgeport, Conn., are an automatic 
toaster, a line of hotplates and a twin 
waffle iron. Toaster, although part of 


a set, can be obtained separately. It 
toasts two slices at one time on both 
sides. When toast has reached prese- 
lected degree of browness, compensator 
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releases and allows to rise slowly and 
deliver toast. Set includes walnut 
finished tray, and 14-piece pottery ser- 
vice. Hotplates have been redesigned 
and constructed along modern lines and 
are portable. Single-burner hotplates 
are available in single-heat and three- 
heat models, also with pressed steel 
bases and flat cast-iron tops, finished in 


chromeplate. Twin hotplates are avail- 
able in either black japan or in cream 
vitreous enamel finish, both with highly 
polished chrome legs. Two three-heat 
inter-connecting switches allow a total 
of 1,100 watts on either unit. Heating 
units are of open-coil type. The Castle- 
gate twin waffle iron is equipped with 
a heat indicator to permit pouring of 
the batter at the proper time for ac- 
curate operation. Rim on tray base 
catches batter over-flow. Expanding 





hinges insure even baking. Waffle iron 
finished in chrome-plate and styled to 
harmonize with other G-E table-cooking 
appliances. Rated 660 watts, 115 volts. 





Vaughan Axe Display 


This three-color display has been 
created for the new Vaughan Sub-Zero 
axe that has been designed for chop- 
ping at temperatures as low as 50 de- 


VAUGHAN *. AE 





grees below zero. Display and easels 
have been built especially strong and 
solid and firmly support a single or 
double bit Sub-Zero axe. Axe head is 
striped a brilliant blue and _ silver. 
Thin tool steel blade is electrically 
fused and handle is_ scientifically 
balanced. Vaughan & Bushnell, 2114 
Carroll Ave., Chicago, Ii. 






































A Popular Selling 
Wire Stretcher 


The Townsend Wire Stretcher has 
been a profitable seller for 30 years. 
It gives complete satisfaction. Made 
strong and durable to last for years 
Affords powerful leverage. Easily 
attached to the wire. 














One man can stretch the wire with 
this implement and nail it to the post 
without assistance. The 3-foot 
wooden handle or lever is fitted with 
sturdy malleable iron pincers with 
Serrated Steel,Grips warranted not 
to slip. The— 






y Townsend 
i) Wire Stretcher 


stretches to the last post at the end of the 
fence as well as to any other. Will stretch 
plain, twisted, barbed or woven wire. 
Stretches woven wire with a large mesh 
better than most stretchers made espe- 
cially for it. Also ideal for tightening 
bands and wire on large shipping boxes, 
crates and bales. Send for Folder and 
Trade-prices. 


B. W. TOWNSEND 
Painted Post, N. Y. 
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Printed Contract 


USINESS men signing or using 

a printed form of contract 
should watch the blank spaces often 
provided in such forms. Terms and 
special clauses are often written 
into these spaces in handwriting or 
typewriting. But what if the hand- 
written or typewritten clauses con- 
flict with printed provisions of the 
contract? 

The policy of the courts is to try 
to “reconcile” all parts of the con- 
tract with each other, but if that 
is impossible, then the handwritten 
or typewritten portions shall be en- 
forced in preference to the printed 
portions of the document. 


“Where the clauses in an instru- 
ment are inconsistent,” says the 
Supreme Judicial Court of Massa- 
chusetts in a recent case, “it is the 
usual rule that such as are written 
or typewritten will control those that 
are printed, on the theory that the 
latter were left by inadvertence. But 
if all clauses can be retained and 
interpreted together, none is to be 
rejected.” 

Business men using printed con- 
tract forms should not permit them- 
selves to be persuaded by customers 
to insert handwritten or typewritten 
clauses which may nullify essential 
parts of the printed contract. 





By ROBERT PILGRIM 


Copyright 1939 by Hardware Age 
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ANCIENT CHINESE IRONS (LIKE THE 
ONE SHOWN) WERE FILLED WITH RED 
HOT COALS FOR THEIR HEAT! CARVED 
BONE HANDLES KEPT HANDS FROM 
BURNING. 





THE TELESCOPE F/SHING ROD 
INVENTED BY EVERETT 


wns 
BRISTOL, CONN.» MECHANIC, IN 1896, SO 
THAT HE COULD HIDE IT UNDER His CoAT 
WHEN ENROUTE TO HIS FAVORITE 
FISHING HOLE ON 
THE SABBATH. 
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This window won first prize in the medium city group for Morley 
Brothers Hardware Co., Saginaw, Mich. 


Hardware Stores Win All Three First Prizes 
in Silex Window Display Contest 


ARDWARE stores came through 
with flying colors in the window 
display contest, sponsored by The Silex 
Co., Hartford, Conn.—winning all three 
of the first prizes in the dealer group. 
The West Side Hardware Co., Buffalo, 
N. Y. won first prize in the large city 
group with an excellent photograph. 
The Lind Hardware Co., Chicago, III, 
won second prize in this group with 
an outstanding display featuring Silex 
glass coffee makers and parts. 

The Morley Brothers Hardware Co., 
Saginaw, Mich., won first prize in the 
medium size city group with an unusual 
display. T. J. Poitras, display manager 
for Morley Brothers, based his window 





on the Silex theme of “No Jittery 
Nerves”. He called special attention to 
this theme by reproducing a small bill- 
board apparently being painted by two 
workmen. 

First prize in the small city group 
was won by the Lowell-Moore Hardware 
Co., Fort Collins, Colo. 

Windows were judged for idea, at- 
tractiveness and their ability to increase 
sales. Judges were Charles J. Heale, 
editor, HARDWARE AcE; L. E. Moffat, 
editor, Electrical Merchandising; Al- 
fred Auerbach, editor, Retailing; Lester 
Loh, prominent New York artist, and 
H. L. Stephen, Printers’ Ink. 


SUPPLY CO. 


With this window of Silex glass coffee makers and parts the Lind Hard- 
ware and Supply Co., Chicago, captured second prize in the large city 
group of the contest. 








Autoyre “5000” Line 


This line of chromium plated bath- 
room and kitchen accessories to retail 
at 50 cents introduces a new low price 
for concealed screw fixtures. This line, 
styled by a prominent industrial en- 
gineer, is triple processed to attain high 
lustre chrome finish. All screws are 


JANUARY 26, 1939 


concealed. One of the features of the 
line is that wall fixtures can be re- 
moved for cleaning without removing 
screws, yet are held firmly in place by 
an automatic spring grip. Manufacturer 
offers a display board for this line and 
urges its use for selling complete sets. 
The Autoyre Co., Oakville, Conn. 






































































ATY STAWOARO 


Red Devil Putty Knives and 
Wall Scrapers range from 
finest cocobola handle goods 
to popular types -all unequalled 
for quality and price in their 
respective grades. You get them 
in handsome, new style Red 
Devil Service - Displays that 


‘up’ sales volume and profits 


LANDON P. SMITH, INC. 
IRVINGTON, N. J. 


Don’t let ‘BUGS’ get 
the jump on you 


NOW’S the time to order your stock of 
Red Arrow Garden Spray—and have it on 
hand when the first garden “bugs” appear. 
Why Red Arrow? This typical ‘‘sales talk”’ 
gives you all the answers: 

“Bugs in your garden, Mrs. Jones? You 
need Red Arrow Garden Spray. It’s easy to 
mix and use and kills most garden insects 
in a jiffy. It’s safe, too. Notice that the 
bottle doesn’t have to carry the well-known 
skull and,crossbones or the word ‘poison’ 
on the label. How much? Very inexpensive, 
Mrs. Jones. This little 35¢ bottle makes 
several gallons—this larger dollar bottle 
makes four times as much for less than 
three times the cost—will probably last 
you allsummer. You want the dollar bottle? 
Thanks. This folder contains the few di- 
rections you need to get best results.” 

Don’t let the “bugs” get the jump on 
you. And remember—Red Arrow, in the 
No. 720 assortment pays you nearly 100% 
mark-up. Red Arrow will be advertised this 
summer in more magazines, to more people 
than any garden insecticide has ever been 
advertised before. Order from your jobber, 
or, for further details and selling ideas, 
write: The McCormick Sales Co., 40° 
Light Street, Baltimore, Maryland. 





KEEP IT 
ON DISPLAY 











HELPS 


HEIR many exclusive time 
and work saving features make 
DAZEY KITCHEN HELPS sur- 


you seldom stop with selling one 
because they all fit the same wall 
bracket. When that famous Dazey 
bracket goes up on a kitchen wall, 
it keeps suggesting the purchase 
of still more Dazey Kitchen Helps. 
It pays liberally, therefore, to keep 
well stocked on the whole line. 
Why not check your stock now? 


DAZEY CHURN & MANUFACTURING CO. 
St. Louis, Missouri 























Now ALSO IN CANS 


in all popular sizes from 1% pint 
to one gallon. High tensile 
strength! Nationally advertised! 
Priced right! Ask your jobber, 
or write us giving your jobber’s 
name, for full information. 
THE McCORMICK SALES CO. 

420 Light St., Baltimore, Maryland 














prisingly easy to sell. Better still, 














Alabama. The 
Assn. of, convention and exhibit, May 
16, 17, and 18, 1939, at Mobile, Ala. 
J. H. Crowe, 410 N. 21 St., Birming- 
ham, Ala., is secretary-treasurer. 


Retail Hardware 


American Hardware Manufactur- 
ers’ Assn. semi-annual convention and 
Southern Hardware Jobbers’ annual 
convention, April 17-20, 1939, at Hotel 
Roosevelt, New Orleans, La. Charles 
F. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ association. T. W. McAl- 
lister, Grant Bldg., Atlanta, Ga., is 
secretary-treasurer of the jobbers’ asso- 
ciation. 


American Hardware Supply Co., 
Jan. 30-31, 1939, at company headquar- 
ters, 41-43 Terminal Way, South Side, 
Pittsburgh, Pa. William M. Stout is 
general manager. 


Arkansas Retail Hardware & Imple- 
ment Assn., Feb. 14-15, 1939, at Marion 
Hotel, Little Rock, Ark. G. L. Turner, 
320-322 E. Markham St., Little Rock, is 


secretary. 


California Retail Hardware Associ- 
ation, Feb, 21-23, 1939, headquarters, 
Hotel Whitcomb, San Francisco, Calif. 
Le Roy Smith, Room 237, 417 Market 
St., San Francisco, is manager-treasurer. 


Carolinas, Hardware Assn. of, June 
13-15, 1939, at the Ocean Terrace Hotel, 
Wrightsville Beach, N. C. Arthur R. 
Craig, 407-11 Commercial Bank Bldg., 
Charlotte, N. C., is secretary-treasurer. 


Coast-to-Coast Stores Central Or- 
ganization, Inc., 514-520 N. Third St., 
Minneapolis, Minn., Feb. 20-21, 1939, at 
Minneapolis. 


Connecticut Hardware Association, 
March 8 and 9, 1939, at Hotel Bond, 
Hartford, Conn. C. F. Freeman, Bran- 
ford, Conn., is secretary. 


Credit Congress, 44th Annual Con- 
gress, sponsored by National Associa- 
tion of Credit Men, Grand Rapids, 
Mich., June 12-15, 1939. Henry H. 
Heimann, One Park Ave., New York 
City, is executive manager. 


Eastern Hardware Golf Assn., 
annual golf tournament, June 8 to 10, 
1939, Cavalier Hotel, Virginia Beach, 
Va. H. L. Gilliam, 9 Rockefeller Plaza, 
New York City, is secretary-treasurer 
of the association. 


Housewares Show, sponsored by 
New York Housewares Mfrs. Assn., 
July 10-15, 1939, at Hotel Astor, New 
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York City. Mrs. Flo English, Hotel 


Pennsylvania, New York, is secretary. 


Illinois Retail Hardware Assn., Jan 
31, Feb. 1-2, 1939, at State Armory, 
Peoria, Ill. C. G. Gilbert, 1155 Mer- 
chandise Mart, Chicago, is managing 
director. 


Intermountain Assn., Feb. 1-3, 
1939, Hotel Boise, Boise, Idaho. E. Bell, 
211 S. Ninth St., Boise, is secretary- 
treasurer. 


Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 7-10, 1939, in 
Des Moines. Exhibit at Coliseum; 
meetings at Hotel Savery. Philip RB. 
Jacobson, Mason City, Iowa, is secre- 
tary. 

Joint Southern Convention of the 
American Hardware Manufacturers’ 
Assn. and the Southern Hardware Job- 
bers’ Assn., April 17-20, 1939, at the 
Hotel Roosevelt, New Orleans, La. 
Charles F. Rockwell, 342 Madison Ave., 
New York City, is secretary-treasurer of 
the manufacturers’ association, and T. 
W. McAllister, Grant Bldg., Atlanta, 
Ga., is seeretary-treasurer of the job 
bers’ association. 


Marshall Wells Co., Associate Con 
gresses: at Duluth, Minn., Jan. 30-31 
and Feb. 1; at Billings, Mont., Feb. 13- 
15; at Portland, Ore., Feb. 6-8, and at 
Spokane, Wash., Feb. 20-22. 


Michigan Retail Hardware Assn., 
convention and exhibit, Feb. 7-10, 1939, 
in Grand Rapids, Mich. Exhibit at 
Civic Auditorium; meetings at Pantlind 
Hotel. Harold Daschner, 1112 Olds 


Tower, Lansing, Mich., is secretary. 


Minnesota Retail Hardware Assn., 
convention and exhibit, Feb. 21-24, 1939, 
at Auditorium, St. Paul, Minn. C. J. 
Christopher, Nicollet at 24th, Minne- 
apolis, Minn., is manager-treasurer. 


Missouri Retail Hardware Assn., 
Feb. 21-23, 1939, at Hotel Jefferson, St. 
Louis, Mo. Exhibit at hotel. Peyton C. 
Clark, 2861 Gravois Ave., St. Louis, is 
secretary. 


Mountain States Hardware & Im- 
plement Assn., Jan. 30, Feb. 1, 1939, 
at Cosmopolitan Hotel, Denver, Colo. 
John T. Bartlett, 637 Pine St., Boulder, 
Colo., is secretary. 


National Contract Hardware 
Assn., convention and exhibit, Oct. 2-5, 
1939, at Hotel New Yorker, New York 
City. J. Harold Dumbell, executive sec- 
retary, Fulton Bldg., Pittsburgh, Pa. 
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National Retail Hardware Con- 
gress, July 17-20, 1939, at Netherland 
Plaza Hotel, Cincinnati, Ohio. Rivers 
Peterson, managing director, National 
Retail Hardware Assn., Security Trust 
Bldg., Indianapolis, Ind. 


Nebraska Retail Hardware Assn.. 
convention and exhibit, Feb. 14-16, 1939. 
in Omaha, Neb. Exhibit at Municipal! 
Auditorium; headquarters, Rome Hotel. 
E. C. Hermanson, 325 Insurance Bldg.. 
Lincoln, Neb., is secretary. 


New England Hardware Dealers 
Assn., Feb. 28, March 1-2, 1939, at 
Hotel Statler, Boston, Mass. Exhibit at 
hotel. George G. Hoy, 140 Federal St.. 
Boston, is secretary. 


New England Housewares Show, 
Feb. 20-24, 1939, Parker House, Boston. 
Mass. Sponsored by The Housewares 
Club of New England, Room 182, 
Parker House. 


New York State Retail Hardware 
Assn., annual convention and_ trade 
show at Hotel Syracuse, Syracuse, N. Y., 
Feb. 7-9, 1939. Secretary John B. Foley, 
508 Hills Bldg., Syracuse, N. Y. 


North Coast Hardware & Imple- 
ment Dealers Assn., Feb. 13-14, 1939, 
in Portland, Ore. Theo S. Coy, Olympic 
Hotel, Seattle, Wash., is secretary. 


North Dakota Retail Hardware 
Assn., convention and exhibit, Feb. 7-9 
1939, in Minot, N. D. Exhibit at Ar- 
mory; meetings in Knights of Pythias 
Hall. Louise J. Thompson, Grand Forks, 
N. D., is secretary. 


Ohio Hardware Assn., Feb. 14-17, 
1939, at Deshler-Wallick Hotel, Colum- 
bus, Ohio. Exhibit at Convention Hall. 
John B. Conklin, 175 South High St., 
Columbus, is secretary-treasurer. 


Oklahoma Hardware & Implement 
Assn., convention and exhibit, Jan. 31, 
Feb. 1-2, 1939, at Municipal Auditorium, 
Oklahoma City, Okla. C. F. Nelson, 
411 Key Bldg., Oklahoma City, is sec- 
retary. 

Pacific Northwest Hardware & Im- 
plement Assn., convention and exhibit, 
Feb. 6-8, 1939, at Davenport Hotel, 
Spokane, Wash Dale Strong, 523 
Realty Bldg., Spokane, is secretary. 


Panhandle Hardware & Implement 
Assn., Feb. 6-7, 1939, at Herring Hotel, 
Amarillo, Tex. C. L. Thompson, Can- 
yon, Tex., is secretary. 


Pennsylvania and Atlantic Sea- 
board Hardware Assn., Feb. 21-24, 
1939, at William Penn Hotel, Pitts- 
burgh, Pa. Exhibit at hotel. W. Glenn 
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Pearce, 400 North Broad St., Philadel 


phia, is managing director. 


Southern California Retail Hard 
ware Association. Convention and ex 
position at the Hollywood Roosevelt 
Hotel, Hollywood, Calif., March 1-3, 
1939. J. V. Guilfoyle, 1026 Rivers- 
Strong Bldg., 112 W. 9th St. Los 
Angeles, Calif., is managing director. 


South Dakota Retail Hardware 
Assn., convention and exhibit, March 
14-16, 1939, in Corn Palace, Mitchell, 
Ss. D. C. J. Christopher, Nicollet at 
24th, Minneapolis, Minn., is manager 
treasurer. 


Southern Hardware Jobbers Assn. 
annual convention and American Hard- 
ware Mfrs. Assn. semi-annual conven- 
tion, April 17-20, 1939, at Hotel Roose- 
velt, New Orleans, La. T. W. McAllister, 
Grant Bldg., Atlanta, Ga., is secretary- 
treasurer of the jobbers’ association, 
Charles F. Rockwell, 342 Madison Ave.. 
New York City, is secretary-treasurer of 
the manufacturers’ association. 


Tennessee Retail Hardware Assn.. 
Feb. 15-16, 1939, at Andrew Jackson 
Hotel, Nashville, Tenn. Ralph W. Liet- 
zau, Andrew Jackson Hotel, Nashville. 
Tenn., is secretary-treasurer. 


Triple Convention of the American 
Supply and Machinery Mfrs. Assn., 
National Supply & Machinery Distrib- 
utors Assn., and Southern Supply & 
Machinery Distributors Assn., May 17 
to 23, 1939, aboard the S. S. Bremen 
on a cruise to Bermuda. Secretary of 
the American Assn., R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa.: 
National Assn., H. R. Rinehart, 505 
Arch St., Philadelphia, and Southern 
Assn., Alvin M. Smith, Smith-Courtney 

o., Richmond, Va. 


Virginia Retail Hardware Assn.. 
Feb. 21-22, 1939, at Virginian Hotel, 
Lynchburg, Va. R. A. Frayser, 17 N. 
Sixth St., Richmond, Va., is secretary. 


Western Retail Implement & 
Hardware Assn., annual convention 
Jan. 17-19, 1939, at the Municipal 
Auditorium, Kansas City, Mo., Lynn 
Covert, Abilene, Kan., secretary. 


Wisco Hardware Co., Madison. 
Wis., 12th annual merchandising school 
and sales show, Jan. 30, 31 and Feb. 1, 
1939, at the Loraine Hotel in Madison. 


Wisconsin Retail Hardware Assn.. 
convention and exhibit, Feb. 7-10, 1939, 
at Auditorium, Milwaukee, Wis. Ex- 
hibit manager, George W. Kornely, 
3374 N. Green Bay Ave., Milwaukee. 
H. A. Lewis, Stevens Point, Wis., is 


secretary. 
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BELT LACING 
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A stronger lacing for all types of 
belts. Put on with a hammer—easily 
penetrates the toughest belt. Clinches 
smoothly into belt, compresses ende, 
prevents fraying, makes a permanent 
‘“‘thumpless’’ joint. 2-piece hinged 
rocker pins provided. 8 sizes. In 
boxes, handy packages, cartons and 
long lengths. Recommended for cen- 
veyor belts and heavy drives—espe- 
cially drives operating under outdoor 
conditions. 


wiki anip 
Preferred be- 
cause they are 
handled safely. 
quickly and 
surely. Blue 
aligning card 
holds hooks, even shortest ends, in 
perfect alignment—every hook is 
used, no card waste. Fit Wiregrip 
or any other standard lacers. Avail 
able in 6 sizes. 


S MENDERS i 
A necessity at harvest time. Keep 
binders running — repair binder 
slats easily and quickly right on 


the field. Get your share of this 
profitable market. 




























Write today for Catalog and Circulars 


mee: « - BRAY 


“The Belt Lacing 
People” 






304 Loomis Ave., 
CHICAGO, U.S.A. 


YAMD: 


Tool of 100/ Uses 
FIRST CHOICE 


Consistent nation- 
al advertising in 
leading _publica- 
tions for nine 
years has been di- 
recting buyers to 
hardwart dealers for demonstrations. 
Handee performance makes sales easy 
and you have a repeat business for the 
300 accessories now available. Small 
stock investment, rapid turn over and 
the magic Handee name combine to 
make this popular tool a year-around 
profit maker. 


Standard Model $10.75 with 3 Accessories, 
De Luxe Model $18.50 with 6 Accessories. 


Accessory Display Case 


Increases accessory sales up to 40% 
dust-proof case contains 87 
livest varieties of the 
fastest - selling acces 
sores, 


Handee Portable 
Electric lroner 


The sensational new ap- 
pliance that retails for 
$26.95 offers you a real 
opportunity to compete 
for the first time with 
volume sellers of home 
appliances. 









Glass-top, 






Send for Special Deals and Catalog 


CHICAGO WHEEL & MFG. CO. 
Makers of Quality Products for 40 Years 
1101 W. Monroe St. Dept. HA. Chicago, IM. 
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DENISTON 


‘Lead Seal’? NAILS 


Get samples of this remarkable roofing nati 
which makes any kind of roofing give better service 
Smart dealers everywhere sell it as a profit-maker 
end good will builder. Note the famous ‘‘l.ead 
Geal’’—the lead under the head and down the 
shank actually plage the nail hole with lead! ... 
4sk your jobber or write us for samples and dem 
onstrator blocks. 


The DENISTON Company 
4840 S. Western Ave. CHICAGO, ILL. 










The Original 
“HORSESHOE MAGNET” 
HAMMERS 


Steel Forgings, Perma- 
nent Magnets. The best 
magnet hammers on the 
market. Give long and 
satisfactory service. The 
Hammer holds the tack. 


ARTHUR R. ROBERTSON 
Sole Manufacturer 
1S Hathaway Street, Boston, Mass. 
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E-Z CORN POPPER 
The Original Rotary Corn Popper = 


The Popper That Puts ‘ 
The Pop in Pop Corn 













Use Any Kind of Heat 


4sk Your Jobber 


0. S. KEENE MACHINE CO., - ELKHART, IND. 








FLAG THEM WITH 
COLORTOPS 


A Color for every Size 


An assortment of COLOR- 
-— \ TOPS never fails to “flag” 
a \ customers. Once “flagged” 

\ they're stopped—and sold. 

All colored 
Eye appealin 

Sales getting 

SHOCKPROOF Ask your Jobber's salesman 


for TRICO COLORTOPS. 


“<TRICQ> 
COLORTOP 


‘ 
2 a 


TRICO FUSE MFG. CO. 
Milwaukee, Wis. 











A good resolution for 1939—sell 


HINDLEY WIRE GOODS 


EYEBOLTS 
COTTER PINS 
WIRE SPECIALTIES 
BRIGHT WIRE GOODS 
Ask Your Jobber. Specify Hindley’s. 


HINDLEY MFG. CO. VALLEY FALLS, R. 1. 











THE ORIGINAL TIRE FABRIC MAT 
Nareiabone weave, Patented 
Link-type construction 


Dealers and jobbers—you get quick and de- 
Dendable service on these high quality mats. 


Their appearance brings you profitable repeat 
business. 


Sold Only Through Jobbers and Dealers 


DURABLE MAT CO. 
772 Brook St. Akron, Ohle 


















The “Who Makes It’ issue of Hardware 


Age enables you to quickly locate sources of 


supply and helps you answer many ques- 


tions regarding brand names, products, etc. 


Pocomoke City, Md.: Where can 
we purchase Spode English pottery? 
Roger W. Lankford. 

ANSWER: Copeland & Thomp- 
son, Inc., 206 5th Ave., New York, 
N. Y. 


New Smyrna Beach, Fla.: Who 
makes the Veg-O+Mat electric fruit 
juice extractor? New Smyrna Hdwe. 


ANSWER: Veg-O-Mat Machine 
Co., Inc., 100 W. 21st St., New York. 
N. Y. 


Blytheville, Ark.: Who makes the 
Evertite tennis racket strings? 
Shouse-Henry Hdwe. Co. 

ANSWER: C. Saladino & Sons. 
Inc.. 20 Madison Ave., Chelsea, 
Mass. 


Irvington, N. J.: Who makes a 
tool for driving wire brads? Ace 


Hardware Co. 


ANSWER: Waterston’s 28 E. 
Larned St., Detroit, Mich. 


Campbelltown, Pa.: Who makes 
the Bonny Composition ware? A. M. 
Brandt. 

ANSWER: Reynolds Spring Co., 
Molded Plastics Div., Jackson, Mich. 


New Rochelle, N. Y.: Where can 
we purchase the Goddard’s non- 
mercurial plate powder for cleaning 
silver? A. Librett. 


ANSWER: William J. Glasser, 
273 Water St., New York, N. Y. 


Decatur. [ll.: Please furnish the 
address of the Presto Lock Corp. 
Morehouse & Wells, Inc. 


ANSWER: 100 Outwater Lane, 
Garfield. N. J. 


* . - 


Kansas City, Mo.: Where can we 
purchase the John Primble pocket 
knives? Barlow’s Hdwe. 


ANSWER: Special brand of Bel- 
knap Hdwe. & Mfg. Co.. Louisville. 
Ky. 
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information regarding sources of supply as pro- 
vided readers of Hardware Age by the “Who Makes 
It?” editor is here presented as an aid to others in 
the trade who may be seeking the same articles. 
The inquiries reproduced have been selected because 
of their general interest to hardware merchants and 
buyers. This editorial feature in each issue supple- 
ments the service rendered by the “Who Makes it?” 
issue. When writing to the firms mentioned, state 
that you secured your information from the Hard- 
ware Age Directory Number. 


Willimantic, Conn.: Who makes 
the Wyandotte Cleaning Powder? 
The Hurley-Grant Co., Inc., 


ANSWER: J. B. Ford Sales Co., 
1938 Hayward Ave., Wyandotte, 
Mich. 


Phoenixville, Pa.: Where can we 
purchase Balso wood blocks? Acker 
& Fry. 

ANSWER: Balsa Wood Co., Inc., 


Pioneer and Imlay Sts., Brooklyn, 
N. Y. 


Norfolk, Va.: Who makes the 
Mitchell cordless venetian blinds? 
Boyken & Tayloe, Inc. 


ANSWER: United Specialties 


Co., Mitchell Div., Holmesburg, 
Phila., Pa. 
* * * 
Manhasset, L. I.: Who makes 


Barene varnish? Wright Hardware. 


ANSWER: Standard Varnish 
Works, 2589 Richmond Terrace, 
Staten Island, N. Y. 


Rochester, N. Y.: Who makes a 
machine for dressing tops of butcher 


blocks? H. H. Sullivan, Inc. 


ANSWER: Heath Mfg. Co., Inc., 
210 Lafayette St., New York, N. Y. 
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Phillips, Wis.: Who makes the 
Granger fishing rods? Baumann’s. 


ANSWER: Goodwin-Granger Co., 
431 Grant St., Denver, Colo. 


Butler, N. J.: Who makes the Blue 
Star homecraft lathes? Meade’s. 


ANSWER: Blue Star Products, 
411 Wood Ave., Fairfield, Iowa. 


Weedsport, N. Y.: Who makes the 
Kleen-O dust mops? Brutus Hard- 
ware Co. 


ANSWER: Gem Products, Inc., 
234 W. Florida St., Milwaukee, Wis. 


Barberton, Ohio: Please furnish 
address of Siegler Enamel Range 
Co., makers of the Royal Chef 
Stove, Barberton Hardware Co. 


ANSWER: Centralia, III. 


Plainfield, N. J.: Where can we 
obtain information regarding Nippon 
camphorizing cakes? A. M. Griffith 
Hardware Co., Inc. 

ANSWER: Chas. L. Huisking & 
Co., 155 Varick St., New York, 
N.Y. 
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MAKES IT? 








A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ty this hardware, 
you should write today 
for full particulars. 


National Manufacturing 
Company 
STERLING « « « ILLINOIS 























A BIT ff 


COMMON-SENSE 
CONSTRUCTION 






Wright’s 
Patent 


EXPANSIVE BIT 


No slipping or creeping of the cutter on this bit! 
A cross feed screw intermeshes with the cutter, 
holds it firmly in position at all times and 

possible accurate lateral adjustments. Clean, easy 
boring is assured by a uniform edge the entire 
length of the cutter. Small size bores from %” 
to 1%”; large size from 7%” to 3”. You will 
find these bits quick-to-sell—and ‘scatitahie! 


W/E conVALCO. eomem 


Connecticut lalley Mi. Co. 


Incorporated 1874 


CR'TERBROOK COVSECTICIT 
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Help Wanted. Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $3.00 
#ll capitals, maximum, 50 words..... $4.00 
Each additional word...... 06 
Positions Wanted 
(special Rate) set solid, maximum, 
PD. cecéeseeecaaseaneces 50 
Euch additional word............. 01 


allow Seven Words for Keyed Address or Your Addr ess 


BOXED DISPLAY — . 
One inch 
Each additional inch.......... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





INSERTIONS 


DISCOUNTS FOR CONSECUTIVE 


4 insertions, 10% off; 8 insertions, 15% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


—@— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency. 


—@— 
HARDWARE AGE is _ published every 
other Thursday. Classified forms close 








15 days previous to date of publication. 


NOTE 


Samples of Literature, Mer- 
chandise, Catalogs, etc., will 
not be forwarded. 
— @— 
Address your correspondence and replies to 
HARDWARE AGE 


Classified Opportunities Dept. 
239 West 39th St.. New York City 

















HARDWARE PERSONNEL. OUR FILES 
CONTAIN applications of several hundred experi- 
enced and well trained employees in the hardware 
mdustries. No charge to employers for this ser- 
vice. If we can be of any help to you, just 
phone ASSOCIATED PLACEMENT BUREAU, 
152 West 42nd Street, New York City. Wis. 
7-1802, 1803. 








PEP UP YOUR BUSINESS WITH a man who 
has merchandising and sales experience in general 
hardware, sporting goods, and plumbing. If you 
are looking for a man to do things,—Address Box 
D-309, care of Harpware Ace, 239 W. 39th St., 
New York City. 

SALES MAN AGER AVAILABLE. A SEA- 
SONED sales executive with an established record 
covering eighteen years with two stove manufac- 
turers seeks a new connection. Especially interested 
in stoves, but big enough to fit in with any organ- 





ization needing a sales producer. Middle west 
preferred. Address Box D-310, care uf I[aAnpwWaRe 
Ace, 239 W. 39th St., New York City. 





BOOKKEEPER-ACCOUNTANT 29 WITH 11 
YEARS’ experience in the building, housefurnish- 
ings, electrical, plumbing and hardware supplies 
field desires a permanent position with a progres- 
sive concern. Capable of managing office and per- 
sonnel, handling correspondence, preparing all 
statements, tax returns, etc. Address Box D-307, 
care of Harpware AGe, 239 W. 39th St., New 
York City. 





COMPETENT and EXPERIENCED HARD- 
WARE MAN (43) WITH SEVERAL jyears’ 
traveling experience and for many years owned 
own store wishes to contact proprietor of Hard- 
ware and plumbing business and eventually pur- 
chase an interest. Can offer finest of references as 
to character and ability. Address Box D-311, care 
f Harpware Ace, 239 W. 39th St., New York City. 

SALES EXECUTIVE, 41, CONNECTED 
WITH LARGE hardware wholesaler, excellent 
merchandising background and a good sales record 
both ‘‘on the road” and in an executive capacity, 
desires position with progressive manufacturer. 
Feels manufacturers today need new methods of 
approach to interest jobber, retailer and ultimate 
consumer and is prepared to demonstrate how this 
can be done. Address Box D-304, care of Harp- 
ware Ace, 239 W. 39th St., New York City. 


BUYER AND PURCHASING AGENT IN the 
hardware, mill supplies, housewares and gifts, 
paints, glass, plumbing, roofing, heating, electrical 
and plastering supplies, wishes a connection with 
a_progressively-minded firm, either Independent, 
Chain, Department Store, jobber or wholesaler. 
Experienced in all phases of modern marketing, 
merchandising, stock and price control, sales pro- 
motion, store arrangement, advertising, and a 
capable organizer. College graduate, age thirty- 
three and married, with fifteen years of retail and 
wholesale business experience. Thorough, tactful, 
conscientious and progressive; neat appearance and 
a fluent talker. Present starting salary secondary 
to opportunity and future. Available on short 
notice, and can offer the finest references as to 
character and ability. Would prefer within 200 
miles of New York City or West of Mississippi. 
Address Box D-323, care of Harpware Acer, 239 
W. 39th St.. N. Y. City. 
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AGE 37, COVERING NEW 
ENGLAND, desires additional wholesale lines. 
Address Box D-312, care of Harpware AGE, 239 
W. 39th St., New York City. 


AM INTERESTED IN CONNECTING WITH 
reliable Manufacturer as Purchasing Agent. Eigh- 
teen years’ experience Jobber, Mail Order and Syn- 
dicate Buying Companies. Acquainted with the trade 

and can aid in increasing volume. Excellent ref 
erences. Address Box D-328, care of HArpWareE 
Ace, 239 W. 39th St., New York City. 


15 YEARS’ EXPERIENCE HARDWARE, 
PAINTS, ELECTRICAL, plumbing, shipping’ 
room and cleaning supplies. Capable of store man- 
agement. 30 years old, married, no children, 
good physical condition. Willing to go anywhere. 
Address Box D-321, care of Harpware AGe, 239 
W. 39th St., New York City. 


SALESMAN, 











17 YEARS’ EXPERIENCE IN HARDWARE, 
HOUSEFURNISHINGS and Paints. Last 13 
years operating own store. Knowledge of builders’ 
hardware. Prepare schedules. Good locksmith, 
master keying. Fair window dresser. 34 years 
old, married. Metropolitan New York or Northern 
preferred. Address Box D-314, care of Harpware 
Ace, 239 W. 39th St., New York City. 


HARDWARE MAN THOROUGHLY EX- 
PERIENCED IN Retail and Wholesale hardware, 
paints, sporting goods and kindred lines, desires a 
position with responsible retail firm. References. 
Capable of buying, bookkeeping and store manage- 
ment. In early fifties and good health. Free to 
go anywhere. Middle West or South preferred. 
Salary secondary. Address Box D-316, care of 
Harpware Ace, 239 W. 39th St., New York City. 








18 YEARS’ EXPERIENCE SELLING HARD- 
WARE, HOUSEFURNISHINGS, Toys, Sport- 
ing Goods, Plumbing and Electrical Supplies. Ex- 
perienced in buying, managing, window and store 
display work. I am 34 years old, capable and will- 
ing worker and a producer. Wish to connect with 
a good reliable firm. Address Box D-317, care of 
Harpware Ace, 239 W. 39th St., New York City. 





HARDWARE SALESMAN, SINGLE, 15 
YEARS’ SELLING experience, wishes connection 
with manufacturer selling to hardware jobbers and 
dealers in Western Pennsylvania, Eastern Ohio and 
West Virginia territory. Trade established. Un- 
questionable references. College education. Ad- 
dress Box D-319, care of Harpware Ace, 239 W. 
39th St., New York City. 





MACHINIST, ALL AROUND TOOL DIE 
maker, lathe, milling machine, grinder, shaper, and 
bench work. Can read blueprints. Over twenty 
years’ experience. Capable of accurate production, 
also jobbing work: also experienced in window dis- 
play fixtures and other novelties. Seek position 
where good workmanship and loyalty are an asset. 
Can furnish bond or security for responsible posi- 
tion. References furnished. Am also open for a 
proposition. Address Box D-330, care of Harp- 
ware Ace, 239 W. 39th St., N. Y. City. 








ACTIVE, PROGRESSIVE, EXPERIENCED, 
HARDWARE MILL supply man desires position 
with jobber mill supply house or manufacturer as 
bookkeeper accountant. Have 20 years’ experience 
in bookkeeping, purchasing, pricing. Married; age 
41. Furnish best references. Locate in Chicago 
or near vicinity. Address Box es care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 
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Side-Line Salesmen Wanted 


To salesmen now calling on Hardware, Variety and 
Genera] Stores in small towns and cities, we offer 
a good, staple side line of 19¢ and 25¢ Paints on 
a commission basis. Write advising territory covered 
and lines now carried 


Address Box 0-273 care of te: AGE, 
239 W. 39th Street, N. Y. City 














AN OLD ESTABLISHED HARDWARE 
FIRM specializing in high quality tools desires 
salesman in Chicago area. Must know Chicago 
hardware and mill supply trade. This is not 
temporary or sideline job, but good position for 
high-class man. State age, experience and full 
details first letter. Address Box D-294, care of 
Harpware Ace, 239 W. 39th St., New York City. 








A SALESMAN 


operating from Chicago and surrounding States and 
another from San Francisco, calling regularly cn 
Hardware and Housefurnishing Jobbers. 

To handle a popular 10¢ Line on commission as 
a side line. 

State present lines now carrying and how long 
territory has been covered. 

Address Boe D-326, care of ey a AGE, 

239 W. 39th St., New York Cit: 














WANTED SEVERAL OUTSIDE SALESMEN 
FOR the greater Metropolitan area with or with- 
out following—good opportunity for willing work- 
ers. Only those having outside selling experience 
need apply. Drawing against commission. Address 
7 Bros., Inc., 5721-23 18th Avenue, Brooklyn, 


N. 





WANTED: SALESMEN OR JOBBERS 
HARDWARE, paint, chain, variety and wholesale 
houses to sell Green Sweeping Compound, used in 
stores, lofts, factories, public institutions. Little 
competition. Big turnover. Liberal discounts. 
Established over 25 years. Write for full particu- 
lars. Address—National Sawdust Co., 69 North 
6th Street, Brooklyn, N. Y 





SALESMEN CALLING ON HARDWARE, 
PAINT and Wallpaper stores, Lumber Yards, etc., 
to carry our Popular Priced full line — and 
Varnishes. Many territories open. tal com- 
mission. Good Opportunity. Peenventies concern. 
Write to 20th Century & Varnish Corp., 30 
Roebling St., Brooklyn, 


HARDWARE AGE 














City. 
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SALESMEN WANTED TO CALL UPON 
hardware and general stores with line of summer 
furniture and unfinished novelties. Address Box 
D-313, care of Harpware AcE, 239 W. 39th St., 
New York City. 


SALESMAN TO CARRY, ON COMMIS- 
SION, a line of popular priced fish poles and cast- 
ing rods which retail from 25c to $1.50. State 
territory you cover, experience, and_ references. 
Address O. L. Dewey Co., Syracuse, N. Y. 


NATIONALLY KNOWN BUILDERS’ HARD- 
WARE MANUFACTURER wants salesman for 
Long Island and Brooklyn. Address Box D-324, 
care of Harpware Ace, 239 W. 39th St., New 
York City. 

SALESMEN WANTED, TO SELL REPUTA- 
BLE Painters’ Brushes (Union Made), for an old 
established Brush Factory. Only those now actually 
employed, who have an established trade, and are 
calling on Hardware Dealers and Paint Stores 
need apply. State age, selling experience and ter- 
rifory covered—commission basis. Address Box 
D-318, care of Harpware Ace, 239 W. 39th St., 
New York City. 


SOMETHING NEW! GENUINE LITHO- 
GRAPHED DECAL transfers, now offered in 
small quantities. An attractive name plate insures 
wide advertising publicity at low cost. Sideline 
salesmen wanted; prospects everywhere—good com- 
mission, steady repeats. Samples on request. Ad- 
dress — Ralco Decalco, HA — 1305, Washington 
Street, Boston, Mass. 

SALESMEN ALREADY COVERING ESTAB- 
LISHED TERRITORY by car with profitable 
lines; commission; several territories open; highest 
regarded housewares line. Medium sales but many 
stores: 900 customers one state only. Live, relia- 
ble men only. Gentiles. No consideration to 
dreamers: must be actively going now. Write 
fullest particulars first letter. Quick. Address 
Box D-315, care of Harpware Ace, 239 W. 39th 
St., New York City. 



































I TRAVEL THE STATES OF OREGON, 
Washington, Idaho and Montana, selling practi- 
cally every rated retail hardware and variety store 
in the four states. Will consider one additional 
line. Address—Salesman, Box 2248, Portland, 
Oregon. 








BUILDERS’ HARDWARE LINE WANTED 
BY a manufacturers’ agent of many years’ experi- 
ence selling Jobbers and large retailers in Missouri, 
Kansas, Kentucky, Illinois, Indiana and Ohio. 
Best of references. Address Box D-331, care of 
Harpware Ace, 239 W. 39th St., N. Y. City. 








ESTABLISHED SELLING AGENCY WITH 
LARGE following among Jobbers, Retailers, De- 
partment Stores, chains and Premium Firms 
throughout Pennsylvania, New Jersey, Delaware, 
Maryland, and the District of Columbia. Desires 
another reputable factory connection on a strictly 
commission basis. Send replies to Box D-308, care 
of Harpware Ace, 239 W. 39th St., New York 
City. 

MANUFACTURERS’ REPRESENTATIVE, 
ESTABLISHED 16 YEARS, with unlimited 
warehouse facilities, office, display, truck and ser- 
vice dept., desires to contact manufacturer who can 
use the above services at a reasonable cost, 
with or without sales representation. Territory 
Twin Cities and Minnesota. Excellent references 
and financial rating. Unusual opportunity for a 
reliable, established manufacturer, seeking a per- 
manent connection. None other need apply. Ad- 
dress Box D-325, care of Harpware Acer, 239 W. 
39th St., New York City. 

















HARDWARE AND FACTORY SUPPLY 
MAN, electrical, plumbers’ supplies; age 35, now 
operating, 10 years in business for myself; excel- 
lent credit rating with manufacturers, jobbers; 
seeks outside salesman with a following as part- 
ner; also consider investing hardware stock equity 
and services with reliable outfit in the Metropoli. 
tan Area. Replies strictly confidential. Address 
Box D-295, care of Harpware Ace, 239 W. 39th 
St.. New York City. 








BUSINESS OPPORTUNITY IN PHOENIX, 
ARIZONA. One of the leading hardware firms 
in Arizona for more than forty years. Stock con- 
sists of hardware and housewares, pipe, pumps, 
engines, motors, Frigidaire and General Electric 
Refrigerators, Gas and Electric Ranges, Oil Burn- 
ing Heaters, etc. Sales for fiscal year ending 
July 31, approximately one hundred ten thousand. 
Will sell in its entirety or less than control. Not 
interested in less than Fifteen thousand invest- 
ment. Address Box D-329, care of Harpware 
Ace, 239 W. 39th St., N. Y. City. 











MERCHANDISE WANTED—I BUY FOR 
cash small or large lots of manufacturers’ close 
outs, jobbers’ surpluses and any discontinued 
items in the hardware and harness line. Write 
me what you have to offer. Address Harry J 
Epstein, 815 Central St., Kansas City, Mo. 





FOR SALE—AN OLD ESTABLISHED N. J 
hardware store doing a $40,000 business annually 
in live city of 25,000 population. Inventories abou: 
$15,000. Very good corner location. Building 
has 80 foot front. Owner wants to retire. Im 
mediate possession. A real opportunity. Address 
Box D-320, care of Harpware AGE, 239 W. 39th 
St.. New York City. 





FOR SALE HARDWARE STORE LOCATED 
twenty-five years same location large Sacramento 
Valley, California, town. Diversified trade. Profits 
every year since established. Annual sales ap 
proximately $45,000.00, Inventory $15,000.00 
Clean stock, no implements. Owner retiring from 
hardware business. Write if interested and sug 
gest combining inspection with visit to 1939 San 
Francisco World’s Fair. Address Box D-327, care 
of Harpware Ace, 239 W. 39th St., New York 
City. 


A GOOD LOCATED HARDWARE BUSI- 
NESS, ESTABLISHED 60 YEARS, GOING 
INTO OUR OWN BUILDING REASON FOR 
SELLING. WILL SELL STOCK AND FIX 
TURES OR FIXTURES ALONE. A SMALL 
INVESTMENT WILL HANDLE THIS 
BUILDING CAN BE LEASED FOR 2 YEARS, 
WITH AN OPTION OF 3 YEARS MORE 
ADDRESS A. B. WEERS & SONS, 1227 SO 
ADAMS ST. PEORIA, ILL. 














WANTED, EXPERIENCED BUILDERS’ 
HARDWARE MAN. Must be capable of detail- 
ing large jobs for Chicago and surrounding area 
Salary $150.00 per month. References required. 
Address Box D-322, care of Harpware Ace, 239 
W. 39th St., New York City. 





fre You Seeking SALES REPRESENTATION 
either on a NATIONAL o. SECTIONAL BASIS? 


HARDWARE AGE VERIFIED LIST 


will help you obtain it 


It lists 1059 MANUFACTURERS’ AGENTS in the United States and 43 in Canada operating in the 
hardware field, giving not only their names and addr esses but also the lines handled, territories covered, 
number of men traveled, branch addresses of those firms having them and the year the businesses were 


established. 


Obviously this information will prove helpful in arranging for sales representation wherever desired in 


the United States and Canada. 


HARDWARE AGE VERIFIED LIST also contains separate lists of Wholesale Shelf Hardware Houses, 
Wholesale Heavy Hardware Houses, Mill Supply Distributors, Plumbers and Tinners Supplies Jobbers. 
and Chain Hardware Stores, authoritative lists that are recognized as indispensable for effectively con- 
tacting, personally or by mail, these distributors in the hardware trade. 


The price for this publication, containing all the lists stated, is $10.00 a copy. Remittance with order. 


HARDWARE AGE 


VERIFIED LIST DEPARTMENT 


239 West 39th Street 


JANUARY 26, 1939 


New York City, New York 
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25c mailing charge). Also send me 
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Actual size of sheets 9%, by 12 inches 
over all; writing area 8, x 11%, 
inches. Sheets printed on both sides. 
of good white bond paper, with 28 entry 
lines on each side. Price $1.00 for 200 
sheets (400 pages) plus 25¢ mailing 
charge. 


Simplify Your Stock Taking with the WHITE 
CONDENSED HARDWARE AGE INVENTORY FORM 


To make your annual inventory taking an 
easier, surer-job, we asked 1,000 leading retail 
hardware dealers to help us design a new 
HARDWARE AGE Inventory Record Sheet. 


From the many suggestions we received, a 
oew sheet was designed—in a new size and form 
to sell at a new low price—200 sheets for only 
$1, plus 25c mailing charge. As these sheets are 
printed on both sides of good white bond paper, 
this means you really get 400 pages of inventory 
record sheets. Each page has room for 28 items. 
Your $1.25 investment provides inventory space 
for 11,120 items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used mil- 
tions of HARDWARE AGE Inventory Sheets be- 
cause they found them simple, convenient and 
handy to use. This new form is the best ever— 


ee CCl 


HARDWARE AGE 
West 39th Street. New York. N. Y. 
Gentlemen: 


Here is my $ . Please send me 








1939 


it's even more simple, more convenient and 
easier to use. Our entire effort was directed to- 
ward making your annual inventory taking an 
easier and surer undertaking. 


These new HARDWARE AGE Inventory Sheets 
will fit the HARDWARE AGE Inventory Sheet 
Binders which are used by thousands of dealers 
who reorder their HARDWARE AGE Inventory 
Sheets year in and year out. 


Due to the exceptional low price at whicb 
these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompany 
your order. Use the coupon below to order 
your supply today and make your inventory 
taking this year easier and surer with these 
sheets. 


-hundred white HARDWARE AGE Inventory Sheets (200 for $).060. plus 

Binders (50c each). 
Sara site OA veto cake Noles FIRM NAME 
CITY 


Send these to me by return mail. 


STATE 












STRIKING "PROOF DISPLAY” 
SELLS TIP-TOP SOLDER 


Standard every- 
where because made 
of plenty of new live rub- 
ber that stays alive. Doesn’t 
dry out. Extra adhesive. 4 sizes 
—#1, #2, #4 and #8. In dis- 
play containers, as shown. 


BULLDOG 























































Sales increase amazingly with NEW 28” Display 
which demonstrates 40 Ib. resistance of TIP-TOP 
Liquid Solder repair! TIP-TOP sells fast from reg- 
ular display boards . . . 100% faster with 
demonstrator! Takes small space .. . effective 
for years. Folks see how TIP-TOP solders metal, 
glass, china, wood, leather, etc., with weld-like 
bond that grips like steel! Double sales and 
profits with this display! Order Now! 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 





Your Cost Retail 








Henan TET, rice prone ape 
$1.20 
a—6 TH-TOP TUBsES PRE $1.50 SCHAEFER Rustproof Flue and Furnace Brushes 
is 3.80 6.00 
CARSSS 00 (7.80 @ For You—Added Profits . . 
YOUR PROFIT 50% You Pay 5.00 @ For your Customers—Cl fur , better 
PROFIT , LS TIP-TOP heat, and fuel savings. 
HEATLESS Schaefer RUSTPROOF Flue and Furnace Brushes Sell Fast. You 


heating comfort and fuel savings. Made of special RUSTPROOF 

ks buy both from Silver Brite alloy spring steel, they will last throughout many years 

lisplay! If you in constant service—four times longer than any other brushes. 

; Here’s a new complete line of QUALITY 
Brushes—for your customer who knows the 
value of quality standards—at prices unusually 
low for easy selling. Write today for Complete 

e "™w Catalog on Schaefer RUSTPROOF Flue 
and Furnacc Brushes. 


SCHAEFER BRUSH MFG. COMPANY 
117 W. Walker Street, Milwaukee, Wis. 


(r= ( === 
. SCHRERER srusHes 
TIP-TOP PRODUCTS CO., Dept. B—Omaha, Neb. JE Guy SCHAEFER ITE CAPER 


CEMENT. TOO! can show your customers how they quickly save their cost in better 








) T! 
. 
pecial Deal ONLY £5.00-—Sell for $7.50 
Make $2.50 PROFIT! Original dea et 
t cit later ales eve 


extra big margin i n more! 
ORDER TODAY FROM JOBBER r WRITE 











Two Profitable Sellers 


No. 62 is one of the strongest Screw vo. 70 
Wrenches ever produced. Bar is forged ~* - 
from special open hearth steel. Slide is 


extra tough semi-steel—will withstand 
great strain. Operating Screw is one 
solid piece of high grade steel. The Han- 
die, Frame and Bolster are all in one 
piece, securely braced. In the No. 70 Steel 
Handle Monkey Wrench the Head, Bar 
arid Shank are made into a one-piece stee) 
forging. Handle is securely riveted and 
the flat shank cannot work loose. B. & C. 
quality selis wrenches. All standard sizes 





To completely satisfy your customers, ask your jobber for COLUMBIAN 
Tape-Marked. You can tell it by the Tape-Marker in all sizes and 
the red, white and blue surface markers in %4 inch diameter and larger. 


Noa. 62 Ask your Jobber 


Columbian Rope Company, Auburn, “The Cordage City”, N.Y. 
BEMIS & CALL CO. 
SPRINGFIELD, MASS. 


= = WATERPROOFED - GUARANTEED 
Gene!" “DOMES of SILENCE 


SLIDE SILENTLY - SOFTLY - SMOOTHLY Want a Good Position? 


40c SET -10c SET-10c SE SAVE FURNITURE The quickest and surest way of securing a 
& FLOORS-CREATE QUIET good position is through the Classified Oppor- 
Name ‘‘Domes of Silence tunities Department of Hardware Age. 


9 opti Hardware Age will put you in touch with 





























m0 , Hardware concerns who want help and look 
Domes of Silence for it in the Trade-paper that reaches the 
Rubber Cushion Glides greatest number of readers. 
For Tile, Marble, Cement and Bathroom Floors Send your copv with remittance to 


R 
Noiseless, Sizes for metal beds, w 


chairs and all turniture HARDWARE AGE 


Classified Oportunities Dept. 


Ask your Jobber. If he is not supplied write to a . 
39 West 39th St.. New Vork City 


DOMES of SILENCE, Inc., 35 Pearl St. N.Y. C. 














HARDWARE AGE 





A Complete Line 





























You e 

OF - 

OF — ‘ Cabinet Hinge No. MC1522 \d 

ears Cabinet Hinge No. MC1521 (Wrought Steel) : 

(Wrought Steel) Gaeeunte inated einai 
’ 2 P abinet Hinge abinet Spring Latc 

TY Cabinet Hinge No. MC152114 No. MC15221/ No. MC12993/4 

the (Wrought Brass) (Wrought Brass) for Lipped Door 

ally ; No. MC1299!% 

ete CPE for Flush Doors 

flue Cabinet Latch pag ® . 

Drawer or Cabinet Pull No. 4298 

NY No. 4488 

5. Knob Pull 
No. 4485 


















Knob Pull 
No. 4484 












“MULTICHROME”’ 


FIVE COLORS FROM ONE STOCK 


Any of the eight items in this atiractive new line can be instantly 
fitted with the decorative color your customer wants. That's why 
there’s no stock problem with Stanley “Multichrome” Hardware. 
You need only a small stock of the hardware and an inexpensive 
selection of the “Multichrome” inserts to meet any demand. 

It's the latest thing in kitchen decoration. Dominant Stanley ad- 





















” , vertising is telling builders and architects the “Multichrome” story 
CHOICE OF FIVE COLORS — right now. It’s made for lasting satisfaction; the interchange- 
Black — Red —ivery—Biue—Green able inserts retain their clear, bright colors always. Put “Multi- 
All hardware is brass (except choice of brass or steel in sisal ‘ anne : 
hinges). Furnished in whatever color specified. Extra in chrome” in your want book now, or write for descriptive literature. 
—- — —- - ply —— 
te: d inet regularly ° e 
packed with three inserts (Red, Black, Ivory) THE STANLEY WORKS. New Britain, Conn. 





Trade Mark 


- HARDWAR E FOR CAREFREE DOOR S 








JANUARY 26, 1939 





1543-Sippueicus NET -Six Years oF HONORABLE SERVICE-1959 


SHAPLEIGHS “Dysucopl> Linen 
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Quariry, COUNTS 
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.» SEE OUR SALESMAN.. 





“DIAMOND EDGE 1S _A QUALITY PLEDGE” 


Shapleigh National Series No. 2229 HARDWARE AGE 








